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Graff, Geo. B., Co........ 141 


Warshaw Mfg. Co., Ine....122 
Gummed Tape Sealers 


Seymour Products Co...... 141 
Index Card Signals 

Geek. i Gis Giver we cece 129 

Graff, George —~ ee 1} 

Moore Push- Pin "Go... 2.55130 
Index Tabs 

Aigner, G. oo ils ouaseud 144 

Cook, H. er 29 


1 
Guide ) BA & Pe y Co. tH 
Warshaw Mfg. =. 








6 


Inks, Adhesives, Ete 
Carter's Ink Co 
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Hunt. C. Howard, Pen Co 
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Defiance 
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Sheaffer. W. A Pen Co 

Leather Goods 
Stein Bros. Mfg. Co 


Sales Corp 
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Ls 


Leather Upholstered Furniture 


Gunlocke, W. H., Chair Co 


U pholstering 
Leather Co 


Leathers, 
Eagle-Ottawa 
Letter Distributors 
Bristow, Stanley R 
Globe-Wernicke Co 72 
Imperial Methods Co 


Trays 

Desk 

Letterheads 
American Em 
Lutz & Sheinkman 


Lettering and Show 
Bridgeport Pen Co 
Library Equipment 
Art Steel Co 
General Fireproofing Co 
Globe-Wernicke Co 72 
Linoleum Desk Tops 
Polar Mfg. Co 
Sainberg & { 
Wagemaker Co 
Lists 
Polk, R. L.. & Co 
Lithographing 
Lutz Sheinkman 
Lockers 
Art Metal 
Art Steel C 
Aurora Metal Cabinet Co 
Automatic File & Index Co.. 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 72 
Macey Co The 
Shaw-Walker Co The 
Steel Equipment Corp 72 
rerrell's Equipment Co ‘ 
Yawman and Erbe Mfg. Co 
ose Leaf Books 
Boorum & Pease Co 
F. B. Mfg. Co 
Grand Rapids LL Bir 
Sheppard, C. E Co 
Stationers Loose Leaf Co 
Wilson-Jones Co 
Loose Leaf Envelopes, 
Markilo Co 
Loose Leaf Metals 
Carpenter, E. W Mig. ¢ 
Leaf Metals ¢ 


Jones Co 


Letter 


(See Trays) 


meing Co 


Construc Co..5 


der Co 


Loose 
Wilson 
Mail Distributors 
iristow, Stanley R 
Map Tacks 
Graff. George B.. ¢ 
Moore Push-P { 
Maps, Globes, Et« 
Rand MeNally & Co 
Weber Costello Co 
Matched Office Suites 
General Fireproofing ( 
Gunn Furniture ¢ 
Leopold Co The 
Macey Co Ihe 
Wagemaker Cx 
fawman and Erbe Mf 
Books 
Pease ( 
irnes Co 


Memorandum 
Boorum & 
Rock well-B 

Memorandum Devices 
Bristow, Stanley R 
Seymour Pro« ts ( 

Moisteners 
Downey The ¢ I Co 
Rivet-O Mfe ‘ 

Seymour Prod te ( 

Motors, Electric 
General Eleetr { 

Numbering Machines 
American Num. Mact ( 
Force Wm \ & 

Office Partitions and Kailings 
Globe-Wernicke Co 72 

Ol, Office Machine 
Clarotype ( 

Defiance Sales ¢ 
Rockwell-Barnes ( 

Pads, Columnar 
Boorum & Pease ( 

Paper 
Rockwell-Barnes ( 

Paper Clamps 
Acco Products. |! 

Cook a. © ( 

Esterbrook Pen (Cy 

Hunt. C. Howar re ( 
Oak ville-Amer Pin Div 87 


and Storage Cabinets 


137 


124 
100 


Card Pens 


‘ 


100 


133 
110 
Sl 
107 
is 
3 
59 
3 
&o 


and Systems 


140 
143 
101 

17 


Celluloid 


roe 


Paper Clips atti f P In¢ 4 my 
Acco Products. In: 127 Manifold Supplies Co of 
Art Wire & Stamping Co..120 Mitt uz & . Volger, In 111 
Bindah Products. In 146 Neidich Process Co . 150 
Clip-On Corp 116 Old Town Rib. & C arb. Co..108 
Cook, H. ¢ Co 129 Pacific Carb. & Rib. Co. 119 
Graff. George B., Co 141 Phillips Ribbon & Carb. Co.124 
Oakville-Amer. Pin Div..87, 88 Rox hester Rib & Carb. Co eth 
Rock well-Barnes Co 114 Rock well-Barnes Co 11: 
Tip-Top Mfg. Co 145 Storms, H. M., Co 149 

Tybon Corp .142 

Paper Fastening Machines U. 8. Typwr. Rib. Mfg. Co.145 
Autom. Pencil Sharpener Co. 76 Webster, F. S., Co 9 
nae . A. (oo nae Sa Rubber Bands 
Mveready Mfe Co of Bos Faber Eberhard 16 
- a ; : +t: Kubber Stamps 

otehkKiss Sales Co Z , : 
; ~ Meyer & Wenthe 134 
Neva-Clog Products Inc 74 . 
Parrot Speed Fastener Corp.118 Safes 

Paste Art Metal Construc. Co. .54 : 5 
See Inks, Adhesives, Etc.) Brush-Punnett, Ine r 45 
ah ang Diebold Safe & Lock Co... 97 

Pen and Pencil Clips General Fireproofing Co.. +8 
Defiance Sales Corp 138 Globe-Wernicke Co 2 72, 3 
Oakville-Amer. Pin Div..87, 88 Macey Co., The con ae 

te > yy ~ » c 

Pencil Sharpeners Metal Office Furn. Co 89 
> ~e Shaw-Walker Co . oD 

Autom. Pencil Sharpener Co. 76 : M vas am ‘ 
Steel Equipment Corp 72, 3 

Graff. George B Co.. 141 Yawm nd Erbe Mfe. Co. 77 
Hunt, C. Howard, Pen Co..133 a an am . oa 55 7 

Pencils, Cedar Sales & Order Books 
Faber, Eberhard . 46 Adams Brothers Co 143 
Reliance Pencil Co 147 Scales 

Pencils, Mechanical Pelouze Mfg. Co 123 
Autopoint Co - 71 Triner Scale & Mfg. Co 141 
Scripto Mfg. Co 113 an 
Sheaffer. W. A Pen Co 109 Screens, Office 

, . olar ‘o ) 

Pens, Lettering and Show Card Polar Mig. ¢ 14 
Bridgeport Pen Co 147 Sealing Wax 
Esterbrook Pen Co - 93 Higgins, Chas. M., & Co... .125 
Hunt, C. Howard, Pen Co..133 Luther Ink & Stamp Pad Co.130 

Pens, Steel Seals, Notary and Corporation 
Esterbrook Pen Co 93 ‘ ; ~e ‘ 
Hunt, C. Howard, Pen Co..133 Meyer and Wenthe 134 
Turner & Harrison Pen Co..146 Shelf Boxes 

Picture Hooks an Steel Co "he ory 
Moore Pus > Co 130 liemer, John o 2% 

: — oe . General Fireproofing Co 48 

Pins and Pin Containers Globe-Wernicke Co 72. 3 
Defiance Sales Corp 138 ; 

Oakville-Amer. Pin Div..87, 88 Shelving 
Prym, William, of Americal ?2 Art Metal Construc. Co. .54 5 
Platens, Typewriter Art Steel Co c 13:3 
. . -_ General Fireproofing Co $8 
Amer. Writing Mach. Co 66 GiabeWemtene Ge mo 3 
Ames Supply Co. as c ‘o. Steel Equipment Corp 73, 3 
" arts & pp. VO ° Terrell's Equipment Co . &9 

Postal Scales Yawman & Erbe Mfg. Co... 77 
Pelouze Mfg. Co 123 Sj M:; 

Triner Scale & Mic. Co 141 ign Markers 

I : Fulton Specialty Co 144 

pr ogg Ww Ltd 151 Sleeve Protectors, Celluloid 
Buro-Bedarf-Rundschau 151 Sameco Co., In . &2 
Mon Bureau . 150 Stamp Pads 

Punches s Fulton Specialty Co 144 
Acco Products, In« 127 Luther Ink & Stamp Pad Co a. 
Boorum & Pease Co 117 Meyer & Wenthe 13 . 
Defiance Sales Corp 138 Rivet-O Mfe. Co -1lf 
Globe-Wernicke Co 72 3 Rockwell-Barnes Co "414 

, Rive “~~ Mig. Co 110 Stands for Office Machines 

Push Pins oe , Adjustable Table Co 136 
Moore Push-Pin Co 130 Sherman-Manson Mfg. Co..154 

Representatives Wanted Sturgis Posture Chair Co 79 
Lavin, J. P., Treas 125 Toledo Metal Furniture Co.. 96 

, , Tubular Special Co.. 4 

Ribbon Dispensing Machine . sae ~t _ - 
fybon Corp 142 Stationery, Embossed, Engraved 

Ribbons and Carbons American Embossing Co 124 
Allen & Co 131 Stationery Racks 
i ceye Bib. 6 Carb. Co = Imperial Methods Co 130 
irter's nk o . of : 

Columbia R. & C. Mfg. Co..105 Stencils 
Crown Ribbon & Carb. Co..138 Meyer & Wenthe 134 
— 
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APPLIANCES 


Stenographers’ Note Books 


Boorum & Pease Co 117 

Rock well-Barnes Co 114 
Stools 

Sturgis Posture Chair Co 79 

Toledo Metal Furniture Co ou 
Storage Cases 

Art Steel Co.. 133 

Bankers Box Co bo 

Cole Steel Equipment Co 147 

Kay-Dee Co The 121 


Oxford Filing Supply Co.... 56 
Rock well-Barnes Co 
Store Fixtures & Equipment 
General Fireproof. Co., The 48 
Metal Office Furn. Co..... 89 
Swinging Typewriter Stands 
Amer. Writing Mach. Co... 66 
Globe-Wernicke Co 72. 3 
Weis Mfg. Co 67. 68, 69. 70 


Tables 
Art Steel Co 133 
General Fireproofing Co . 48 
Globe-Wernicke Co 72 33 
Metal Office Furn. Co : at 
Shaw-Walker Co The ; 59 
Steel Fixture Mfg. Co 149 
Tablets 
Rock well-Barnes Co 114 
Telephone Accessories 
Colytt Laboratories 147 
Meilicke Systems, In« 138 
Telephone Systems, Private 
Miles Reproducer Co 115 
Thumb Tacks 
Graff. George B.,. Co 141 
Moore Push-Pin Co 130 
Oakville-Amer. Pin Div..87. 88 


Transfer Cases 


Art Metal Construc. Co..54 5 
Art Steel Co Ine 133 
Aurora Metal Cabinet Co 110 
Automatic File & Index Co. 81 


Canton Art Metal Co .126 


Cole Steel Equipment Co..147 
Columbia Steel Equip. Co... 94 
General Fireproofing Co... 48 
Globe-Wernicke Co . 72. 3 
Macey Co The . ee 
Metal Office Furn. Co go 
Rock well-Barnes Co 114 
Shaw-Walker Co 59 
Steel Equipment Corp 72 3 


Weis Mig. Co 67. 68, 69, 70 
Yawman and Erbe Mfg. Co. 77 


Type, Typewriter 
Amer, Writing Mach. Co 66 
Ames Supply Co 148 
U. S. Tw. Parts & Sup. Co..132 
Typewriter Cleaning Material 
Amer. Writing Mach. Co.. . 66 
Clarotype Co 144 
Martens Type Cleaner Co 146 
Webster, F. S., Co : 2 
Typewriter Cushion Keys 
Munson Supply Co 139 
Peerless Key Co 53 
Speed Key Mig. Co 146 
Typewriter Cushion Knobs & Feet 
Ames Supply Co 148 
Azora Rubber Co 142 
Peerless Key Co . &3 
Typewriter Parts and Tools 
Amer. Writing Mach. Co... 66 
Ames Supply Co 148 
U. 8S. Tw. Parts & Sup. Co.132 
Typewriters, Mfrs. of 
Amer. Writing Mach. Co... 66 
Corona Typewriter .. 46 
Royal Typewriter Co ~e OF 
Smith, L. C.. & Corona Tws. 45 
Underwood tlliott Fisher 
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Woodstock Typewriter Co.. 84 
Typewriters, Rebuilt 

Amer. Writing Mach. Co... 66 

Regal Typewriter Co 9 
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Wholesale Typewriter Co 


Visible Index Systems 
Art Metal Construc. Co..54 5 
Automatic File & Index Co. 81 
Globe-Wernicke Co 72. 3 
Postindex Co . 54 
Shaw-Walker Co The . 59 
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Sheppard, C 
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Yawman 
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Art Steel Co 133 
Aurora Metal Cabinet Co..110 
General Fireproofing Co . 48 
Globe-Wernicke Co 72 3 
Shaw-Walker Co The . &8 
Waste Baskets 
Art Steel Co 133 
Cole Steel Equipment Co..147 
Metal Office Furn. Co ». 8&8 
Nat'l Vuleanized Fibre Co..135 
Peerless Wire Goods Co : 136 
Sainberg & Co 126 
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WANTS AND LOR SALE 


The rate fer classified advertisements is eight cents a werd. 


Minimum charge, $1.60. 


SITUATIONS WANTED 





SALESMAN who has operated as manufacturers’ agent seeks 
a line or two to sell to dealers in Texas, Oklahoma, Arkansas 
and Louisiana. Will consider any line of high class merchan- 
dise in office furniture, ribbons and carbons, ink, pencils, and 
loose leaf goods. Will give active, intelligent representation 
to any line he undertakes to sell. Plans to cover entire 
territory every two or three months, certain important centers 
more often. Address A-80, care Office Appliances, Chicago. 
COMPETENT STATIONER with twenty-one years successful 
experience is open for new connection with retail business or as 
representative of manufacturer, selling stationery or office 
furniture. In a position to go to any part of country that of- 
fers desirable opportunity. Address X-170, care Office Ap- 
pliances, Chicago. 

SALESMAN with four years experience in southern states, 
now selling a general line, prefers direct connection with man- 
ufacturer of any article sold by stationery or office equipment 
dealers. Thoroughly grounded in loose leaf, steel furniture, 
bank and court house equipment and numerous other articles 
for office use. Will consider other territory but feels best 
opportunity is in the South because of acquaintance there 
Address D-83, care Office Appliances, Chicago. 


STATIONERY SALESMAN with six years experience averag- 
ing $40,000 to $50,000 annual business seeks new connection. 
Can handle office furniture, sell entire line stationery and fur- 
niture or any part of line. Experienced in the store, on the 
street and traveling. Age 29. Address Z-119, care Office 
Appliances, Chicago. 


SALES EXECUTIVE, age 41, desires connection with strong 
company 12 years selling, 3 yrs. management, pref- 
erence office appliances Fully capable building selling organ- 
ization. Salary, bonus and expenses preferred. Straight com- 
mission, regardless how attractive, not satisfactory. If you 
haven't faith in your product, don’t answer. 


Can furnish bond, 
references and proven sales record. Address Y-81, care Office 
Appliances, Chicago. 


sales 


SALESMAN accustomed to producing in big way, formerly 
general manager for manufacturer of important office 
specialty, is open for new connection. Can direct entire sales 
organization, manage branch office, or function as sales agent. 
Will go any place that offers opportunity. Address F-104, 
care Office Appliances, Chicago. 


sales 


SALESMAN with excellent reputation among stationers in 


Chicago and surrounding territory desires to get back into 
stationery field as manufacturers’ representative Has the 
ability to produce real results on any line of real merit. Can 


furnish best of references. Address E-227, Office Ap- 


pliances, Chicago. 


care 


OFFICE FURNITURE SALESMAN with years of successful 
experience, particularly in Central Western territory, desires 
to return to office equipment field after year’s absence. Knows 
the dealers and knows how to sell. Will appreciate opportunity 
to show capabilities Address H-87, care Office Appliances, 
Chicago. 





EXPERT MECHANIC, rebuilder, sales assistant; speed, abil- 
ity, finish; all makes; references. Small wages if “going con- 
cern” with plenty work. Address N-104, care Office Appliances, 
Chicago. 


SALESMAN with 25 years experience in office furniture busi- 
ness as manager and salesman desires position in wholesale 
or retail line Excellent references. Address R-79, care Office 
Appliances, 1601 Pershing Square Bldg, New York. 


SALESMAN with eight years successful selling in a large 
Southern city, desires to represent manufacturers selling direct 
to consumers. Best of references Send full particulars to 
B-171, care Office Appliances, Chicago. 

AVAILABLE FOR ACTION NOW—Capable salesman familiar 
with practically every item in filing equipment and commercial 
and traveling. Has sold to user and to dealer. Successful also 
stationery Experience includes store sales, outside territory, 
as accountant, office and credit manager Now in South, will 
go any place. Address M-84, care Office Appliances, Chicago. 


COMMERCIAL STATIONERY STORE MANAGER with broad, 
practical experience in buying and selling seeks a connection 
with up-to-date house. Twelve years with one firm. Address 
L-87, care Office Appliances, Chicago. 


EXPERT MECHANIC, seven years’ experience on all makes 
typewriters and adding machines. A capable and industrious 
worker. Neat appearance, good education. A-1l references. 
Address F-10601, care Office Appliances, Chicago. 





AVAILABLE NOW, valuable man as sales executive with 
lithographing company or manufacturing stationer. Has filled 
every capacity from salesman to production manager and gen- 
eral manager in commercial stationery and bank check plants. 
Twenty-five years experience. Recently sales manager for 
manufacturing stationer with twenty salesmen. Will consider 
any location. Address M-85, care Office Appliances, Chicago. 


SALESMEN WANTED 


A LARGE MANUFACTURER of steel letter files, storage and 
wardrobe cabinets, card cases, etc., has several openings for 
salesmen to represent them in territories located in the south- 
eastern and southwestern section of the country as well as in 
the Pacific Coast States. Salesmen will be paid on exclusive 
commission basis and will receive credit for all sales received 
from his territory which will be handled on an exclusive 
territorial basis. In your reply give us information regarding 
yourself, the territory you wish to cover and also a list of 
references. Address C-82, care Office Appliances, Chicago. 

WE ARE A LARGE established manufacturer of a broad line 
of Loose Leaf Equipment including Visible Records, Machine 
Posting Supplies, Form Printing, ete. To a man with proven 
sales ability and experience in our particular fleld, we offer 
territorial protection, some established business and full 
factory cooperation. Our Sales Plan embodies an attractive 
opportunity, liberal commissions and permanence. Box M-82, 
Office Appliances, Chicago. 








LOOSE-LEAF SALESMEN—Here is an exceptional offer for 
salesmen who understand and have sold loose-leaf éevices. 
A nationally known concern offers discounts from standard 
list prices which are substantially greater than usual dealer 
proposition; for direct selling men. Write for further in- 
formation, V-79, care Office Appliances, Chicago. 


OUR HIGH-GRADE TYPEWRITER specialty is being suc- 
cessfully and profitably sold by typewriter salesmen, repair- 
men, supply and specialty salesmen. This is a golden op- 
portunity for anyone calling on office trade. Territories are 
being allotted now. Write for details and selling plans. 
Address G-107, care Office Appliances, Chicago. 





OPPORTUNITY—Salesman over 40 with successful sales rec- 
ord to sell hit of recent N. Y. Business Show. Requires dem- 
onstration. Commission and bonus basis, payable daily. Pro- 
tected territory. Advance announcements, no cold canvass. 
Must have sufficient responsibility to lay out $3.50 for person- 
ally engraved sample, refunded at 50c per sale. Send $3.50 to 
Ace Mfg. Co., 280 Plane St., Newark, N. J. 


DISTRICT MANAGERS and salesmen experienced in the vis- 
ible index field to sell ““Visblex,” a visible loose leaf equipment. 
Exceptional opportunity for experienced men with an old es- 
tablished company. Henry Conolly Company, Rochester, N. Y. 





POSTINDEX requires several first class Visible File salesmen. 
Must be able to show successful sales experience to qualify. 
Write giving full details. Postindex Co., Inc., Jamestown, N. Y. 





ENVELOPES. Men to sell envelopes direct from manufac- 
turer. Wonderful side line for those selling office specialties. 
nti Envelope & Lithograph Company, Indianapolis, In- 
diana, 
WANTED, SALESMAN for Loose Leaf Devices. Commission 
basis. Some good territory still open. Address Y-79, care 
Office Appliances, Chicago. 


MECHANICS WANTED 


WANTED: GOOD COMBINATION mechanic and salesman, 
for steady position in south, for typewriters and adding ma- 
chines, also prefer some cash register experience. Give ref- 
erences, experience, with whom, on what makes of machines; 
age; also, salary expected, in first letter. Bond required. Ad- 
dress W-83, care Office Appliances, Chicago. 





MECHANIC—thoroughly experienced on Elliott-Fisher ma- 
chines. Address T-85, care Office Appliances, Chicago. 


REPRESENTATIVES AVAILABLE 





A COMPETENT, experienced sales and branch manager com- 
manding the services of several seasoned, experienced sales- 
men, desires the representation in Chicago or Los Angeles of 
a meritorious office appliance. Has splendid sales record, with 
large, reputable office appliance organization. Financially re- 
sponsible. We offer hard work, ability and experience in 
exchange for an opportunity. Address J-84, care Office Ap- 
pliances, Chicago. 





A CHICAGO SALES AGENCY located on LaSalle street in the 
loop, with a staff of salesmen well trained in the sale of an 
office specialty and well contacted in the Chicago area, is ter- 
minating its present contact April lst, and is looking for a 
new line. Will consider proposals on basis of distributor, 
agency or sales branch. Write to K-79, care Office Appliances, 
Chicago. 





PROMINENT Wholesale Stationer located in New York sell- 
ing entire U. S. wants new connection with a paper mill making 
business papers. Address Box S-117, care Office Appliances, 
1601 Pershing Square Bldg., New York. 


WANTS AND FOR SALE, continued page 8 




















WANTS AND FOR SALE, continued from page 7 
BUSINESS OFPORTUNITIES 


FOR SALE: Office furniture, commercial and social stationery 
store; large stock; established 12 years; located most desirable 
home city Pacific coast Logical reason for sale Box V-81 
eare Office Appliances, Chicago 


FOR SALE AND WANTED TO BUY 


KARDEX VISIBLE EQUIPMENT bought, sold, and exchanged. 
We have for sale and will also buy all sizes of Kardex cabi- 
nets. If interested in selling, send sample of pocket, descrip- 
tion, quantity and price wanted. If want to buy, advise card 
size wanted, capacity, and present style of equipment, if any 
F-97, care Office Appliances, Chicago 

ADDRESSING MACHINES, Comptometers, Dictaphones, Edi 
phones, Kardex cabinets, Mimeographs, Multigraphs, bought 
and sold Hanover Office Equipment Co., 58 Greenwich St 
New York City 


ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold Maloney, Gilmore Co., 508 S. Dearborn, Chicago 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFFIce 





APPLIANCES, are tangible business opportumities. 


Wants Abroad 


General Stationery.—_Ambi & Company, dealer in general merchandise, 
36, Kilary road, Bangalore City, India, is interested in fountain pens 
and all kinds of stationery items. Will import on own account, and for 
other dealers as agent 

Marking Device Sales Representation.—A. Benecke & Company, GMBH 
Elisabeth-ufer 27, Berlin, S. O. 36, wishes to represent one or two Amer 
ican manufacturers which are not competitive The company manufac 
tures numbering machines and perforators, with traveling representatives 
calling on marking device dealers and engravers in Germany, Austria and 
Switzerland. The company was founded in 1897, and is well known in 
the European market. In addition to the intensive coverage of the coun 
tries named, two of the company’s traveling salesmen reach important 
centers in Belgium, the Netherlands, France, Spain, Norway, Sweden 
and Great Britain The offer of sales representation is made to give 
the Benecke sales organization broader and more extensive lines to pre- 
sent to dealers. Correspondence should be addressed to Mr. Arthur 
Benecke 

Prospective Market for Office iItems..-_Wm. Zimmerman, Weinbergstr. 44, 
Kilchberg, Switzerland, is interested in new items for use in offices, on 
the basis of exclusive distribution for Switzerland; or for assistance in 
selling the license or patents to Swiss manufacturers 


Wanted Here at Home 


Furniture.—Riley & Stafford, a new concern at 315 South Wabash 
avenue, Chicago, desires to receive catalogues and price lists from manu 
facturers. Mark mailings for the attention of Edward Riley 

Leather Goods and Stationery.—-Arthur M. Gilbert, 7609 Eighty-fourth 
drive, Woodhaven, N. Y., seeks additional lines, and is interested in 
leather goods, brief cases, desk pads, pins and clips He is covering 
New York City, the east half of New York state, New Jersey and Con 
necticut, for manufacturers not competing in the lines mentioned 

Office Supplies.—The office supply department of The Frederick Leader, 
Frederick, Okla., wishes to receive catalogues from manufacturers of 
office supplies, etc 

Printer Wants Office Equipment Catalogues.—-The Rose City Express, 
Inc., Charleston, W. Va., contemplates establishing an office equipment 
and supply department in connection with its established printing busi 
ness Catalogues and prices are requested from manufacturers The 
individual who will manage the new department has had many years’ 
experience in the office equipment field For the present, all mailings 
should be addressed to John H. Jackson, president 

Side Line to Stationery.—Elmer A. Swanson, 27 School street, Room 
417, Boston, Mass., wishes a side line He calls on stores, printers, 
manufacturing and industrial companies in Boston and vicinity He has 
the lines of The Mason Box Company, Attleboro, Mass., and wishes to 
take on something not competing with high grade paper boxes and 
Mason's mailing boxes 

Specialty Lines.—-Gerald Martineau, dealer in office machines, ribbons 
and carbons, 84 Rue St. Pierre, Montreal, Quebec, wishes to get into 
communication with manufacturers of high grade office specialties and 
folding machines 

a Sa ca — 
New Enterprises 
vin ire met ncerns reported in further detail elsewhere in this 


yr possibilities of additional outlets for manufacturers in 
this field 


issue The 

Addressing Machines.—Joseph Weber, 537 South Dearborn street, Chi 
cago, lll Deals in new and rebuilt machines, and supplies 

Furniture, New and Used.—I. Edelson & Company, 126 West Lake 
street, Chicago, Il 

Furniture..-Edward Granfield, Inc., 184 Crown street, New Haven, 
Conn. ; has General Fireproofing lines 

Furniture.Riley & Stafford, 315 South Wabash avenue, Chicago, Ill 
office machines, etc., may be added later 

Marking Devices.The Sacramento Rubber Stamp Company, 205 Mitau 
building, Sacramento, Calif Has regional agency for the American 
Evatype Corporation 

Stationery Bryant Office Supply Company, Miami, Fla 

Stationery..-E. J. Lessard Stationery & Printing Company, 418 North 
Third street, St. Louis, Mo 

Typewriters Frank Rowe, 2020 Seventh avenue, Hibbing, Minn Has 
Remington typewriter line 

Typewriters.._Typewriter Exchange, Room 402, New Kimbell building, 
North Adams, Mass Former Underwood men 





OFFICE APPLIANCES 


ALL MAKES OFFICE EQUIPMENT bought and sold. Chicago 
Office Appliance Co., 533 S. Dearborn St., Chicago 





ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis 

MULTIGRAPH RIBBONS re-manufactured. Guaranteed work 
quick service. Send us your old ribbons today Lewis Co., 
S5la N. 4th Street, Milwaukee, Wis. 








okkeeping 
S. Dear- 





ALL MODELS ELLIOTT FISHER Billing and B« 
Machines bought and sold. Robt. Novak & Co., 53 
born St., Chicago. 








FOR SALE: 500,000 model B four line index tab addressograph 
frames, in lots of 10M—G2-80 graphotype machine with roller 
attachment in excellent condition; prices on request Ten 12- 
drawer Duplex 6x4 Acme cabinets at $65.00; ten 20-drawer 
8x5 Kardex cabinets at $90.00. Direct Service Company, 406- 
420 Cox Building, Rochester, N. Y. 


1200 IVI PANELS, 24-inch size for six inch card cost $5.95 
each; lots of 100 @ $.80 each. 10-Acme 12-drawer 5x8 cabinets 
» G. $42.50 each. Hanover Office Equipment, 58 Greenwich St.. 
New York City. 


Commerce Department Trade Opportunities 


Inquiries sent to the U. 8. Commerce Department from represen- 
tatives abroad Recognized business establishments can secure 
names and addresses on application to the Bureau of Foreign 
and Domestic Commerce at Washington, or to the district and 
co-operative offices, mentioning the file number of the trade 
opportunities wanted. 

Appliances, office, Stockholm, Sweden.—No. 56,124; agency desired. 

Calendars, desk, Outremont, Canada.—No. 56,168; agency desired 

Desks, school, steel, Winnipeg, Canada.—No. 56,020; purchase con- 
templated 

Equipment, office, sundry, Sao Paulo, Brazil.——No. 56,417; purchase 
and agency contemplated 

Furniture, office, metal, Oran, Algeria.—No. 56,125; agency desired. 

Furniture, office, Paris, France No. 56,127; agency desired 

Machines, check writing, Sao Paulo, Brazil.—No. 56,417; purchase and 
agency contemplated 

Machines, adding, Paris, France.—-No. 56,126; agency desired 

Machines, adding and calculating, rebuilt, Trieste, Italy No. 56,025; 
purchase and agency contemplated 

Machines, letter sealing and clipping, Sao Paulo, Brazil.—No. 56,417; 
purchase and agency contemplated 

Machines, pencil sharpening, Brussels, Belgium.—No. 56,334; agency 
desired. 

Machine, stapling, for veneer boxes and crates, Zagreb, Yugoslavia. 
No. 56,017; purchase contemplated 

Machines, typewriter, second hand, Chefoo, China.—No. 56,452; pur- 
chase contemplated 

Machines, typewriter, Paris, France.—No. 56,126; agency desired 

Machines, typewriter, rebuilt, Trieste, Italy No. 56,025; purchase and 
agency contemplated 

Machinery, production, for making pins, paper fasteners, safety pins 
and sewing machine needles, Laigle, France No. 55,974; purchase con- 
templated 

Novelties, office, Stockholm, Sweden No. 56,124; agency desired 

Paper, bond, in full sheets, Medan, Sumatra No. 56,115; purchase 
and agency contemplated 

Pencils, lead, Brussels, Belgium.—No. 56,334; agency desired 

Pens, fountain, and mechanical pencils, Medan, Sumatra No. 56,115; 
purchase and agency contemplated 

Pens, fountain, and mechanical pencils, Outremont, Canada.—No 
56,168; agency desired. 
Pens, Paris, France.—No. 56,127; agency desired 
Pens, fountain, Stockholm, Sweden.—No. 56,124; agency desired. 
Supplies, office, novelty, Malleswaram, India.——-No. 56,018; purchase 
ntemplated 
Supplies, office, Paris, France.--No. 56,127; agency desired 
Supplies, stationery, Bombay, India No. 56,389; agency desired 
Supplies, stationery, Brussels, Belgium No. 56,334; agency desired 

——_g——_——. 


United States Exports Compared 


Following are comparative figures on exports of several classifications, 
compiled from the monthly reports of the United States Department of 
Commerce : 

Adding and Calculating Machines, etce.—(1930) $11,756,564; (1931) 
$8,821,265 

Metal Office Furniture—(1930) $5,378,696; (1931) $3,138,611 

Ribbons and Carbons, and Filing Forms—(1930) $1,941,256; (1931) 
$1,192,240. 

Typewriters—(1930) $17,752,047; (1931) $11,498,066 

Writing Instruments—(1930) $3,547,890; (1931) $2,219,419 


ee 
British Imports of Typewriters 


Commerce Reports published an item showing British imports of certain 
dutiable merchandise under No. 1 Emergency Order, effective November 
25, 1931 Comparative figures were presented showing typewriter and 
typewriter parts imports: 

Typewriters, complete—(December, 1930) 5,449 machines @ £59,524; 
(October, 1931) 10,593 machines @ £120,023; (November, 1931) 9,991 
machines @ £96,256; (December, 1931) 725 machines @ £6,560 

Typewriter parts—(December, 1930) £4,063; (October, 1931) £8,618; 
(November, 1931) £12,452; (December, 1931) £1,599 

——_—_.g—__—_. 


United States Exports of Paper and Paper Products 


Commerce Reports] United States exports of paper and paper products 
for the periods January-September of the years indicated: 

Cash register and adding machine paper—(1930) 3,722,906 pounds @ 
$341,522; (1931) 6,492,056 pounds @ $511,412 

Filing folders, index cards and other office forms—(1930) 1,299,873 
pounds @ $456,421; (1931) 1,038,011 pounds @ $340,049 

Writing and drawing paper—(1930) 2,754,896 pounds @ $690,773; 
(1931) 1,892,049 pounds @ $380,863 
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PATENTS 


Copies of patents shown here can be ob- 

tained from the Commissioner of Patents, 

Washington, D. C., for ten cents each in 

cash, postoffice money orders or certified 

check. Stamps and personal checks not 
accepted. 


No. 86,164. Bottle closure; patented Febru- 
ary 9, 1932, by Harold T. Griswold, Evanston, 
ill. (assignor to Sanford Manufacturing Com- 
pany, Chicago, ill. Serial No. 39,746. 

No. 1,841,588. Page signal for typewriters; 
patented January 19, 1932, by Jim Davis, Jop- 
lin, Mo. Serial No. 279,561. 

No. 1,841,770. Copy holding stand; patented 
January 19, 1932, by Clark A. Tharp, Leaven- 
worth, Kans. Serial No. 327,087. 

No. 1,841,783. Ink pad; patented January 19, 
1932, by Claude H. Bright, Jr., Memphis, Tenn. 
Serial No. 403,249. 

No. 1,841,860. Printing machine; patented 
January 19, 1932, by Herbert L. Thompson, El- 
gin, and Eli Wilderson, Chicago, Ill. (assignors 
to Addressograph Company, Wilmington, Del.) 
Serial No. 296,036. (Illustration sideways in 
upper right-hand corner.) 

No. 1,842,065. Pin package; patented Janu- 
ary (9, 1932, by George Boden, Waterbury, 
Conn. (assignor to Scovill Manufacturing Com- 
pany, Waterbury, Conn.). Serial No. 344,265. 

No. 1,842,379. Tray; patented January 26, 
1932, by Oliver Burnside Andrews, Chattanooga, 
Tenn. Serial No. 409,779. 

No. 1,842,398. Multiple label holder; patented 
January 26, 1932, by Roland A. Furlong, Roch- 
ester, N. Y. (assignor to the Yawman and Erbe 
Manufacturing Co., Rochester, N. Y.). Serial 
No. 464,164. 

No. 1,842,552. Adding machine; patented 
January 26, 1932, by William W. Lasker, Brook- 
lyn, N. Y. (assignor by mesne assignments to 
Remington Rand Inc., New York, N. Y., a cor- 
poration of Delaware). Serial No. 45,576. 

No. 1,842,601. Paper roll holder; patented 
January 26, 1932, by Elwood Warren Gilbert, 
Allentown, Penna. Serial No. 398,794. 

No. 1,842,671. Work counter for typewriters; 
patented January 26, 1932, by Otte A. Hokan- 
son, Woodstock, Ill. (assignor to Woodstock 
Typewriter Company, Woodstock, Ill.). 

No. 1,842,852. Attachment for ink bottles; 
patented January 26, 1932, by Glen Samuel 
Walker, Springfield, Ore. Serial No. 527,555. 

No. 1,842,907. Check protector; patented 
January 26, 1932, by William H. Lawhorn, Dal- 
las, Tex. Serial No. 366,935. 

No. 1,843,118. Sheet feeding apparatus; pat- 
ented February 2, 1932, by Ernest J. Brasseur, 





Chicago, Ill. (assignor to A. B. Dick Co., 
Chicago, Ill., a corporation of Illinois). Serial 
No. 309,941. 

No. 1,843,575. Pamphlet binder; patented 
February 2, 1932, by Henry R. McCleary, Chi- 
cago, Ill. (assignor to Wilson-Jones Company, 
Chicago, Ill.). Serial No. 385,263. 

No. 1{,843,810. Shifting device for prong 


binders; patented February, 1932, by Edmond G. 
Dupree, Richmond Hill, N. Y. (assignor to 
Boorum & Pease Company, Brooklyn, N. Y., a 
corporation of New York). Serial No. 500,093. 

No. 1,843,871. Locking mechanism for loose 
leaf post binders; patented February 2, 1932, 
by Charles A. Finley, Rutherford, N. J. (as- 
signor to Boorum & Pease Company, Brooklyn, 
N. Y.). Serial No. 201,140. 

No. 1,844,095. Mechanical pencil; patented 
February 9, 1932, by Joseph E. Kucher, Jersey 
City, N. J. Serial No. 282,480. 

No. 1,844,203. Check protector; patented 
February 9, 1932, by John W. Carison, Chicago, 
il. (assignor to Hedman Manufacturing Com- 
pany, Chicago, Ill.). Serial No. 242,469. 

No. 1,844,376. Filing cabinet; patented Feb- 
ruary 9, 1932, by Rodney J. Wood, Dayton, Ohio 
(assignor to Remington Rand inc., Buffalo, 
N. Y., a corporation of Delaware). Original ap- 
plication filed February 15, 1924, Serial No. 
693,057. Divided and this application filed Sep- 
tember 17, 1928, Serial No. 306,438. 

No. 1,844,384. Reservoir attachment for pens; 


patented February 9, 1932, by Ross F. George, 
Seattle, Wash. Serial No. 138,165. 

No. 1,844,547. Duplicating machine; patented 
February 9, 1932, by John J. Flanigan, Oak 
Park, tll. Serial No. 388,462. 

No. 1,844,729. Combination pencil sharpener 
and eraser; patented February 9, 1932, by Wil- 


liam F. Wells, Cannon Falls, Minn. Serial No. 


522,131. 
No. 1,845,009. Permanent binder for loose 
leaves; patented February 16, 1932, by Nelson 


S. Welk. Athens, Ohio (assignor to The McBee 
Binder Co., Athens, Ohio). Serial No. 531,656. 
No. 1,845,021. Permutation lock; patented 
February 16, 1932, by Samuel N. Hope, Wau- 
watosa. Wis. (assignor to Dudley Lock Corpora- 
tion, Chicago, Il.). Serial No. 531,432. 
No. 1,845,065. Billing machine; patened 
February 16. 1932. by Harry H. Walker, New- 
ark, N. J.; Emily Walker, administratrix of said 
Harry H. Walker, deceased. Serial No. 144,073. 
No. 1,845,164. Calculating machine; patented 
February 16, 1932, by John H. Magnus, Detroit, 
Mich. (assignor to Burroughs Adding Machine 
Co., Detroit, Mich.). Serial No. 348,510. 
No. 1,845,186. Stapling machine; patented 
February 16, 1932, by William Raeburn, Water- 
bury, Conn. (assignor to The Hoge Manufactur- 
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ing Co., New York, N. Y.). Serial No. 448,842. 

No. 1,845,191. Paper folding guide; patented 
February 16, 1932, by Emil Reyer, South Bend, 
ind. Serial No. 505, 725. 

No. 1,845,287. Fountain pen; patented Feb- 
ruary 16, 1932, by Charlies E. Klaus, Portiand, 
Ore. Serial No. 457,031. 

No. 1,845,293. Pencil; patented February 16, 
1932, by David J. La France, Cambridge, Mass. 
(assignor to The Carter’s Ink Company, Cam- 
bridge, Mass.). Continuation of applications 
Serial Nos. 258,174, filed March 1, 1928, and 
272,640, filed April 25, 1928. Serial No. 415,427. 

No. 1,845,402. Typewriting machine; pat- 
ented February 16, 1932, by Bernard J. ‘Dowd, 
Hartford, Conn. (assignor to Royal Typewriter 
Co., Inc., New York, N. Y.). Serial No. 437,814. 

No. 1,845,470. Plate or card exhibiting de- 
vice; patented February 16, 1932, by Rodney J. 
Wood, Dayton, oe (assignor to Remington 
Rand Inc., Buffalo, N. Y.). Serial No. 328,332. 

No. 1,845,619. Division sheet for visible rec- 
ord binders; patented February 16, 1932, by 
Henry C. Miller, Milwaukee, Wis.; First Wis- 
consin Trust Company, Milwaukee, Wis., ex- 
ecutor of Henry C. Miller, deceased( assignor 
by mesne assignments to The Stationers Loose 
Leaf Co., Milwaukee, Wis.). Serial No. 130,709. 
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No. 1,845,671. Loose leaf binder; patented 
February 16, 1932, by Adolph G. Lotter, Mil- 
waukee, Wis. (assignor by mesne assignments 
to The Stationers Loose Leaf mma ilwau- 
kee, Wis.). Serial No. 275,149. 

No. 1,845,704. Drawer latch; patented Feb- 
ruary 16, 1932, by Adolph E. Fohn, Aurora, Hil. 
(assignor to Aurora Metal Cabinet Company, 
Aurora, Ill.). Serial No. 492,485. 

No. 1,845,766. Stamp affixer; patented Feb- 
ruary 16, 1932, by Itale O. Rubine. New York. 
N. Y. Serial No. 407,062. 

No. 1,845,842. Filing cabinet; patented Feb- 
ruary 16, 1932; by Meyer Dee Brook- 
lyn, N. Y. Serial No. 293, 

No. 1,845,863. Setsatetion machine: patented 
February 16, 1932, by xy & . Chase, South 
Orange, N. 3. (assignor to onroe Calculating 
_— Co., Orange, N. J.). Serial No. 457,- 


No. 1,846,003. Method of treating paper; pat- 
ented February 16, 1932, by Paul A. Golinick, 
Chicago, Ill. (assignor to Selectograph Co., Chi- 
cago, Ill.). Original application filed June 15, 


1928. Serial No. 285,747. Divided and this 
—_— filed September 12, 1929, Serial No. 
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ss turning of the tide—with men 


Is always at that juncture when 

The trouble-billows dash most high 
Upon life's beach intent to try 

And loose our hold—to undermine 
Effort supreme and courage fine, 

Until ‘twould seem that one far stronger 
Than we must be to hold out longer. 

At just that very time and place 
Determined be. Wear on your face 

A good brave smile. Do not let go— 


The tide turns then ‘twas ever so. 





HERBERT LOGAN CLEVENGER 

















“Needs Must When Necessity 
Drives” 

@@ Under present conditions the 
necessity for economy brings need 
for things which afford economy. 
It is a “need” market that should 
stimulate the energy, aptitude and 
ingenuity of the individual. The 
“need” for the manufactures of 
the office equipment industry is 
It exists in thousands of of- 
fices and factories. Enterprise 
will search them out. And intel- 
ligent persistence will discover 
where an office machine—a sys- 
tem—a stack of steel shelving or 
bins in which articles can be 
stored in assorted groups and 
made instantly available in less 
floor space—a chair which reduces 
fatigue—a desk which affords ad- 
vantages—and where many other 
utilities will effect economy by 
saving time and by promoting ef- 
ficiency. 

“Need” aplenty, but strongly 
entrenched behind reluctance to 
spend: a position which can be 
“taken” only by sound argument 
and convincing demonstration 
that inadequate equipment is an 
extravagance. 

A “need” market is a stimulant 
to the determined man with re- 
serve forces. It measures ca- 
pacity and tests ability. The “de- 
mand” market of flourishing gen- 
eral conditions was sometimes an 
opiate to initiative and enterprise. 
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Stationery Best Off Among 
Industries 
@@That the stationery business 
has not suffered so great a reces- 
sion in sales for 1931 compared to 
the figures of 1930 as other indus- 
tries is one of the conclusions ar- 
tived at from responses to a 
widely distributed questionnaire 


THE NEWS 


TRADE JOULL Li aela 
SQUIPMENT 


EDITORIAL 





sent out by The Modern Stationer 
of New York, the results of which 
are digested in the February issue 
of that journal. The average loss 
in sales in the stationery trade, ac- 
cording to the answers returned, 
is eighteen per cent as compared 
with the sales volume of the pre- 
ceding year, whereas general busi- 
ness shows a sales recession of 
approximately thirty-five per cent. 

Replies to such a questionnaire 
naturally disclose widely diver- 
gent figures, but the average 
doubtless presents a fair picture 
of the situation in this trade gen- 
erally. Taking one of the replies 
which came nearest the average, 
we find the following figures: To- 
tal volume, minus 18 per cent; in- 
ventory decrease, 10 per cent; sale 
tendency, down; commercial sta- 
tionery, minus 10 per cent; school 
supplies, even; greeting cards, 
even; office furniture, minus 20 
per cent; papeteries, minus 15 per 
cent; glassware, even; fountain 
pens, minus 20 per cent; stamps 





Ina group of excellent spe- 
cial articles recounting ex- 
periences, in this number, 
the observing who have de- 
termined to ‘‘dig and get 
it’’ will discover some 
strong metaphoric ‘‘shov- 
els’’ with long handles 
which can be used in every 
division of the industry. 
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and daters, even; loose leaf, minus 
10 per cent. 

The average decrease in inven- 
tories is shown to be 11 per cent, 
which indicates that stocks are not 
depleted—contrary to the general 
assumption — and suggests, ac- 
cording to The Modern Stationer, 
that the dealer trade seems to be 
facing a readjustment of inven- 
tories unless retail sales show an 
upward turn, If it becomes nec- 
essary for dealers further to re- 
duce stocks, the result will be less 
buying by the dealers unless the 
sales curve becomes more ambi- 
tious. 

Half of the stationers replying 
reported a downward tendency in 
sales ; twenty per cent reported in- 
creasing sales, and thirty per cent 
reported no change. 

School supplies, greeting cards 
and loose leaf held up better than 
other portions of the stock; pa- 
peteries and office furniture de- 
clined the most. Christmas sales 
suffered a loss of about seventeen 
per cent as compared with 1930. 

The figures seem to indicate 
that, while the stationery trade is 
suffering, it is very well off in- 
deed compared with other indus- 
tries. For which we should be 
grateful, recognizing the fact that 
the commercial stationer sells 
what business and professional 
men, housewives, students and 
everybody must have and use, 
whether the times be hard or 
good. 





-o- 


Canadians Annoyed by Short 
Postage 


@© That the first class postage 
rate between the United States 
and Canada has been raised from 
two cents the ounce to three cents, 
and that of other parts of the 





; 
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British Empire from two to five 
cents per ounce, seems not to be 
understood by a_ considerable 
number of people in this country. 
Canadian houses particularly com- 
plain of the fact that so many let- 
ters and other mail from the 
United States come underpaid, 
and must either be returned or 
have the shortage made up by the 
recipients. 

Office Appliances has received 
letters from Canadian houses call- 
ing attention to this neglect on the 
part of Americans south of the 
line. We should all take notice 
and when we write to Canada, let 


land. Really. The first article ap- 
pears under the caption “Catch-a- 
Train-Diplomacy.” * * * “The 
surface gold is gone” advertise- 
ment of the Addressograph Com- 
pany so graphically illustrated the 
point, and so forcefully presented 
the fact that there is treasure be- 
neath the surface for those who 
will dig for it, that it was repro- 
duced, with permission, in several 
quarters. * * * Increase in type- 
writer sales last month, not a 
great deal, but something, made 
corresponding increase in several 
other lines. A new typewriter im- 
presses a lot of other utilities into 





OFFICE APPLIANCES 


won’t be able to wear it as a per- 
manent until they have brushed 
up their selling plans and thor- 
oughly combed the territory.” 
* * * “Be a dummy when it’s 
your turn in the bridge game, but 
take no chances of being a dummy 
out of turn,” says The Office Sup- 
ply Company of Jackson, Miss., in 
pepping up winter sales with a 
handy bridge guide. * * * “The 
price reduction that has no rela- 
tion to price change.” ‘Thus an 
eastern paper manufacturer refers 
to the kind of price reduction that 
comes into being when quality is 





us not forget the three cent stamp 


or its equivalent 
> 


Tabloids.—Weston’s Record, the Daily News of Chicago, said 
the other day: “A new design in extension” is the phrase. Stimu- 


hair dressing is called the ‘pros- lating words packed with possi- 


house organ of Byron Weston 
Company, has a “special corre- 


service. * * * Gene Morgan, who 
conducts Hit or Miss column in _ PTice. 


increased without a change in 
Cost is reduced by extend- 
ing the use of the product. “Use- 


spondent” at Geneva, Switzer- perity wave.’ However, salesmen bilities. 


Here are the ‘‘Makings.’’ ‘‘Roll Your Own’’—Formula. The course followed with 


such success in the transactions here depicted can be profitably followed by sales- 


men of any machine, system or utility which introduces economy, in whatever form, 


in the administration of business. 


MR. HARRIS 


THE POINT OF DIMINISHING 
RETURNS IN SALESMANSHIP 


By Ward Harris, Manager Ediphone 


Company, Seattle 


The Seattle branch of the Ediphone Company has made a 96 per cent increase in 

valume since the historic Wall Street crash as compared to the five-year boom 

period directly precedi In this article M or Ward Harris tells how hi 

perio dire ctly precec ing. n us aritcte i anager are arris telus now nis 
organization is able to defy Old Man Business Gloom. 


T HAS been said that the quintessence of sales- 

manship is “walking and talking,” on the gen- 
eral assumption that the more prospects a salesman 
sees and the better he tells his story, the more sales 
he will make. 

It is true that a salesman needs a good pair of 
legs and a ready tongue, but there is a point of 
diminishing returns in fast leg-work beyond which a 
salesman is merely wearing out shoe leather. 

Salesmanship is not a love ’em and leave ’em 
proposition—the buyers’ ardor is not that warm 
these days. Loving ’em and leaving ’em, I under- 
stand, has its niche in this complex life of ours— 
but the salesman who figures he can flourish an 
order book with a devastating smile and rush on to 


the next prospect deserves the breach-of-promise 
suit that is sure to follow. Furthermore, the man 
who sells a firm and proceeds to forget all about it, 
Ediphonically speaking at least, is headed straight 
for the divorce court, and friend Amos or Mr. Short- 
hand is going to be the second husband. You must 
love them even after you have the order—you so- 
called successful husbands will understand all 
about this. 

Of course, sales tactics vary with different lines, 
but in selling office equipment, I contend that brain 
work is just as important as leg-work, though the 
value of the latter can hardly be over-estimated. 
With our line, for example, we don’t sell machines 
as much as we sell office reorganization—short cuts 
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that are time and money savers. It takes time to 
make a study of a prospect’s business with a view of 
recommending changes in office routine that have 
obvious advantages. But this time pays big divi- 
dends, for an executive may not be interested in a 
mechanical doo-dad, but he is always vitally inter- 
ested in business efficiency that has money saving 
or money making coupons attached. 

Hence customer contact is one of the most im- 
portant phases of selling, that cannot be dismissed 
with a good-morning and a goodbye. Customer 
relations build friendships, friendship builds confi- 
dence and confidence makes it possible to secure 
that most elusive thing that all salesman are after 
“the name on the dotted line.” 

The value of time-investment for future sales was 
never better emphasized than in my experience 
with the educational institutions of Seattle. These 
we regard as one of our most important customer 
contacts, not only for immediate sales but for future 
business. Part of our promotion program is to 
deliver 40 minute talks to the student bodies—mem- 
bers of which are not in the market for Ediphones. 
If fast leg-work were our sole measuring stick of 
good salesmanship, we probably would concentrate 
on the executives of these institutions and not waste 
time with the youngsters. 

But the fact remains that this indirect selling has 
aided us in placing Ediphones in EVERY high 
school and business college in Seattle and the Edi- 
phone technique is being taught to hundreds of 
pupils each year. Furthermore, we follow-up these 
institutional customers every sixty days, though 
after the need has been met, there is no prospect 
for any more big orders in this field. 

The underlying reason for such contact is service 
and good will. Incidentally, such seeming unneces- 
Sary contacting, produces repeat business, reveals 
other prospects, secures recommendations to such 
prospects and brings many returns that pays its 
own way. 

Such contact is with the Big Boss, the depart- 
ment head, the stenographer and the office boy who 
shaves the records. We do not court the individuals 
who seem to be more friendly than the rest of the 
organization, but we do our dead level best to make 
of each one an Ediphone booster—a salesman who 
receives no commission checks, no salary, nor any 
advance on the first and fifteenth of each month. 

The salesman keeps up his acquaintance with 
his customers, and the conditions in the office by 
calls every six to eight weeks, and he finds that the 
time invested pays good dividends, for through these 
contacts he gradually enlarges the customer’s Edi- 
phone plant, helps our service department sell serv- 
ice contracts and supplies, keeps tab on competitive 
activities and learns of neighboring concerns who 
have expressed an interest in dictating machines. 

The dominating official, if not a personal user of 
our equipment, is informed from time to time of the 
very fine results being secured by those who are 
using Ediphones, how his men use their machines 
early in the morning, at noon, after closing time— 
any time—and of the time being saved by the 
stenographers. 

This sort of contact keeps the Big Boss satisfied 
that his Ediphones were a good investment, keeps 
him in the proper frame of mind for the approval of 
additional orders, and paves the way toward win- 
ning him over as a personal user. And when the 
chief official is a user and a booster it is always less 
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difficult to line up subordinate officials. If leg-work 
in selling office equipment is so fast and furious as 
to preclude this kind of contact work, it has reached 
the point of diminishing returns, in my opinion, 

When we call on a customer we do not bring 
just a “good morning,” and comment on the 
weather, but we try to be primed for giving some 
sort of a constructive idea that may be helpful to 
the organization. A new office wrinkle that the sales- 
man has picked up elsewhere, for instance. It may 
take a little time to do this, time that might other- 
wise be devoted to the selling story, but it is not 
wasted by a long shot. We like to have our custom- 
ers want us to come back. 

Out in our country we have no mechanics, but 
we do have salesmen who repair machines, These 
men are just as much a part of our sales organiza- 
tion as I am and they earn their salaries through 
the sales they develop, and the pleasant customer 
relations they maintain. 

The mechanic who is sales minded—and a sales 
slant can be developed if he does not have one when 
you hire him—can get closer to the heart of an 
Ediphone user than a dozen of the average sales- 
men. This is one of the big phases of customer 
contact that no distributor of office equipment can 
afford to overlook. 

The mechanic calls monthly or oftener on every 
customer whose machines are under service, but he 
also calls every 60 days or so on customers who do 
not have their equipment under contract, for he 
does not want Mr. Customer to forget us, and he 
wishes to see that the machines are being properly 
used, are in good condition. And then there is al- 
ways the possibility of selling a service contract or 
spotting an opening for another piece of equipment. 

The mechanic is often the subtle influence back 
of a trade-in. He enjoys the confidence of the cus- 
tomer, is fully conversant with the many advan- 
tages of the new Ediphone over the old and is sales- 
man enough to know how to handle himself. The 
Christmas cards that we sent out this year to our 
many customers were signed jointly by Russ Prest- 
wood, salesman-mechanic par excellence—and my- 
self. i 





Contact—customer contact—is involved in 
every move that we make across the checker-board 
of salesmanship! 

And though it involves an intelligent expendi- 
ture of selling time, it pays big dividends, even in 
these times when every sale is a battle royal. Wit- 
ness the fact that since gloom has descended on the 
business world during the historic October, 1929, 
our volume of business has increased 96 per cent as 
compared to the five-year average during the boom 
period just preceding the crash. The good old days 
“B. C.” didn’t have a monopoly on hard leg-work, 
clear brain work and persistent and loyal affection 
for customers! 

Profit, pride of possession, pleasure, comfort, free- 
dom from care—these underlying motives for buy- 
ing can not be entirely killed by hard times. They 
are buried under a deeper coating of resistance, cer- 
tainly, but the best evidence that we have, is that 
buying of one kind or another never stops. And 
this year our faith in these eternal verities is fool- 
hardly enough to aim at the sale of one more ma- 
chine per month per salesman than in 1931. Apply- 
ing the proper customer contact will do it, for it is 
one of the best resistance removers that I know of 
—it is a polish that leaves no tarnish! 
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MAKING THE SALESMAN THE GOAT 
By D. R. McAlpine 
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Whether or not one agrees with all of the statements of the writer of this article, 


there is something that ‘‘clicks in.”’ 


Under present 


circumstances the contact man 


has much with which to contend. More than ever he should receive all of the support 


that management can give. 


it for lack of business, hardly able to survive, 
and to whom a word of cheer from their higher ups 
would be refreshing and encouraging, I would like 
to express a few thoughts about certain types of 


Fg now when so many salesmen are up against 


sales managers 

Having been both salesman and sales manager, 
I speak without bias. I have served in both ranks 
and know pretty well with what both have to con 
tend. In article article | have read of the 
salesman’s fallacies and shortcomings. ‘The sales 
man should do this and do that. Some writers, who 
probably could not even earn their salt on the front 
line of business, tell the salesman just how and how 
not to do it. I would like to see some of that gentry 
on the “cold turkey” trail. Others seek to impress 
him with his responsibility for the success or failure 
of business enterprise and for a couple of months he 
has been plugged with the slogan, “1932 1s up to you.” 
But I failed to find anyone championing the cause 
of the salesman through articles upon the responsi 
bility of the sales manager. What he should do 
and should not do. All of which impels my sym- 
pathy to the salesman, as you will observe if you 


after 


follow me 
Now, I kno 


salesman’s func 


course, the importance of the 


1 as contact at the point of distri 


bution and his necessity for making that contact 


“live.” I know this. But I also know that some of 
the “juice” should flow from management and 
too often these days, the salesman is held re- 


sponsible for both “juice” and contact. 

Under the new conditions of 1932, too many sales 
managers and executives are still using 1925 
methods, policies, sales plans and advertising. They 
can’t be used successfully. Conditions have changed. 
The men themselves have changed, so sales policies 
The more progressive companies are 
Others are beginning to 


must change 
alert to this 
though slowly. 
No company whether manufacturer or distributor, 
need to expect to succeed unless their salesmen can 
make a living. Rapid turnover in product means 
an increase of profits. Turnover of the selling force 
is disastrous. It is the greatest drain on business 
enterprise. The inner office swivel chair executive 
type of manager who fails to maintain the 
proper kind of contact with the personnel on the 
front line and who confines his efforts to a check-up 
of returns is likely to find his company in other 
ywnership or in the hands of a receiver before the 
year Cut and dried rubber stamped 
sales policies, in spite of which, not because of which, 
business was successful in the days of “unprece- 


sense 1t, 


sales 


1932 closes. 
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dented prosperity” will have to go. Policies that 
might have been smiled at or considered petty five 
years ago, are far better today than the old high 
pressure rubber stamp ideas dealt out for so long 
and still being dealt out by some companies to their 
salesmen. 

In 1925 policies with little flexibility served the 
purpose. General business flourished and nothing 
new was required. Changes in policy were confusing 
and sales management in many cases consisted prin- 
cipally of a more pretended than real direction of the 
forces at the front. Under the strong “trade” winds 
of the time, little more was required of the policy 
than to keep the craft evenly balanced. The need 
now is for management that not only keeps the 
ballast properly distributed, but affords more canvas 
which must be furled and unfurled in accordance 
with wind. Sales management in 1932 means the 
releasing of new forces. If the sales force grows 
stale and you are through, Mr. Manufacturer, don’t 
blame it on the salesman. Responsibility rests with 
sales management. From that must radiate the 
spirit that keeps the front line interested and en- 
thused. 

At the point of contact your salesmen are meeting 
the resistance of “we must get along with what we 
have” attitude. Some of the companies in this field 
display a similar attitude to the salesman who calls 
upon them. Those who do, therefore, know what 
their salesman is up against. 

A couple of weeks ago a man made a stirring talk 
to a group urging those present to buy what they 
could use economically, etc. It would give impulse 
to general business activity. A week later a mem- 
ber of the group called upon that man to sell him 
something which he could have used advanta- 
geously. Did he place the order? He did not. He 
“had to get along with,” etc., etc. That attitude is 
the plus resistance that the salesman encounters 
these days. Against it he has to put everything he 
has and to overcome he needs all the help that man- 
agement can give. 

When pulling with the tide of favorable circum- 
stance, the salesman is always pressed for more 
sturdy strokes by compliment and increasing quota. 
3ut when he is struggling for headway against the 
tide, encouragement is too often withheld and failure 
to advance, because of lack of cooperation by the 
man at the tiller ropes, is too frequently blamed on 
him. 

All salesmen, good and poor, need to be spurred 
on, pepped up and “developed” with an occasional 
“pat on the back.” Yet right now few sales man- 
agers have inclination or take the time to do this. 
There are some exceptions, of course. Some sales 
managers who are leaving nothing undone to keep 
the man on the front line on tiptoes, helping him in 
many ways. ; 

Certainly prodding the men when they are getting 
so many hard knocks on the outside or making un- 
friendly criticism is demoralizing. There has hardly 
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been a time when it is more important for the sales 
executive to keep in constant individual touch with 
his men at the front and convince them he is doing 
everything he can to assist them and has their 
genuine interest at heart. Personal contact, of 
course, is the best thing, but a personal letter is 
stimulating. Cut and dried circulars or form letters 
have little effect, but the personal letter will not be 
effective unless it conveys a real spirit of interest. 
Pretense won’t do, The salesman sees through that 
quick enough. 

The employment of men on straight commission 
is badly overworked and I am satisfied many of the 
stronger organizations could formulate plans of dis- 
tribution which would excel any they have yet tried, 
by adopting some sort of small salary, or expense 
advance to men of proven ability. Yet there are 
sales managers and companies who stick to the 
“straight commission” plan and will lose many good 
men before the year is gone to some more progres- 
sive company, whose policy permits a small expense 
advance or salary to their salesmen. This, in spite 
of the fact that they could take the same money 
they are now expending in their sales organization, 
get more business, better co-operation of their sales 
men and still keep within the bounds of good man- 
agement and accounting practice. Don’t say it can- 
not be done. It is already being done. 

A small salary, or expense advance, in connection 
with the commission, is important nowadays. Even 
though it be just enough to cover the small daily 
overhead incurred in solicitation. Just enough to 
get by, which takes off the pressure which some- 
times causes a man to lose a sale because of the dire 
necessity of making it at that moment. This should 
be worked out even though it eliminated certain 
salaried non-producers, assistant sales managers, 
efficiency experts, etc. The salesman is the one who 
keeps the wheels turning at the factory, and he 
certainly should receive first consideration, 

The sales manager who develops a flexible, 
friendly and encouraging policy in treating with his 
organization, is going to stand a better chance of 
surviving the next two years than the one who for 
fear of criticism of his superiors allows things to 
float along as best they may. He may think he is 
“sitting pretty” now but if his company hits the 
rocks, he will be the first to “feel the axe,” and he 
need not wonder why. 

In writing this I have intended no reflection on 
any company or any individual connected with any 
company past or present. As stated at the beginning, 
I have served in the capacity of manager and sales- 
man, district manager and division manager. So I 
know the minds of each fairly well and in the past 
twenty years have had opportunities to observe the 
selling policies of a good many companies. 


[Just a minute, Managers. Before evaluating the above, 
turn to the next page and “tune in” upon another talk 
about some other angles of the subject.—Ed. | 
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What Ho!! 


store managers, department managers!! 


General managers, sales managers, field managers, branch managers, 


A successful branch manager says here 


that responsibility for the major percentage of past errors and future progress is 


upon management. 


It’s something upon which to reflect seriously. 


i’sS UP TO MANAGEMENT 





MR. ECCLESTONE 





Note.—Mr. Ecclestone’s speech is one of those utter- 
ances which strike a vigorous, practical, commonsense 
note in a world rather given to speculation. He opened 
with a reference to the present and other “so-called de- 
pressions’; he remarked upon the faults which have 
made themselves evident in selling plans, and referred 
to the tendency to “blame all the errors and mistakes 
on the salesmen,” whereas “a great many more such 
errors are chargeable to inadequate and wrongly 
directed management.” We quote his remarks literally 
from this point onward in the belief that readers will 
derive benefit from his methods, sanctioned by ex- 
perience. 

Hh ERE are some of the things we must do be- 
fore we can have proper sales control: 

1. Our product must be right. And I believe it 
is more nearly perfect today than ever before. Al- 
most every manufacturer is putting out new and 
improved products and new packages. See the re- 
cent issue of the Saturday Evening Post. 

2. Our cost must be cut. There are too many 
concerns today trying to maintain fictitious prices. 
Cost must be right. 

3. Goods must be fairly priced. 

These things are fundamental. Action regarding 
them is directly chargeable to management and not 
to the sales organization. 

4. Salesmen must be fully informed and super- 
vised to see that the policies suggested above are 
carried through to the consumers. 

The foregoing brings me down to my subject— 
a closer sales control than has been in evidence 
heretofore. 

What do I mean? I mean that every salesman’s 
territory must have a proper plan. Planning is one 
of the three cardinal points wherewith to carry out 
a sales control program in the field. The sales man- 
ager must know every territory as well as the ter- 


By H. A. Ecclestone, Man- 
ager of the Los Angeles 
Branch, Remington Type- 
writer Division, and Presi- 
dent of the Remington Sales 
Managers Association— 
Selected from an Address on 
“Sales Control,’’ Delivered 
Before the Ribbon and Car- 
bon Dealers Association of 
Southern California 


ritory salesman knows it himself. He must know 
the possibilities of that territory and the distribu- 
tion problems, and must have a plan to solve those 
problems if he is going to have anything to sell to 
his salesmen in conference or when he is working 
with them in territory. To my mind this is one of 
the fundamental points of sales control. 

The second point is that the salesman must have 
proper training. He need not necessarily go through 
a sales school, but should at all events have con- 
tinuous training in the field, especially when condi- 
tions have changed as much as they have in the 
last two years. The sales manager must do regular 
territory work with his salesmen at regular intervals 
and must know his proposition well enough so that 
he can show the salesmen how to sell the product 
under present conditions. This territory work must 
be repeated from time to time to make sure that 
the salesmen are carrying out the policies and prin- 
ciples taught them. 

Third—Proper supervision: Hardly a word in 
the English language has been more abused than 
“supervision,” unless it is “service.” Sales control 
is a far better expression because with proper plan- 
ning and proper training, supervision should not 
take a great deal of the sales manager’s time. With 
a proper plan and with training at regular intervals, 
the supervision in the carrying out of that program 
will naturally follow those two steps. 

The plan should be definite for the individual 
territory and there should be some record of it, so 
that the sales manager will be able to check the 
work and the results. The simpler the form the 
better, because salesmen are not bookkeepers nor 
detail men, and the less detail work they have to do 
the better will they sell. 

We use a system of daily call reports, giving us 
the following information: number of calls made, 
hours worked in territory, prospects secured, ex- 
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aminations placed, number of demonstrations, and 
the amount of sales volume secured. In addition 
to this report we have a weekly prospect report 
which is made up by the salesmen each Saturday. 
This report gives us a complete list of prospects 
the salesman is working on; also reports the number 
of prospects listed the previous week and whether 
they have been sold or lost. 

The territories are all divided into zones. These 
zones are assigned to the salesmen to thoroughly 
canvass. Records are kept on each zone and we 
know when a zone has been canvassed and when it 
is time for the salesman to recanvass it. In other 
words, we direct the salesman’s work so we know 
at all times where he is working, when each zone 
has been canvassed and in this way we can intelli- 
gently supervise his work. 

We also have direct-by-mail advertising slips 
which the salesman fills out and turns in daily, thus 
circularizing prospects with advertising covering 
various models of our products. 

verything is done to help break down the sales 
resistance for the salesman in the field. 

The fourth point is most important. It is that 
the sales manager must be able to sell, himself. If 
he does the planning and the training and cannot 
sell himself, how can he expect the salesmen to do 
it? The sales manager has the training, the back- 
ground and the knowledge of the product, and should 
be able to go out in the field and show the salesmen 
how to sell the goods. Of course, a sales manager 
cannot handle a large force this way unless he has 
assistants. At least he should have some kind of 
a sales control so he can secure a proper check on 
the work his salesmen are doing from day to day. 
He will find some salesmen making better records 
than others, and will discover why they are doing 
so. This information can be passed on to other men 
and will help them to improve their records. 

I endeavor to spend a portion of each day in field 
work—either with the salesmen or calling on the 
larger users, checking up on our service and ascer- 
taining if our salesmen are properly handling the ac- 
count. 

My plan is to spend at least one day each month 
with each salesman in his territory. In this way ] 
keep in close contact with the work that the sales- 
men are doing and I am able to assist them in their 
sales activities. 


REDUCING NOISE BY 


Tests made in the office of 
the National Business Show 
Company, Chicago, by Dr. 
William Braid White, noted 
acoustical authority, give 
ocular demonstration of the 
noise reducing properties of 
mohair velvet. C. H. Hun- 
ter, resident manager of the 
Business Show Company, is 
pictured in the center lis- 
tening to an explanation of 





We must weed out the errors that have crept into 
our sales organizations if we have not already done 
so. You are going to do things that should have 
been done long ago. You are going to do them be- 
cause present conditions tell you that they must be 
done if you and your business are going to survive. 

That’s the challenge to sales managers today. We 
must be men of vision and ambition with a desire 
to bring back prosperity to our organizations. 

We have kidded ourselves a great deal the past 
year. If we got by this month next month would be 
a lot better, or if we got by this quarter business 
would be better next quarter; and we had all kinds 
of reasons for believing it, but by this time we no 
doubt have come to the conclusion that business is 
going to be better as we individually make it better. 
As I say to my salesmen and have said it for years: 
“Regardless of conditions, business is what you in- 
dividually make it in your respective territories.” 
And business will come back this way. It has never 
come back any other way in the past. It is inevitable 
that these things must be done. 

‘Business was sick in 1929 and didn’t know it. 
It was burning up with fever. What it mistook for 
energy was simply over-stimulation of its thyroid 
glands. Towards the end it became delirious; then 
the fever passed its crisis and business collapsed. 
A long period of convalescence followed. The poi- 
son was gone; the patient took to its wheel chair 
and gazed out upon the world of busted dreams. To- 
day business is in better health than since the world 
went mad in 1914. It is still wobbly in the knees, 
but its head is clear and the body purged. Honest 
hunger is bringing back the old fighting spirit.” 

The time has come to put the wheel chair back 
in the attic and get on the job. Business isn’t sick 
today ; it was in 1929 and we have gone through the 
period of convalescence, and it is time to do some- 
thing worth while. 

A great many leaders of today were made during 
the depression of 1921-22. Why? Because a period 
of depression is a period when vision, courage and 
ability stand out more than at any other time. 

New leaders are being made today. Nineteen 
thirty-two will be a year of opportunity to some 
men. Will you be one of them? The question is 


where are you going to take your business in the 
year 1932? 


MEANS OF “VELMO” 


the working of the noise 
recording machine. 

The Mohair Institute 
claims that reduction of 
noise in offices may be ob- 
tained by using window or 
other drapes of mohair vel- 
vet, or substances having 
like properties, and that the 
use of mohair velvet for 
such purposes decreases 
noise intensity from three 
to seven times, 











OFFICE APPLIANCES 


The customer 
looms large in the 
store these days. 
His presence there 
has increased in 
value and is more 
than ever an op- 
portunity 


HOW AND WHY SOME DEALERS ARE 
OPERATING PROFITABLY 


The first of two articles which present a resume 
of methods which have successfully met present 
conditions. Henry Frommes and E. J. Clary, 
the authors of these articles, are professional 
merchandising consultants. Both of them are 
in close touch with the retail field and have 
been for years. The views and suggestions out- 
lined here furnish some interesting informa- 
tion for every retailer in the trade, whatever 
the nature of the business 


T IS an outstanding fact that certain retailers 

have successfully met the business situation as 
it is today while others have either gone into the 
red deeply or have withdrawn from the field. This 
is true in every part of the country. There are 
plenty of retailers making satisfactory profits at the 
present time while a few of them are making nor- 
mal earnings on their investments. 

Why is this? 


Leaving all purely local conditions which often 


account for a successful business in difficult times, 
it is possible to place your finger on certain particu- 
lar factors which apply in any of our retail stores. 
While a store located in a region which happens to 
find business generally better than in others, will 
suffer less from a depression than those where con- 
ditions are bad, this has not been a characteristic of 
the present slump. It is more true that even in the 
same localities, competing retailers are miles apart 
in their sales and profits. 
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“How’s business?” you ask one dealer on the 
South Side of the street. 

“Rotten!” he is sorry to say. 

“How’s business?” you ask a competitor down the 
street and he says: 

“Pretty good.” 

Looking Into Things 

Such replies will furnish a puzzle for anybody who 
is interested in retail management. And the conclu- 
sion that there must be some good, fundamental rea- 
sons for such a situation is a natural one. 

Broadly speaking, we may divide up the causes 
for profits and no profits in two groups. First, the 
things that the retailer isn’t doing to keep up his 
sales, second, the things he is doing that are wrong. 

Among the wrong things, which are plainly seen 
on every hand are these: 

(a) Price slashing 

(b) Small or lopsided inventories 

Go into the affairs of any retailer whose business 
is languishing and you will, nine times out of ten 
find wholesale price cutting and inventories so low 
that even a reduced demand cannot be met. 

On the other hand, take a look at the things that 
retailers ARE doing to keep sales up and you will 
find several: 

(a) Active salesmanship 

(b) Peppy displays 

(c) Plenty of fast moving stock 

(d) Judicious and attractive special buying in- 

ducements 

Take price slashing. 

Most retailers feel that the way to get people to 
buy is to slash prices. In other words they proceed 
upon the theory that price always is the greatest 
barrier to sales and that the general public thinks of 
price first of all. Maybe there is some truth in this 
feeling at a time when people are doing without so 
many things they cannot afford. But mere volume 
of sales means little to the retailer. If he is selling 
at loss, he is getting nowhere. 

Once the merchant sets out on a career of price 
slashing he finds that he must follow that policy 
continuously thereafter to his own loss and to the 
disadvantage of his business. 

Retailers in the trade who have found price reduc- 
tion a necessary step in meeting the present condi- 
tions and who have managed to realize a normal 
profit on operations in the face of reduced sales vol- 
ume, have adopted the policy of “combination sales,” 
reduction of selected items from stock and backed 
up by an active campaign of displays which attract 
the people. 

As to Inventory— 

Among the inventory factors which appear to be 
most important from personal observation, are those 
which have to do with, first, chronic shortages of 
wanted items and a lopsided stock, involving too 
heavy purchases of slow moving items and pur- 
chases which are too light in the faster moving ones. 

It is quite a natural thing for the retailer to keep 
his inventory down in times when business is dull, 
but such a rule applied to the inventory in general is 
foolish. Some of the most successful retailers at 
the present time are following the rules of inventory 
control. They are giving more attention to inven- 
tory than ever before. They are making careful 
studies of the items which move fast, those which 
move fairly fast and those which move slowly. 

sut there is certainly no use in missing sales on 
demand and fast moving items merely through a 
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general fear of lessening demand. Never before, to 
my knowledge, have dealers been more often “out” 
of articles for which there is a set demand. 

In those stores where dealers are personally giv- 
ing their close attention to this matter of inventory 
we find a corresponding healthy state of things as 
to sales and profits. 

In addition, many retailers doing a good business 
today are reaching out for special purchasing oppor- 
tunities which allow them to make special offerings 
designed to attract customers and by winning the 
attention of a greater portion of the local public, 
they are getting heavier sales on all the goods they 
carry. 

In these times, inventories naturally tend to be- 
come lopsided. The buying methods of boom times 
do not apply. A systematic method of controlling 
buying is vitally necessary and the retailer who dis- 
regards this fact is not likely to stay in the black 
very long. 

Why They Succeed 

What are these retailers doing who are keeping 
sales and profits pretty well up just now? Generally 
speaking, they are “reaching out” for sales in every 
way possible. They are, most of all, engaging in 
active salesmanship, to an extent never or seldom 
done before. They are systematically raising the 
unit of sale. They are striving to prevent walkouts 
of all kinds. 

The value of a customer inside the store has taken 
on a new value. If the dealer has to get his sales 
out of 50 customers a day instead of a hundred or 
more customers a day, he must sell more goods to 
each one of them than he would expect to do under 
ordinary conditions. That is exactly what the most 
successful among them are doing. 

One retailer who has done “pretty well” in the 
last two years put it this way: 

“In our store we have had two objectives. One is 
to prevent any customer walking out without buy- 
ing. The other is to sell each customer more than 
he or she intended to buy when they came in. Our 
sales, as a result, have shown only an 11% drop over 
1930. And I think that is the reason.” 

“My sales people are lucky to have jobs and they 
know it. For this reason I have set about to help 
them keep these jobs. I have made clear to them 
that we have to sell every customer something and 
sell every customer just a little more than would 
ordinarily be the case. 

“T have got them fighting for their jobs and the 
thing works.” 

Now, nobody can fairly criticize the retail displays 
of the trade within the past few years. But a great 
many retailers have found that hard times call not 
only for more display but for peppier displays, dis- 
plays that are designed to win the attention of more 
people and influence them to part with their money. 

In the stores that are operating on the most suc- 
cessful basis now are those which are guided by this 
set of display rules which have been set down only 
after making contacts with several score retailers 
who are making a go of it: 

1. Mass displays, with special features at reduced 

prices 

2. Displays of special buys, sold at low prices to 

attract trade 

3. Increase in number of store displays, spread so 

as to get widespread attention 

4. Display of combination offers and associated 

articles, in windows and inside the store, 
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BUSINESS FURNITURE 


—A SURVEY 


Outline of a Brochure Prepared After Much 
Statistical Research by Frank T. Hess, Man- 
ager, Wood Office Furniture Associates, Inc. 
—A Discussion of Facts and Figures Based 
on Official Reports, and a Plea for More In- 
tensive Study of the Foundations Upon 
Which the Successful Sales Structure Must 
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MONG the matters the 

Wood Office Furniture Inc., at 
the meeting of January 25 held in Chicago, was a 
“Survey” presented by Manager Frank T. Hess. It 
was distributed in the form of a brochure, and pre- 
sents figures and other data intended to bring about 
among the members of the organization a livelier 
consciousness of the possibiliti s of the wood office 
furniture industry. Generalities about a “billion dol- 
lar business” are here reduced to specific figures. 
[he Survey is also intended to suggest attainable 
goals for sales forces and some suggestions for their 
instruction and guidance. Mr. Hess suggests that 
perhaps the idea outlined in the Survey may be used 
with advantage by other branches of industry in es- 
tablishing attainable quotas. 

The Survey bears the title, “Business Furniture 
Markets,” and with a reference to the two 
major problems of the wood office furniture industry 

the establishment of the supremacy of wood, and 
the safeguarding of its position. “The first requisite 
to successful and profitable sale of wood furniture 
is an imagination capable of envisioning the broad 
possibilities of our industry, and a plan based on 
the realization of those possibilities,” said Mr. Hess. 

The modern method of setting quotas is to base 
them, not upon previous year’s sales, but upon a 
painstaking evaluation of the market, and the direc- 


Associates, 


ope ns 





MARKETS 


Be Erected 


tion of efforts and measurement of performance 
against possibilities. 

Perusal of the summary on page 3 of the Survey 
gives the reader a key to the tables freely presented 
in the remaining portions of the brochure. The 
Survey answers in general the questions, Who are 
wood furniture prospects? Where are they located? 
How many are there? 

In order to develop the information above indi- 
cated business furniture prospects are divided into 
certain natural classifications. The Survey is ar- 
ranged to indicate the geographical location and 
number of prospects by states in the following 
order: 

(a) Clerical workers by states. 

(b) Executives by states. 

(c) Professional people by states. 

(d) Summary of all prospects by states. 

There are also suggestions regarding per capita 
sales based on the totals; a discussion of the factor 
of obsolescence in merchandising wood business fur- 
niture, and, finally, a page on standards. 

The figures used are based largely on the “Statis- 
tical Abstract of the United States, 1930,” which 
gives the actual figures on clerical workers as shown 
by the census of 1930. Up to the present these fig- 
ures are available only for fifteen states, and have 
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been subtracted from the known total distributed 
over the remaining states. 

The totals are interesting, even without quoting 
the number of clerical workers in each state. In 
1920, 3,126,541 of us were clerical workers, but the 
number had increased in 1930 to 5,435,068. The Em- 
pire State leads the list with over a million; Illinois 
comes second with more than 533,000, and Pennsyl- 
vania third with over 505,000. 


Market for Executive Office Furniture 

In order to arrive at an estimate of the size and 
location of the market for executive office furniture 
as distinguished from so-called commercial furni- 
ture, the number, size and location of commercially 
rated firms were considered. From the total of such 
firms rated in Dun’s classification, 1,359,315 firms 
were eliminated as being small stores, etc., not likely 
to use executive furniture, leaving a balance of 
1,008,958 firms having one or more executives as po- 
tential prospects for the best grades of office furni- 
ture. 

The class A executives were given distribution by 
states, followed by a table showing the number of 
all firms by Dun’s classification in eight major divi- 
sions. 

Architects, interior decorators, dentists, physicians 
and surgeons, lawyers, financial institutions, hospi- 
tals, etc., insurance companies, public libraries, and 
educational institutions having incomes of more than 
$5,000 per year were numbered by states and the 
District of Columbia. 

Professional people regarded as likely purchasers 
of office furniture are estimated for continental 
United States at 2,020,727. 

And finally, the estimated total of executives, 
clerks and professional people in the United States 
likely to become purchasers of office furniture at 
some time or other makes a grand total of 8,632,682 
—quite a neat number of prospective customers! 

The factors of depreciation and obsolescence are 
discussed, and an interesting table presented the 
rates of depreciation, etc., as suggested by the Bu- 
reau of Internal Revenue. This table covers office 
equipment items other than desks, filing cabinets, 
chairs, safes and the like. 


Manufactured Value, Office Furniture, 1927-1929 


Information disclosed from official figures shows 
that in 1927 wood desks were produced to the value 
of $13,426,153, and in 1929 to that of $17,952,356— 
an increase of 25.21 per cent. The value of steel 
desks produced in 1927 was $2,623,050, and in 1929, 
$3,401,546—an increase of 22.3 per cent. The table 


BIG TYPEWRITER ORDER FROM 
NEW YORK SCHOOLS. — The 
Woodstock Typewriter Company’s 
New York branch office recently re- 
ceived from the Board of Educa- 
tion of that city an order for 1,305 
new Woodstock typewriters. Part 
of this delivery is pictured above 
on the way to the schools. S. J 
Carney, manager of the Woodstock 
school department, wired General 


ONE OF THE FLEE Tes TRUCKS 
USED 16 DELIVERING ORDER xe 
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presents figures showing that wood desk sales in 
1927 were 83.6 per cent of the total for that year, 
metal desks accounting for the 16.4 remaining. In 
1929 wood desk sales figured out 84.1 per cent, and 
metal desks 15.9 per cent. 


In 1927 sales of wood files amounted to 19.3 per 
cent and in 1929 to 12.1 per cent, whereas steel files 
in 1927 accounted for 80.7 per cent of the total sales, 
and in 1929 to 87.9 per cent. 


In discussing “Standards” Mr. Hess in his Survey 
states that there is ample evidence to support the 
claim that sixty-five per cent of business furniture 
in use is obsolete and is imposing a burden on busi- 
ness. He is convinced that after the establishment 
of markets, certain standards should be set up for 
the protection of buyers and the guidance and in- 
struction of salesmen. He presents figures to show 
that, even if it were possible to eliminate metal 
desks, the net gain to the wood desk manufacturers 
would be less than three and a half millions of dol- 
lars, according to the figures previously quoted, but 
that the establishment of certain standards of a rea- 
sonable character, and their maintenance, might pro- 
duce an increase of nineteen and a half millions of 
dollars. 


In conclusion, Mr. Hess says: 


“The foregoing is not offered as a cure-all for the 
ills of our industry. It is, however, based upon 
recognized merchandising methods used by success- 
ful businesses and is a foundation upon which new 
thinking and more profitable action can be built. 


“In 1849 the pioneers who rushed to the California 
gold fields made fortunes almost overnight with only 
the effort required to pick up the surface gold. After 
they had passed on, the visible supply appeared to 
be exhausted, but greater fortunes than they ever 
dreamed of were made by deeper penetration into 
the same fields that the pioneers had abandoned in 
the belief that no more gold was available. 


“It is logical to compare the situation confronting 
our industry with that mentioned in the preceding 
paragraph, and it is encouraging to know that ours 
is one of the few large industries yet remaining that 
has not penetrated so deeply into its market that the 
‘saturation’ point is a significant factor. 


“The determination of a specific market or mar- 
kets, their size, location and importance, should be 
the goal of informed sales managers. The estab- 
lishment of quotas, measuring of results, direction 
of sales and advertising effort, must be attempted 
by rule of thumb or guesswork unless and until 
specific market information is available.” 


Sales Manager J. M. Hackney at 
Chicago some interesting particulars 
of this sale. The order brings the 
total of Woodstocks used in the 
New York schools to more than 
4,500 machines, said Mr. Carney. 
He then gave figures showing the 
number of trade-ins on this deal— 
1,277 machines of other makes and 
one Woodstock. Twenty-seven Wood- 
stocks were sold outright, without 
trade-ins. 
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The first of a series of articles in which some old friends tell how they effected a 


certain sale against unusual resistance. 


These stories will cover transactions in 


office machines, systems, utilities and furniture. The value of this recount of such 


experiences to salesmen having enterprise and initiative goes without saying. 


MY MOST DIFFICULT SALE 





MR. SPROTT 











Vote the several steps in the sale: They are struc 
tive: He greets the young lady at the information desk 
‘She was one of those good souls, who,” etc. No doubt 
of it; probably her kindness was a reflection of the re- 
spect and courtesy manifested in Mr. Sprott’s greeting. 
“I introduced myself (to the manager) ; * * * attempted 


to introduce my line,” etc. Opposition developed. 


Ouick change of subject necessary to keep interview 
from ending. Note that the salesman had used his eyes 
Adroitly mentions the flowers and the well-kept lawn. 
Starts manager to talking ab ut landscape gardening 


which happens to be his hobby, and gradually brings the 
m around to the importance of planning in 
to the interior equipment of a vault. 
Vanager now in complaisant frame of mind. Salesman 
n to examine vault and make sketches on 

fice. Visit of president. More op- 
manager won over. Failure to win 
curiosity was stimulated, 


conversa 


all affairs, even 


cls pe roisst 
table in manager's 
position, General 
president. How president's 
his final capitulation and the winning of the order. 
bserve that throughout the whole proc 
ess Mr. Sprott was working as much for the interests 
prospective customers as for himself and his 
house. The maimspring of the visit was a desire to make 
a good sale, but once in touch with the proposition, it 
became evident that the intended customer would reap 
Thus the salesman was justified in 
to consummate the sale 


Readers will 


f hus 


the greater benefit 
using all his wit and resourc: 
ELECTING the most difficult sale in my expe- 
rience is almost as hard as it was to make the 
sale. One such sale that stands out in memory was 
made to a manufacturer of wood products, the presi- 
dent of the concern being opposed to steel as a 
material from which to make furniture or shelving. 
Like many other salesmen, I had established after 

a fashion a “grapevine” which enabled me to secure 
a number of prospects. A salesman for an allied 
line had tipped me off to the fact that the manufac- 
turer referred to had a large, well-built vault with 


How a Sale Was Consummated in 
the Face of an Expressed Preju- 
dice.—By J. S. Sprott, Sales Man- 
ager, Lyon Metal Products, Inc., 
Aurora, Illinois 


a good door; but that the interior equipment was 
inadequate. 

Fair-sized prospects were scarce, and although my 
friend’s tip promised an uphill job, | determined to 
go after the order. That night found me on the 
sleeper and the next morning | was in the manufac- 
turer’s office. 

I had been able to obtain practically no informa- 

tion as to the personnel of the company I sought to 
deal with, so was under the necessity of feeling my 
way. Fortunately the young lady at the informa- 
tion desk was one of those good souls who believe 
in helping the other fellow. From her I learned that 
the general manager purchased office furniture. My 
next move, therefore, was to see the general man- 
ager. 
I introduced myself and attempted to introduce 
my line, but was told forthwith that no new equip- 
ment was needed, and that if, perchance, any were 
to be ordered, it would be wood furniture. Instantly 
in my mind’s eye I pictured the door to that office 
with the exit sign foremost, and I knew that if some 
subject were not brought up to catch the general 
manager's interest the interview would be at an end 
then and there and my trip would be for nothing. 

When I came into the office I had noticed imme- 
diately outside a well-kept lawn with two beds of 
flowers. I mentioned the pleasant location of the 
office and made some comment on the lawn and the 
This served as a starter—an entering 
wedge, so to say, and soon the general manager was 
describing the grounds about his home. I listened 
with real interest, for the g. m. was no piker on 
landscape gardening. Occasionally I’d interpolate a 
hint or suggestion, and in a little while we found 
ourselves discussing the planning of grounds, and 
this led quite naturally to the large part planning 
plays in our lives, and how our pleasures as well as 
our successes in business are dependent on the right 
sort of planning. 

At the start of the interview the general manager 
had assured me that his company did not need any 
of my firm’s products, and I had assured him that 
I had spent a number of years laying out plans for 
offices and vaults. Our talk on lawns and flowers 
and landscape gardening generally had put the gen- 


flowers. 
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eral manager in a genial mood, in which frame of 
mind he was open to suggestion on the topic I had 
come to present. I told him | would like to look 
at their vault. If I had any suggestions to make, I 
would offer them, and if I had none there would be 
no harm done. The general manager readily agreed 
and sent for a clerk to show me the vault. 

The interior of that vault was a welcome sight to 
me and would have been equally welcome to any 
other salesman of interior vault equipment. ‘The 
shelving and other items provided looked as if they 
had just happened to be put there. Everything was 
ridiculously inadequate to the purpose for which it 
was intended. Asa result, some of the records were 
on the floor, and others on the tops of cabinets. The 
wooden shelves were stuffed and sagging. To find 
anything in such confusion must have been a trial 
to the spirit of the searcher at least four times out 
of five attempts. 

I carried a jointed rule in my pocket and asked 
the clerk to help me measure the vault. On my note 
paper I jotted down the measurements and as nearly 
as possible a list of the records scattered about. The 
vault was ten feet long by seven feet wide, with the 
door on the short side. With the information I had 
gathered I returned to the general manager and told 
him that I had several hours before my train would 
leave, and that I would like to show him a plan of 
the vault with the equipment I would suggest. I 
had with me a small drawing board, a triangle and 
a T-square, and said my plans would be clearer if 
put on paper; that all I needed was a desk or table 
to work on. Hereupon the general manager offered 
me a table in his office. 

I had almost completed my work when the presi- 
dent came in. He was a gruff individual. He 
wanted to know what I was doing and who I was. 
The general manager introduced me and explained 
what I was doing. The president said that if any- 
thing were needed in vault equipment to call in 
Messrs. A. and B., engineers in that field, who would 
doubtless do a much better job. 

I replied that as vault engineers they were unsur- 
passed, but that on interiors they were not so well 
versed, and were not so much interested because 
there was comparatively little money involved. He 
said that perhaps I was right, but he still considered 
that the engineers were the people to be called in if 
radical changes were to be considered, but that as 
far as he was concerned my proposition was out of 
the picture. 

I sensed the fact that the general manager did 
not like the comments of the president, and realized 
at the same time that he could not place an order 
in the face of the president’s opposition. 

I finished my sketches, and explained to the gen- 
eral manager the plan of increased protection, efh- 
ciency and time-saving, and showed him that no 
records could be lost. As my story unfolded he be- 
came enthusiastic, and either knowingly or other- 
wise he shaped me up to sell the idea to the presi- 
dent. Finally the general manager said: “After the 
remarks of the president, I don’t want to take any 
action without his approval. We'll go to see him.” 

We found the president running true to form, if 
my first experience with him was a sample. He 
prowled around the room and continually inter- 
rupted my story in such a way that it was not only 
irritating, but precluded the possibility of any seri- 
ous consideration of my proposition. Again I felt 
that the president was antagonizing the general 
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manager and that I could use this fact in the con- 
summation of my intentions. 

As I was not making any progress with the presi- 
dent and was fearful that an immediate decision 
would be adverse, I decided to get out of that office 
and take the general manager with me. I did this 
by asking a question which necessitated a trip to the 

vault. Fortunately the president did not accompany 
us. 

By this time the general manager was absolutely 
sold on the suggested change, and | aroused further 
interest by suggesting indirectly and tactfully that 
the president had not been w holly fair to either of 
us. It was a dangerous thing to do, and yet, in sell- 
ing as in other affairs of life, it is sometimes neces- 
sary to touch on the peculiar mental attitudes of 
others in order to bring about or fortify a condition 
favorable to ourselves. This has no relation to 
“knocking” anybody. Furthermore, I felt entirely 
justified in mentioning the condition, because, in the 
first place, it was fairly obvious, and secondly, be- 
cause I was trying to sell these people something 
they actually needed. 

By this time the noon whistle had blown and I 
went to lunch, telling the general manager I would 
see him in the afternoon. It would have been a 
mistake to have asked him to have lunch with me. 
It is a good rule never to embarrass a prospect, nor 
put him in a position where the slightest breath of 
misunderstanding will blow on him. 

Up to this point the price of my equipment had 
not been mentioned. During the lunch hour I made 
up my mind that there was some way to reach the 
president so that he would favor my proposition, or 
at least be interested. I concluded that absent treat- 
ment might product results. Upon returning to the 
office I told the general manager that I wanted to 
study the problem a little longer, and would like to 
continue using the table for a short time. Also 
got permission to go in and out of the vault as | 
desired without having to disturb a clerk every time 
I checked up some point. 

Every time I left the general manager’s office | 
passed the open door of the president’s office. And 

made it a point to pass as frequently as seemed 
consistent with the work I was supposed to be 
doing. I depended upon this passing and repassing 
to arouse the curiosity of the president. 

It was after three o’clock before this system pro- 
duced results. Then the president came into the 
general manager’s office and I took the opportunity 
of going over the proposition under favorable condi- 
tions. I did not wait for them to ask for prices, but 
at the end of my explanation I said, “This whole 
proposition installed and ready for use will cost you 
only so many hundreds of dollars.” The president 
said, “Only!” “Yes, only,” I replied. “How much 
did you pay for that vault door? How much did 
the vault cost you? You have invested that money 
and the return is less than it should be. Put this 
equipment in and get the full value of your invest- 
ment.” 

After a moment the president said, “That is a lot 
of money, but I don’t know”—turning to the gen- 
eral manager—“I’ll leave it to you, Frank.” 

I felt that the sale was made, and it was, although 
I didn’t secure the signed order until after five 
o’clock. My train had gone, but there was a good 
hotel and another day coming, and I slept the sleep 
of every salesman who has come through a trying 
day and has the signed order in his pocket. 














Two Art Metal Space Savers Are Announced 





The “Space-A-File” and the “Space-A-Shelf” are two 
. i 
new products placed on the market by the Art Metal Con 
Struction ( mpany Jamestown, N. \ Che “Space-A File” 
rwo NEW SPACE SAVING ART METAL 
PRODUCTS rhe upper illustration is of the 
Space-A-Shelf’’ business library book units 
The lower picture is of the Art Metal “Space 
A-File showing a new mechanism which is 
to take the place of an ordinary compressor 
is a new Art Metal development which saves filing spac 


and which makes filing easier and quicker. It consists ot 


five steel plates hinged through the bottom of the drawer. 
[These plates support the file contents at intervals of 4% 
inches and keep correspondence in place at a convenient 
It is stated that an Art 


fifty 


angle for quick filing and finding 
cent greater 
letter file 


and other space-saving 


Metal five-drawer filing cabinet has per 


standard four-drawer 


\ File P 


features of design and construction. 


filing capacity than a 


through the use of “Space 
For law fices, business libraries 
and all small libraries the Art Metal “Space-A-Shelf” book 
units afford low cost book storage with good appearance 
The uprights of these sectional units are slotted to pro- 


omees, professional oO 


of shelves to any spac- 
It is stated that 
Each unit is completely as- 


vide for instantaneous adjustment 
ing, yet the shelves do not work loos 
no fastenings are necessary. 
sembled ready to set in place, but as a feature of economy, 
where several units are to be placed side by side, detach- 


able 


need be purchased fi 


provided so that no finished ends 
to be 


finished ends are 


ir additional sections joined to 


the original unit. The units are permanently rigid when 


assembled but may be disassembled and shipped or moved 
K.D. 
Pf -- 
Smith-Corona Introduces Non-Tabulator Model 
The del of the Smit! 


Corona typewrite >. Smith and Corona 


introductior fa non-tabulator m« 
is announced by L. (¢ 


Typewriters, Ir [This machine supplements the regular 


model and makes a portable machine available for every 


type of prospect. The company expects, however, that the 


commercial 


Smith-Corona “Professional” will continue to be standard 
and will keep on accounting for the greater proportion of 
sales. 


Ac¢ 


company’s experience has already 


Advertising Manager Gordon Laurence, the 


reversed portable type- 


ording to 
writer traditions. Introduced during a business depression, 
the Smith-Corona “Professional” proved to be a success. 
that 
largest most active market 


Mr. Laurence insists there are two general classes 


of portable users, the being 


a heavy duty typewriter. It 


offers the 


made up of those who requir 
is declared that the 
kind of 


portable with the tabulator 


service professional users require On the other 


hand, there remains that special group of prospects who 
only for personal use. 
a 
Neva-Clog Announces a Junior Stapler 
The Neva-Clog 1188 Main street, Bridge- 
port, Conn., is called the 
N-C Junior. ng stapling 


device that will fasten together up to fifty sheets of bond 


want a machine 


Products Inc., 


showing a new stapling plier 


It is described as a sturdy and stré 
paper and also can be used on cloth, leather and cardboard. 
It uses “Duplex” special soldered and sharpened staples. 
[t is said that these staples will penetrate hardwood, fibre- 
144” thick. The jaw of the new 
stapling plier has a 3/16 inch spread and a % 

The N-C Junior stapler is constructed of heavy stamp 
with guide to The 
special N-C staple control prevents one staple from enter- 


board, etc., not more than 


inch depth. 


hardened channel resist wear. 


ings 


ing channel until the former staple has been used. If, 





N-C 


JUNIOR STAPLER 


THE 


through misuse, a staple has not been forced clear of the 

channel, a downward pressure on the center or ejector bar, 

with fingers under the lower handle, will quickly and easily 
clear the channel. 

The staple capacity of the N-( 

Secieneitiiieinneniion 

Pelouze Postal Scales in New “Dress” 
The Pelouze Manufacturing Company, 232-42 East Ohio 
adopted a new “Duotone” finish 


Junior is fifty at a load. 


street, Chicago, Ill., has 
for its postal scales, and in addition several improvements 
in design and construction have been added, with a view 


to increasing their attractiveness. 
The new “Duotone” finish in red-and-black, and in green- 
in keeping with modern office appliances. 


the colors 


and-black, is 
The 


harmonize 


durable, and chosen 


office 


furniture and mechanical devices 


new finish is very 


with standard furnishings as applied to 

Pelouze postal scales are made in several styles, designed 
with special view for use in the library, offices, banks and 
The 


scales indicate accurately and automatically the 


houses having extensive mail postal 


cost in 
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cents on all mail matter. The parcel post scales indicate 
postal zones. 
“Duotone” 
which will doubtless add to their popularity. 
————.j++I+—_— 
Two Ingenious and Attractive Devices 
The Sameco Company of Brockton, Mass., offers to the 


public through the stationery trade two useful accessories, 


the cost by 
The 
tistic touch, 


new finish gives Pelouze scales an ar- 


one being Steno Cuffs and the other Sameco celluloid book 
Both these devices are made of transparent cellu- 
The 
attractive and cleanly, besides being durable. Each pair 
They are sold to the trade 


covers. 


loid with imitation leather binding. cuffs are neat, 


is in a cellophane envelope. 


by the hundred and retail at twenty-five cents per pair. 





In the center are steno cuffs 
either side are book 


NEW SAMECO ITEMS 


celluloid On 
covers. 


of transparent 


‘I he book covers, 


an appealing article. 


which sell at the same price each, are 

They are bound in assorted colors 
durable. It is stated that the hinges 
crack. They are very useful, particu- 
larly to lending libraries and may be imprinted with an 


and are extremely 


will not break or 
advertisement if desired. 

It is stated that Steno Cuffs offer possibilities as a good 
builder. They may be had imprinted with dealers’ 


name, but without the cellophane containers, or without 


will 


imprint and in the containers. 
————— 
Kay-Dee Announces the “Drawrstile” 
The Kay-Dee Company, Lincoln, Nebr., is marketing a 
the 
This new storage unit is made in six- 


new storage unit for inactive records under trade- 
name “Drawrstile.” 
It is a sturdily built pull-out case made with 
The outer 
or shell is made of “Trisco” corrugated board rein- 


Both the shell 
easily and quickly set up. 


teen s1zes. 


steel reinforcement for additional strength. 


case 
forced with a heavy liner. and liner are 
collapsible and are 
It can be nested 


The 


The drawer is set up and ready for use. 


with other drawers for shipment and storage. side 





OUTER CASE 


OF THE NEW “DRAWR 
STILE”’ FOR THE STORAGE OF INACTIVE 
RECORDS WITH AN INSET SHOWING THE 
STEEL REINFORCEMENT AT THE CORNERS 


THE 


are of double thickness reinforced 
The front and back ends 
frame. The desired label is 
The drawers fit closely, 


walls of each drawer 
by steel to prevent buckling. 
are reinforced by a wood 


fixed in position at the factory. 
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are dust proof and have no overhanging projections or 
flaps. 

Each individual drawer unit can be stacked either ver- 
tically or horizontally with other drawers into solid tiers. 





REINFORCED DRAWER OF THE NEW 


“DRAWRSTILE” 


THE STEEL 


Metal clips hold the open ends of the drawer units to- 
gether and adhesive tape is used at the back of them. 
Ee 


Sturgis Posture Chairs for the Executive 
and His Secretary 

The Sturgis Posture Chair Company, Sturgis, Mich., 
presents two new chairs, the No. 200 for the executive 
and No. 250 for his secretary. The chairs are identical as 
The executive chair is more heav- 
ily cushioned and has arms. On the assumption that these 
chairs will probably be bought in pairs they are designed 
so as to be in perfect harmony with each other. 

Some of the features of these new chairs to which the 


to bases and back rests. 





THE EXECUTIVE CHAIR AND THE SECRETARY CHAIR RECENTLY 
INTRODUCED BY THE STURGIS POSTURE CHAIR COMPANY.— 
Attention is called to the fact that the bases and back rests are the same 
in both chairs, the executive type having arms and a more heavily 
cushioned seat. 
manufacturer calls attention are: aluminum base equipped 
with scuff plates; quick and positive back as well as vertical 
adjustments without the use of tools; incorporation of the 
known principles of posture in the design; rubber bumpers 
on the back post to eliminate possibility of the chair or 
other furniture becoming marred; soft rubber noiseless 
casters; genuine leather upholstery over curled hair with 
a choice of brown, blue or green leather for the seats, back 
and arms and olive green, walnut, mahogany or black 
DuPont Duco for the metal parts. 








OFFICE APPLIANCES 
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Dixie Concern Offers Two Attractive Desks factory, making it possible to produce a line of quality at 

The McLeod Furniture Company, office furniture man- 4'tractive prices. 

ufacturers of Laurel, Miss., offer some attractive matched A catalogue showing the new McLeod numbers will be 
suites, characterized by excellence in construction, design mailed immediately on request addressed to the company. 
and finis! he company states that particular pains art Where they are not exclusively represented at the present 
taken in the finishing as well as in the construction of th time, they will be interested in responsible connections. 
line and that the same high grade quality is characteristic = “ 


| 


] set , 

Fah Mcleod sumbers Ditto Model F4 Features Speed-Carriage 
Ditto, Inc., Harrison and Oakley Blvd., Chicago, IIL, 
has placed on the market a new duplicating machine 
equipped with a “Precision Speed-Carriage.” Some of the 
features of the “Speed-Carriage” are as follows: Positive 
home position lock, which eliminates the wrist and arm 
pull formerly required to keep the carriage in accurate 
home position; automatic margin bar and selective margin 
control lever, which eliminates lifting the margin bar and 
permits copying with or without margin; registration ad- 
justment dial, which moves the carriage either backward 
ir forward in relation to the printed matter, providing 
quick registration adjustment; finger-tip carriage move- 
f operation and permits 


ment, which increases the ease 





greater output per hour; automatic stripping action, which 


NEW MC LEOD DESK NO. 8020 


We present here illustrations and descriptions of two 
new desks of McLeod manufacture. 

No. 8020 is the principal member of a suite built of com 
bination walnut Che legs and pedestal rails of this desk 


are of figured red gum and the remaining exterior is of full 
sliced striped walnut. In addition to the desk just described, 
which is 60 x 34 inches, the other pieces completing the suite 


include drop-head typewriter desks, 42x 32 and 54x 32; flat 





top desks 42 x 32 and 52 x 32; salesmen’s desks 36 x 24; 

tables 36. 48 and 60 inches long telephone stand: costumer 

and waste basket Chen there is also the secretarial desk 

60 x 34 
Ot lighter construction, but of equally neat and attrac- 

tive design, is the N 1000 B. This desk is of genuine 

walnut construction with beautifully figured burl walnut 

bands. The drawer fronts are of perfectly matched stump 

walnut The pieces completing this suite include table, 

telephone cabinet, costumer and waste basket. DITTO DUPLICATOR WITH PRECISION SPEED 
The factory of the McLeod Furniture Company is pe CARRIAGE 

culiarly well located. It is adjacent to extensive timber 

holdings controlled by officials of the company. Surround is the removal of the sheet after the impression has been 


made on the paper’s surface, resulting in greater speed 
and longer life to the film roll. 

[The Model F4 is described as substantially automatic. 
It has been so designed that the skill and care required 
in the operation of the machine has been reduced to a sim- 
ple push and pull of the carriage. 


a 
The Scripto Duo-Color Pencil 

Che Scripto Manufacturing Co., Atlanta, Ga., is market- 
ing a new duo-color pencil whose retail price is fifteen 
cents. Both the Scripto long lead pencil and the Sharpont 
short lead pencil are made in the duo-color finishes. The 

Sharpont also retails at fifteen cents 
The two-tone effects offered are red and blac k, blue and 
black, green and black and yellow and black. The mech- 


MC LEOD DESK NO. 1600 B . 
. . anism of both pencils propels, repels and expels the lead. 





Che regular Scripto unconditional guarantee covers both 
nditions are said to be excellent for the production pencils. This guarantee includes repair or replacement 


f high-grade off furniture by artisans living near the without charge should a pencil get out of order 





THE DUO-COLOR LONG LEAD SCRIPTO PENCIL 
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A Memo Pad with a Spring Clip 
The Typo Trading Co., 65 Duane New York, 
- wea of the “Ever Ready” line of desk cal- 


endars, pads, etc., 


street, 


manufacturer 
is showing a new memo pad called the 


tC 





A NEW ITEM OFFERED BY THE TYPO 
TRADING COMPANY 


THE “MEMO-CLIP,”’ 


new pad is equipped with a spring 
holding of small slips of paper, 
cards, etc., a little pressure on the pad and 
pushing the notes under the top plate. The “Memo-Clip” 
is attractively designed and its base is mounted upon cor- 
rugated rubber to prevent it desk. 
Each “Memo-Clip” is packed with two extra pads of memo 
for mailing. 


“Memo-Clip.” The 
clip which permits the 


by exerting 


from sliding on the 


sheets in a box ready 


ee 
“Cesco” Visible Line Expanded 
The ¢ 


E. Sheppard Company, Long Island City, New 
. , . . - 
York, N. Y., announces a new line of visible books. 


This 


is made in ten different grades, or bindings, four of which 
are hard covers—‘“‘Cescoid,” “Panelyte,” “Masco” and 
“Fibre.” In addition to the usual canvas, leather and 
corduroy and “Fabrikoid” bindings are offered; also 


“Fabrikoid” with “Fabrikoid” back and metal hinge, and 
full “Fabrikoid” without 
new stock 


metal hinge. 

added to facilitate 
now from 10%x8™% 

The line is made up in four 

capacities—one, 1! Booklet No. 
181, which is a veritable handbook on visible equipment, 
The now in 

reductions. 


Several sizes have been 


prompt shipment, the range being 


inches to 18%xl0Y% 


inches. 
two and three inches. 
is sent free on revised price list 
effect 

This new line, and lower prices, 
pioneers in the field, is well in keeping with present trends, 
sales possibilities to the dealer. An 
is offered. 


request 
shows substantial 


offered by one of the 


offering attractiv« 


attractive exclusive agency arrangement 


—_——_.——_—_ 
New Device for Marking Air Mail 


The Airmailor Company, 664 North Michigan avenue, 





gy a SEE 
—_ 





sa a8 


THE AIRMAILOR PICTURED JUST AFTER PRINTING BLUE 
AND RED STRIPES CARRYING WORDS ‘VIA AIR MAIL’ 
Chicago, Ill., is offering to the dealer trade a new, pat- 


ented device which is used for marking all forms of mail 
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and parcels for air mail delivery. It prints blue and red 
stripes and marks Via Air Mail according to government 
regulations. The complete marking is done in one opera- 
The Airmailor eliminates the need of special en- 
velopes, stickers or stamps. It not only is efficient and 
convenient but is attractive in appearance. Although it is 
made of metal and will stand rough handling, it weighs 
The Airmailor retails at $2.50, 


including a supply of special red and blue ink. 


——.g——_—_—_. 
The Diebold Receding Door Safe 
From the research laboratory of the Diebold Safe & 
Lock Company, Canton, Ohio, comes the announcement 


tion. 


less than eight ounces. 


of another new safe—the receding door safe bearing the 
Diebold certified two hour label. It is claimed that the 
receding door feature saves one-third in floor space re- 
quired for complete and convenient access to the contents 
of the safe. This feature also permits installation of sev- 
eral safes in batteries in a minimum of floor space, with a 
resulting improvement in convenience and increased indi- 
vidual capacity per worker who uses the contents of the 
safe constantly. 

The Diebold receding door safes are well proportioned 








THE NEW DIEBOLD RECEDING DOOR SAFE, OPEN AND CLOSED 


and all sides are finished. The doors open to ninety de- 
grees and then recede into the body of the safe, where they 
are out of the way for daytime use. The doors are so well 
balanced that they are easily operated with one hand. 


————— 
Added Colors for “Columbian Clasp” Envelopes 
The general office of the United States Envelope Com- 
pany, Springfield, Mass., has announced an important ad- 
dition to its “Columbian Clasp” line. These mailing en- 
velopes are now available in brown and gray kraft stock, 
as well as the long familiar natural color XXX stock. The 
kraft lines will be 32 substance, and all three colors will be 
carried in thirty-three sizes, from No. 0 (24%x4% inches) 
to No. 110 (12x15% inches). The “Columbian Clasp” en- 
velopes can be secured at no extra cost in boxes of 100; 
and with flaps gummed if desired. 
In connection with the establishment of these new lines 
(Turn to page 92, please) 
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IN 


CIPTR LANDS 





Addressograph-Multigraph Merged Abroad works manager; T. C. Daubney, London sales manager. 


Che consolidation of Addressograph, Ltd., and The In- All sales activities of the combined business within the 
ternational Multigraph Company (Britain) Ltd., was ef- British Isles will center in the extensive headquarters at 
fected early this vear. following the similar action of th 73-78 High Holborn, London, WC 1. Extensive display 


rooms are maintained. 

All service departments will be located at Willesden, 
London, NW 10, which is the location of the Addresso- 
graph factory The registered offices, accounting and 
headquarters for Continental European sales activities will 
also be located at Willesden 

—— 

Desborough Appointed Powers-Samas Manager 

Mr. R. W. Desborough, O. B. E., has been appointed 
general manager of Powers-Samas Accounting Machines, 
Ltd., Aldwych House, Aldwych, London, WC 2. He suc- 
ceeds Mr. H. R. Russell, who has been recalled to the 
United States to become general manager of the Powers 
division, Remington Rand, Inc., Buffalo, N. Y 

Mr. Desborough is new to the office equipment field as 
a directing executive, but has won attention through his 





¢. ROGERS ¢ - 

lai . interest and advocacy of modern office methods. He had 

American companies last year. The British interests ar been engaged in the British civil service over twenty years, 
brought together as Addressograph-Multigraph, Ltd and took intense interest in exhibitions devoted to office 


Both companies maintained well organized sales staffs, machines in England and on the continent. He has lec- 


and it is understood that while they will use the same tured extensively on business subjects allied with office 
administration and operation. 


a= aes 

Glasgow Adds to Big Steel Furniture Order 
The Glasgow Corporation of Glasgow, Scotland, has de- 
led to install additional steel furniture at a cost of 
5,000. This will be the second lot of this value installed 
within the last six months. 

In January of last year the Scottish Health Insurance 
Company placed an order to the amount of 25,000 pounds 
sterling for steel equipment. 

Office Appliances is informed that Scotland is ahead of 
England in the use of steel equipment and that all the 
Scottish universities, libraries and public institutions are 
equipped throughout with steel. 

William Watson, chairman of the Scottish National De- 
velopment Council is authority for the statement that Scot- 
land is the heart of the steel industry of Britain and that 
by reason of her national manufacturing and transportation 





W. H. HARTLEY A. R. PORTER 


’ facilities should therefore be a potential market for steel 
” oy are ~ ae sales organizations will continu equipment and the ideal center for British Empire dis- 
heir individuality and expand in unison erthation 
The officers of Addressograph-Multigraph, Ltd., are: ee 
J. E. Rogers, chairman of the board; A. R. Porter, manag- Maderia Has Dalton Representation 
ing director; W. H. Hartley, director and general mana- Mr. Leonal G. Luis, Lda., Funchal, Madeira, has received 
ger; Mrs. R. M. Alderson, secretary. the appointment as distributor in Madeira for the Dalton 
Included with the department chiefs are: A. R. Car- adding machine division of Remington Rand, Inc. Mr. A. 


ruthers, sales manager, Addressograph division; John H. Palmer is in charge of the Dalton adding machine divi- 


Denyer, sales manager, Multigraph division; R. G. Watts, sion for Madeira. 
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“Bob” Moore Establishes a Columbia Subsidiary in 
Australia 

About the middle of February, Robson S. (Bob) Moore 
of the Columbia Ribbon & Carbon Manufacturing Com- 
pany, Glen Cove, N. Y., returned from a business journey 
to the Orient and the Southern Hemisphere. On the way 
out Mr. Moore made stops in Japan, China, the Philippines 
and Australia. During his stay in Australia he launched 
the Columbia Ribbon & Carbon Company (Australia), 66 
City 
Columbia 


Road, Sydney. Production machinery for this new 


manufacturing and distributing unit preceded 
Mr. Moore to Sydney so that the plant was ready to be 
put into operation when he arrived. 

On his trip Mr. Moors 
China and Japan again. He also called at Honolulu before 
embarking for the United States. 
ccunsicasuiteiliaaiinanii 


United Typewriter Company Expanding 


The United Typewriter Company, Ltd., is preparing to 


return visited the Philippines, 


facilities for the production of 
Heretofore the 
Underwood 
assembled at from parts im- 
United States Within a few 
will acquire larger space and pro- 


establish manufacturing 


Underwood Canadian and 
British 


have 


typewriters. 
requirements for ma- 
Te ronto 


plants. 


other empire 


chines been 
ported from the 
months the company 
duction machinery. J. J. Steitz, president of the United 


Typewriter Company, Ltd., indicated in a recent news- 
paper interview that there will be increased employment 
in the assembling plant and further additions to the pay 


roll when actual manufacturing is under way. 


Ee 
New Chamber of Commerce President at Bonn 
On December 28 last, at a fully-attended meeting of the 
Industrie Handelskammer (Chamber of Commerce 
and Industry), Alfred Soen- 
necken, manufacturer, and proprietor of the factory of the 
Office Articles 
elected president of the Chamber. 
Dr. Soennecken is widely known throughout Europe as a 


and 
at Bonn, Germany, Dr. ing. 
Soennecken Bonn, 


Department, F. was 


mechanical engineer and industrialist. 
amuatintiigiaaiaateann 
Guatemala Distribution for Woodstock 

The Woodstock Typewriter Company, Chicago, IIL, has 
placed the distribution of its machine in Guatemala with 
Mr. H. Applebaum. 
Guatemala City. While the territory is new to Mr. Apple- 
baum, it is expected that important developments will be 


He has established headquarters at 


made. He is an active and energetic worker, has an ex- 
tensive and well rounded experience in the sales field, and 
a compelling faith in the product he has undertaken to 
popularize. 
——E———— 

Shanghai School Supply Business Destroyed 

The Commercial Press, which furnishes about seventy- 
five per cent of the school supplies used in China, was 
destroyed in the bombardment of Shanghai in January. 


29 


The company’s plant, the largest and most modern in 
China, represented a value of about $3,250,000. 


—————— 

League of Nations Commission Orders Noiseless 

Portable 

Though their New York visit on February 9 was but a 
momentary halt, the League of Nations Commission of in- 
qguiry into the Sino-Japanese conflict was in the city long 
enough to receive a Remington Noiseless portable type- 
writer with French keyboard which had been ordered by 
ship-to-shore radiogram. 

The order for the machine was placed at the Syracuse 
factory on the evening of February 8, and delivery was 
made in New York the following morning. 

The Commission includes the Earl of Lytton, former 
Viceroy of India, Chairman; General Henri Claudel, 
France; Count Luigi Aldrovandi-Marescotti, Italy; Dr. Al- 
bert Hermann H. Schnee, Germany, and Major General 
Frank R. McCoy, United States, who joined the group in 
New York. 

To make certain that the writing needs of the commis- 
sion are fully met, Remington Rand arranged for its San 
Francisco manager to contact the group on arrival of the 
party in that city. The delegation was advised also that 
every courtesy will be extended by Mitsui & Company, 
Remington Rand representatives in Japan, and Mustard & 
Company, representatives throughout China, 

EO 

C. L. Mattice Advanced by Canadian Remington 

C. F. Mattice, who had been manager of the London, 
Ontario, branch of Remington Typewriters, Ltd., has been 
appointed Canadian sales director. 


Ee 

Monroe European Sales Organization Leaders 

Griner & Jebsen, A, S., distributors of Monroe adding- 
calculators in Oslo, Norway, have just been notified that 
during the last quarter of 1931 their organization secured 
a greater volume of Monroe business than any other dis- 
tributor of the Monroe Calculating Machine Company 
throughout Europe. 

For fifteen years this firm has been handling Monroe 
machines in Norway, and both Mr. Griiner and Mr. Jeb- 
sen have been actively engaged in their sale during that 
period. Recently Mr. Jebsen’s son, F. A. Jebsen, Jr., was 
added to the sales personnel of the organization. 

For the second time within a year, S. L. Glanfield of 
London led the Monroe salesmen throughout England and 
the Continent in volume of Monroe business secured dur- 
ing the quarter. Mr. Glanfield is a representative of the 
Merkham Trading Company, Ltd., who are the distributors 
for the Monroe Calculating Machine Company in the Brit- 
ish Isles. He holds a high rank in the Monroe Legion, 
membership in which is limited to those salesmen who 
secure a certain volume of business during the year, and 
he is at present one of the ten honor men of the Legion 
Council. 




















8. L. GLANFIELD 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY ACTIV- 





ITIES FOR THE MONTH IN EVERY DIVISION OF THE INDUSTRY 








MISCELLANY 


a 








Advancements by “Y and E” Officers holding this office until 1919, when he was appointed as- 
rhe board of directors of the Yawman and Erbe Manu sistant general sales manager; this year also saw him 
facturing Company at a February meeting elected Francis elected to the board of directors. Mr. Yawman became 


, sales 92 928 s made vice- 
J. Yawman, formerly vice-president in charge of sales, general sales manager in 1921. In 1928 he was made vice 


_ - . < ~ ? - ce 0 S - > = 
president of the company. Gustave Erbe, Jr., son of the president in charge of sale Because of his technical edu 


late president, Gustave Erbe, was made secretary and Cation and his actual sales experienc« Mr. Yawman proved 
himself a sales executive of unusual ability His experi- 
ence and success made him the logical choice for the presi- 
dency 

The members of the board of directors of the Yawman 
and Erbe Manufacturing Company are: Francis J. Yaw- 
man, president; Carl F. Lomb, vice-president; Harry C 
Slemin, vice-president; Gustave Erbe, Jr., secretary-treas- 
urer; Edward Weter, general manager; Hugh L. Smith, 


sales manager: and Fred C. Goodwin 
—_<g—_—_— 


Roos Elected President of Diebold Safe & Lock 
Company 
\. J. Roos, who has been connected with the Diebold 
Safe & Lock Company, Canton, Ohio, for twenty-five years, 
was recently elected president and general manager of the 
company. He succeeds C. C. Upham, who passed away 
not long ago. For a number of years Mr. Roos has served 





the company as vice-president and assistant general man- 


FRANCIS J. YAWMAN 


ager and treasurer. 
treasurer; he had been treasurer of the organization since Mr. Roos’ first position with the company was as a cost 
1929. He now assumes as well the post of secretary, left 
vacant by the passing of his brother, the late Frederick 
G. Erbe 

In succeeding to the office of president, Francis J. Yaw- 
man is filling the chair once held by his father, Philip H. 
Yawman, co-founder of the company. Francis J. Yaw- 
man, who had been vice-president in charge of sales since 
1928, has had a long and brilliant career with this success- 


ful Rochester industry. He was born in that city and edu- 





ated in the public schools, the Rochester Business Insti- 
tute, Mechanics Institute, and finally at Rensselaer Poly- 
technic Institute, Troy, N. ¥ His first connection with 
the company was made during his summer vacation p« 
riods. Upon finishing school he entered the “Y and E” 
drafting department, earning promotions quickly through 
the bookkeeping, cost, payroll, shipping and sales corre- A. J. ROOS 
spondence divis 

In 1903 he became a member of the Philadelphia sales accountant. He installed an efficient cost system and rap- 
branch, where he obtained his first experience selling “Y idly rose to responsible executive positions. For the past 
and E” products. Later he spent considerable time at the several years, as secretary-treasurer, he has directed the 
New York branch, until he was recalled to the home office _ finance, accounting and estimating divisions of the com- 
to take up the duties of assistant to the sales manager. pany. The Diebold Safe & Lock Company’s product re- 


In 1910 Mr. Yawman became secretary of the company, search laboratory was developed under the supervision of 
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Mr. Roos. Through this department many new products 
were evolved and placed upon the market. 

with Mr 


general manager, Ralph K. 


Concurrent Roos’ election as president and 


Rex was elected chairman of 


the board of directors and H. G. Weible, secretary and 


treasurer. These, with J. A. Fellows, vice-president in 
charge of operations; H. A. Noble, vice-president in charge 
of sales; and W. C. Miller, vice-president in charge of re- 


search, comprise the official family of the Diebold Safe & 
Lock Company 
———— 
Prominent Addressograph Men Advanced 
W. K. Page, f 
dressograph Company, and recently advertising manager 
of the 


for many years sales manager of the Ad- 


Addressograph-Multigraph Corporation, became 








J. B. WARD 


sales manager on February 22, 


gene ral 


yraph 


\ddress: 


succeeding J. B. Ward, who has been presented with the 


Mr. Ward 


Addre ssograph 


Chicago Sales Agency for the Addressograph. 


will commence his new duties as sales 


agent at Chicago on April 1, after a few weeks’ vacation. 
W. A 
of the 


Wike, former head of the Chicago branch office 
Central 
who has been 


Addressograph, reassumes the duties of 


Ward, 


Division manager, succeeding P. V. 


made Southern Division manager. 
Mr. Page began with the Addressograph in 1908, his 
first work being in the factory at $7.50 a week. Some 


months later he was ordered to sell Addressographs, but 
made no headway until he worked out the idea that what 
he was selling what the would do for the 
customer. This led to a desk in the home office, and by 
1910 he About 1912 the duties 
of sales manager were added to those he already had. For 
years after 1918 Mr. Page took up the work of a 


was machine 


was advertising manager. 
some 
general advertising and sales consultant, but recently we 
find him again in the Addressograph ranks. He has writ- 
on direct mail advertising, worked out 
performed 


ten several books 
the first Addressograph 
prodigies in the volume and excellence of the selling helps 


sales manual, and 
he prepared for salesmen and for general distribution. 

J. B. Ward has a record of two decades of consistently 
He joined Addressograph in 1912 
school. His 


application soon impressed the company 


excellent performance. 


soon after finishing high native ability and 
executives, and 
he was appointed sales agent at Cincinnati, where for ten 
years he averaged to sell more than two hundred machines 
every year. In 1929, when summoned to the home office 
to take an advanced position, it is said he had the distinc- 
tion of having sold more addressing machines than any 
other man in the world. He is an honorary life member 
of the Addressograph Hundred Club. In August, 1929, 
Mr. Ward became general sales manager of the Addresso- 


graph Division. 
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Important New Concern in San Francisco 

On January 1 of this year the Walter Hall Furniture 
Company, Ltd., was organized and has taken over the 
business of the Hall-Glockler-Prost Company, 146 Front 
street, San Francisco, Calif. 

For the last twelve years this company has conducted 
a satisfactory business in office furniture and has one of 
the largest displays of fine office furniture west of Chicago. 

A year ago Walter W. Hall, president of the Hall- 
Glockler-Prost Company, bought out his partners. 

The formation of the new company taking over the 
previous concern brings into the picture Edward F. Taber, 
who has become president of the new company. Mr. Taber 
is also vice-president of The Macey Company of Grand 
Rapids, Mich. Walter W. Hall is general manager of the 
new Walter Hall Furniture Company, Ltd., which will 
represent The Macey Company of Grand Rapids; The 
Clemetsen Company of Chicago, manufacturers of Clemco 
desks, and the Horrocks-Taylor Company of Bedford, 
Ohio. 

The company occupies the old quarters of the Hall- 
Glockler-Prost Company. 

Recently they have conducted two very successful sales 
in San Francisco. Their method is to run half page adver- 
tisements in newspapers, using attractive pen and ink 
drawings and high class reading matter. The sale is car- 
ried through in a strictly high-grade manner. 

Mr. Taber also conducted a sale of this type at the store 
of the Nugent & Harris Company of Seattle last December 
with gratifying results. He is putting on another large 
sale with the Stationers Corporation of Los Angeles, send- 





EDWARD F. TABER 


ing out 35,000 broadsides printed in sepia brown on a buff 
Advertising will also be carried in Los Angeles 
newspapers. It is interesting to note that it is possible 
to sell high-grade office furniture at this time by applying 
It proves, says Mr. Taber, that office fur- 
niture can be merchandised along lines similar to those 
of household furniture. 


— 
C. A. Tucker, New Sales Manager for Crown Ribbon 
Charles A. Tucker of Rochester, N. Y., has been ap- 
pointed manager of Ribbon and Carbon 
Manufacturing Company of that city, according to a re- 
by A. H. Olmsted, president 


paper. 


such methods. 


sales Crown 


cent announcement and 
treasurer. 

Mr. Tucker brings to the company considerable expe- 
rience in advertising and sales promotion. For the past 
five years he has been office manager and advertising pro- 
manager of the Hickey-Freeman Company of 
Rochester. Prior to that his work was largely in the field 
of personal salesmanship and sales management. 

Plans for the expansion of sales facilities are already 


New representation will 


duction 


under way in certain territories. 
be sought in others. 








Mr. Malleson Is Congratulated 
During the month of January, T. T. Malleson, foreign 
Royal 


congratulatory 


sales director of the [Typewriter Company, was the 


happy recipient of many letters and cables 


expressing felicitations of old friends in the industry in 


countries on his com 


many 

pleting a twenty year record 
as a member of the Royal 
sales staff January 22 
marked the end of the double 
decade during which Mr. 
Malleson has been actively 


engaged in the foreign oper- 


ations of the Royal Type- 
writer Company’s business 
throughout the entire world 


Mr. Malleson’s record is en- 


V iable 





Difficulties apparent- 
ly unsurmountable beset his 


path, particularly during and 





after the war, a reconstruc 


\merican . = 


MALLESON 


tion period for 
business abroad 
“Ted” Malles 


U. S. export managers who have expanded the boundary 


n is one of the utstanding group ol 


lines of American business and established its manufac- 


tures in the market places of the world. He is one of the 


; | 
few who make headquarters abroad and one of a still 
smaller number who personally effect the foreign sales 
Not many have served so long a term. His constant en 


North Africa and the Near 
with the cap- 
trips t the 


gagements throughout Europe, 


East have given him “homey” acquaintance 


itals and 


Orient have made him familiar with the customs and con- 


Three times Mr. Malleson 


market cities there, while frequent 
ditions in its capitals and ports 


has encircled the world. 


On some of his many travelings by land and sea Mr. 
Malleson has had experience out of the ordinary. There 
was a trip from Vladivostok to Moscow during the war, 


Alli s, 


years later, in Cape 


which proved to be an 
Two Town, South Africa, 
ks wait, Mr. Malleson and three 
rooned travelers took passage on a steamer, the destination 


when Russia was with the 


adventure. 


after three we other ma 


of which the agents would not disclose, but which was 
assumed to be some port in Europe. When one day out, 
the captain informed his passengers that on account of 


reports of the German warship Emden cruising along the 


African coast, the steamer’s objective port was Rio de 
Janeiro, South America. 

Although elsewhere, Mr. Malle- 
son makes headquarters at Hotel Metropole, Brussels, Bel 
gium. He United States the 


coming summer, 


generally to be found 


anticipates being in the 
Office Appliances adds its congratulations to the many 
this old friend has already received and expresses the hope 
that he may add to his laurels for many years. 
———-—- > — —_ 
Two Score Years in the Ink Business 


Alvah G. Auchu, manager of the New York house of The 
Carter’s Ink Company, which was recently removed to 
438 Broadway. is beginning his fortieth year as a seller of 


Carter’s inks and adhesives. He has been manager of the 


branch for the last twenty-two years 
Mr. Auchu 


usehold sets from door to d 


started as a vouth in 1892, selling Carter 


Being of pleasing per- 


onality and unusual intelligence, his sales began shortly 


to increas New responsibilities were given to him and 


by and by he was made manager of the Chicago house, 


where he spent some years calling on the trade in the 


such other famous men as Uncle George 


Middle West wit! 





OFFICE APPLIANCES 


Olney, Sam Tom K. Brownell and Joe Hildreth, 
who is also still active. 

In 1910, after an excursion into business on his own ac- 
Mr. Auchu back to The Carter’s Ink Com- 


again as manager of the New York house, with a 


Mayer, 


ount, came 


pany 
territory extending as far as Washington on the south and 
Detroit on the He still retains the supervision of 
this territory. 


here 


west. 


seems to be little change in the vigor, persistence, 
sound health and keen judgment which have carried Friend 
Auchu along smoothly over so many years of activity in 
Perhaps he keeps himself strong by motor boat 
Lake Alamoosook; 
young, no doubt, by looking after his family and by open 
He, like another, may 


one line. 


adventuring on and he keeps himself 


ing up new fields for Carter’s inks. 


be called a “happy warrior.” 


Considering the white of our 


yen thatch, and the irregular 
contour of our countenance 
due to loss of ivory from the 
jaws (compensated by increas- 
ed percentage of ivory in the 
protest a bit the 
yuthful portrait of 
our old playmate in Chicago. 
itmosphere 
of the coast, with its preserv- 
ing salt, we, too, had paid less 
toll to time. 


dome) we 


somewhat y 


But mayhap, in the 


Anyways we congratulate 
our old y? tend 


achievement of fort 


upon his 
y years in 


ALVAH G. AUCHU One will not 


photograph of some 


From a one organization 
years ago a) Cn , ' 
hold place so long without 


J nari _ bk As foanh : ; > ; j 
having kept in step and tempo with changing custom and evolut- 


or without having made constructive contribu- 
Which enterprise ttself 


; 


Jenuineness oO] 


, 

ing technique: n 
n to the progress of the enterprise 

j prise. 


t have endured so many years without 


th thing and spirit.—E. J. 
2 
“Crown” Export Manager Abroad 
\. Moncada, in charge of the 
Ribbon & ¢ 
N. Y., is now on an extended business trip to the Cuban 


export division of Crown 


arbon Manufacturing Company of Rochester, 


and Mexican distributors of Crown products. 
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Spiking “Horder” Rumors 
Every once in a while some one, apparently with the 
idea of advancing in some way his interest in some quar- 
that this or that 
“These 


rumors are complimentary, though not so intended, but 


ter, starts a rumor by the insinuation 


stationery enterprise “is controlled by Horder’s.” 


they are unfounded,” said an official of the Horder Com- 
pany interviewed by the Office Appliances reporter. “If 
we ‘owned’ or ‘controlled’ the many and various concerns 
with which rumor has given us possession, we would be 
as busy as the League of Nations. Our companies are 
Horder’s, Inc.; The Associated Stationers Supply Com- 
J & Company (the legal blank pub- 
end of our business) and National Stationery 
formed to conduct the ‘pay and take’ stores 


pany; George E. Cole 
lishing 
Stores, Inc., 
but not now operative. 
the field and none of them have affiliation with or interest 


These are our sole activities in 


in any other enterprise in the field.” 

And that’s that. The rumor factories in the field may 
now turn to a new line of novelties. 

——— 
Mr. Holmes Travels and Finds Some Bright Spots 

A. B. Holmes, vice-president and treasurer of the Co- 
lumbia Ribbon & Carbon Manufacturing Company, Glen 
Cove, N. Y., recently spent a few weeks traveling in the 
South, calling on dealers in Atlanta, Birmingham, New Or- 


leans and intermediate points. During the last week of 
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January he attended the annual meeting of the Canada 
Carbon & Ribbon Company, Toronto. He reports that 
this company had a very successful year in 1931, and men- 
tions further that the Columbia subsidiaries in London, 
England, and Milan, Italy, also did remarkably well last 
year. 
Ee 
Breuer Brings Back Novelties from Europe 

Elmer Breuer, president of the Rotafix Duplicator Com- 
pany, 401 Broadway, New York, N. Y., brought from Eu- 
rope recently a number of office specialties, most of which 
are covered by United States patents. 

Mr. Breuer is authorized to conclude negotiations with 
persons or concerns interested in the purchase of patent 
rights or selling on an exclusive basis. All items are on 
display in his office. Persons interested are invited to call 
or write. 

The devices referred to include: “Checks”—an efficient 
check protecting device; “Tutrix” check writer; a calcu- 
lating machine; a circular slide rule; filing system for 
drawings and blue prints; a paste type cleaner. 

——_<——— 
Hal D. Patton Celebrates Sixtieth Birthday 

Hal D. Patton of Salem, Ore., recently celebrated the 
sixtieth anniversary of his birth with what he termed a 
reunion of old friends and schoolmates. He printed a neat 
little folder giving his portrait on the front page. It was 
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entitled “Reunion of Old Friends and School Mates Com- 
memorating the Sixtieth Anniversary of My Arrival in 
Salem.” The frontispiece is a picture of the old Patton 
home, built and finished in 1872 for the Hon. E. N. Cooke, 
grandfather of Hal D. Patton. 

There is a “believe it or not” chapter; an extra special 
for the younger generation, twenty-five years ago; a few 
lines for the early birds of sixty years ago, and for later 
arrivals, fifty years ago. All the notes and paragraphs 
have a local and personal application. 

Finally, for the newcomers of forty years ago there is 
a half page, concluding with the names of a number of 
friends who participated in the fiftieth anniversary of Mr. 
Patton’s arrival in Salem, and who have since passed away. 

Office Appliances offers sincere congratulations and 
hopes to be on the job on Mr. Patton's seventieth anni- 
versary. 

Qe 
British Parker Manager Visits Factory 

A. R. Zoccola, managing director of The Parker Pen 
Company, Ltd., of London, England, recently visited the 
office of the parent company in Janesville, Wisc. Mr. 
Zoccola has had an interesting career and has enjoyed the 
advantages of world travel. He gives the following outline 
of the impressions he received in traveling through the 
eastern and central sections of the United States. 

He said that allowance must be made for the very brief 
time he had spent in the country, but that his impression 
was that the conditions of business here result quite largely 
from the fact that we are in an unfortunate mental state. 
He believes we are suffering partly from commercial indi- 
gestion, resulting from a surfeit of prosperity. We shall 
emerge from these conditions, he believes, feeling much 
healthier and better conditioned than for many years. 

Mr. Zoccola believes that the present is a character test- 
ing period not only for individuals but for nations. He 
says that he looks forward to a period of solid progress 
based on sound principles. 

ae 
Terry on Executive Committee of C. A. C. 

C. C. Terry, Chicago manager for the Burroughs Adding 
Machine Company, was recently appointed a member of 
the executive committee of the Chicago Association of 
Commerce. Other members of the committee include such 
well known business leaders as Peter B. Carey, president 
of the Chicago Board of Trade; Paul H. Davis, president 
of the Chicago Stock Exchange; Charles S. Dewey, vice- 
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president of Colgate-Palmolive-Peet Company; L. C. Har- 
bison, president of Household Finance Corporation; 
Laurence B. Robbins, senior vice-president of Northern 
Trust Company; and Basil Church, western manager of 
the Capper publications. 
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Underwood Elliott Fisher Sales Increase 
The New York Sun of February 3, presents the following 
resume 
“Sales of Underwood Elliott Fisher Company increased 
consistently during the last three months of 1931, billings 
in December being more than $350,000 over November, o1 
nearly three times the increase in December, 1930, billings 
over its preceding month, Philip D. Wagoner, president of 
the company told a conference of executives today. 
“The proportion of export sales increased steadily from 
the low point in July to December, in which it was approxi 
mately the December, 1930,” 


he continued, “the export business of the supply division 


same proportion as that of 


being the largest in its history 

“We have made more vital improvements, and introduced 
more important new models in the last twelve months than 
in the preceding twelve years. The market for bookkeep 


ing and accounting machines is only 10 to 15 per cent 


sold. The typewriter division, after more than forty years 


of existence, a smaller proportion of trade-in sales 


still has 
industry, so that prospects for future 


Mr. Wagoner said. 


than the automobil 


business are favorable,” 


Gain in Net Earnings Last Quarter 
A dispatch dated February 18 to the Chicago Tribune 
of February 19 records a sharp increase in the fourth quar- 
earnings of the Underwood Elliott Fisher Com- 
These earnings were $405,349.00, equivalent to 53 


ter net 
pany 

cents a common share outstanding after preferred divi- 
[his statement accompanied the annual report 
earnings for the year of $1,401,061.00 
after all charges and Federal taxes equivalent after de 


f preferred dividends to $1.79 a share on 674,648 


dends 
which showed net 


duction 


no par common shares outstanding in the hands of the 


public 
———_—_—~<> — 


Remington Rand Shows Improvement 
The Wall 


conditions in Remington Rand figures. 


Street Journal of February 5 reports better 


January U. S. sales 
Further 


were a December upturn in sales. 


up, following 
Remington Rand showed a sharply reduced operat- 


De cé mbe r 31, 


more, 


ing cost for the three months ended com 


December domes 
than 


pared with the two preceding quarters. 


tic typewriter sales were forty-six per cent larger 


those in November with total foreign and domestic sales 
in that branch up twenty-six per cent. 

January sales in this country exceeded those of Decem 
ber. It is believed that the company should show a small 
profit for the current quarter if business holds at the aver- 
months. 

————_>_ —— 


Bates Takes Over the Mun-Kee Stamp Pad Line 
J., has 


age of the last five 


The Bates Manufacturing Company, Orange, N. 


acquired the assets of the Mun-Kee Products Corp., for- 


merly manufacturers of the Mun-Kee line of silent stamp 
pads and fillers. It is stated that the economies effected 
by distributing the Mun-Kee line through the Bates sales 
organization have made possible a substantial reduction 


of Mun-Kee pads and fillers 


in the price 


Two new dealers’ helps have been prepared and are now 
available. They are a window display attractively por- 
traying an improved Mun-Kee stamp pad, and a counter 


display on nef; 
———<g—_—__—_—_- 
Hucke Appointed to Handle Oakville-American 
Line in the South 


Che Oakville-American Pin Division of the S« 


ovill Man- 


ufacturing Company, Oakville, Conn., announce the ap- 
pointment of Charles H. Hucke of Atlanta, Ga., as repre- 
sentative of the Oakville stationery line in southern terri 


ager! 
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tory. He succeeds Norman Rauch, who has retired from 


the stationery business. 


ee 
Sheaffer Pen Company’s New Advertising Manager 
“The W. A. Sheaffer Pen Company’s publicity plan for 
1932, in one respect like all preceding plans, has been care- 
fully coordinated with the sound merchandising policies 
and practices to which the company owes its success and 
without which advertising is too often a series of meaning- 
Harold D 
advertising manager of the company. 
“The 1932 program is built around highly interesting de- 


less words,” writes Bates, recently appointed 














HAROLD D. BATES 


velopments for the greater service of the public and the 
expansion of the dealer’s fountain pen department. 

“These new developments in every division of the com- 
pany’s manufactures stimulate public interest and promote 
sales.” 

Mr. Bates, 
products industry,” 
with the Weyerhaeuser Sales Company, St. Paul, Minn., 
one of the world’s largest manufacturers of home-building 
materials. While with this organization, Mr. Bates came 
in direct contact with merchandising problems of every 


as he expresses it, “came out of the forest 
where he was affiliated for ten years 


kind, his experience including product development, na- 


research, sales management, 


He was advertising man- 


tional advertising, market 
publicity and dealer promotion. 
of the Weyerhaeuser organization when h« 


to take up his new work with the Sheaffer Company. 


resigned 


—_—- -—~<+_ _——_— 
Hooper Joins Smith-Corona in West 
Hooper, for the last three years New York man- 
ager for the Woodstock 
made an outstanding record, has been appointed special 
Smith & Corona Type- 
United States. To 


> LL. 
[Typewriter Company, where he 


home office representative for L. C 
writers, Inc., in the western half of the 
his new position, Mr. Hooper brings twenty-one years of 
typewriter experience 

He took his first job as a country salesman for the Oliver 
['ypewriter Company in 1911. Three years later he joined 
the Remington organization in San Francisco. In 1918 he 
became sales manager for the Noiseless Typewriter Dis- 
tributing Company, formed to handle the Noiseless type- 
writer on the Pacific Coast. In about a year the company 
was reorganized, and Mr. Hooper became president and 
general manager. In 1924, the organization was merged 
with the Remington interests. At this point, Mr. Hooper 
decided to go into business for himself and took over an 
automobile dealership in California. But after three years 
in the automobile field, he returned to typewriters. He op- 
erated for a time out of the Remington office in Chicago 
In 1928, 


as assistant sales 


as supervisor of operations in the Middle West. 
he was called to the home office, where 
manager, he supervised field operations with a greatly in- 
creased scope. 

He went with the Woodstock in 1929, 
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Tredway Returns to the Field 
\. L. Tredway, well known to office equipment men on 
the Pacific Coast, has taken agency for the 
American Evatype Corporation for the territory surround- 


over the 


ing Sacramento, Calif., where he assures us that the pros- 
pects are excellent 
Mr. 


Stamp Company 


Tredway has organized the Sacramento Rubber 


at 205 Mitau building, specializing on the 
Evatype metal mold process. 

After an association of more than twenty years in the 
stationery Mr. Tredway 
sold out his interest in Kendall-Tredway, Inc., Stockton, 
Calif., in September of 1930. His interest was purchased 
by Walter S. Kendall 

Mr. Tredway began as a stationer on March 7, 1903, at 


and office equipment industry, 


the age of thirteen, when he entered the employ of O. H. 
Close of Stockton. 
R. W. and M. S. 
and incorporated it under the name Tredway Brothers, 
The company prospered 


Ten years later he and his brothers, 
Tredway, purchased the Close business 


with A. L. Tredway as president. 
from the start and took on larger premises from time to 
time. 

Mr. Kendall, now head of the enterprise, came into the 
business in June, 1929, and assumed the office of vice-presi- 
dent, the name of the corporation being changed to Ken- 


dall-Tredway, Inc. 


— —~<p—— 
C. S. Lippman Takes New Position in Chicago 
Charles S. Lippman, formerly manager for the Gardner 
Company in the Chicago area, has been appointed to a 
similar connection with the National Sales Machine Com- 
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His headquarters are at 130 N. Wells 
February 22 Mr. Lippman 


pany, of St. Louis 


street. During the week of 
conducted an exhibit of the machines he is selling at the 
Automatic Merchandisers Show which was held in the 
Palmer House. 

Mr. Lippman is a man of unusual sales ability. He has 
enterprise and forcefulness which has enabled him to es- 
tablish 


his new venture. 


——— 
U. E. F. Will Feature Development of Office 
Machines at Century of Progress 

Among the general exhibits group at A Century of Prog- 
ress, Chicago, which will open June 1, 1933, will be the 
display of the Underwood Elliott Fisher Company. An 
outstanding feature of the U E F display will be a graphic 
demonstration of the many developments that have been 
made in office machines and methods during the past half 
century. All divisions of the Underwood Elliott Fisher 
Company will be represented. The Underwood Typewriter 
Company will show standard and noiseless machines in 
office and portable models, as well as Underwood billing 
The General Office Equip- 


sales records. We predict success in 


remarkable 


and bookkeeping machines. 
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ment Corporation display will consist of the various models 
of Elliott-Fisher accounting-writing machines and Sund- 
strand adding machines. 


——_.g——— 

Former Newsboy Now Sixty Years in Business 

Six decades of activity in newspaper and stationery sell- 
ing! Getting a start in pennies and nickels.—Branching 
out.—Here an addition, there another.—Always learning. 
Going ahead. Making mistakes, but becoming wiser by 
reason of them. Here’s the story stripped to its essentials. 

John M. Miller of Atlanta, Ga., on January 12 celebrated 
his fiftieth year in the stationery business. He is pro- 
prietor of Miller’s Book Store, which he founded before 
he had reached an age when he could cast his first ballot. 

Mr. Miller, who came to Atlanta as a boy of nine, began 
work more than sixty years ago selling papers for the 
Atlanta Constitution. He secured the contract for handling 
all newspapers and magazines at the Cotton States Ex- 
position. And on January 12, 1892, he opened the first 
Miller’s Book Store on Marietta street, where he handled 
newspapers and magazines, cigars, tickets for the theater 
in which the store was located; also sporting goods. Mr. 
Miller remembers he sold the uniforms and equipment for 
Atlanta’s first professional ball team from his store. 

The business expanded until Miller’s had two branch 
stores—one on Whitehall street, in the center of the re- 
tail business district at the time, and the other in the newly 
developing Peachtree street section of the city. 

After thirty-four years in the old location, however, the 
three Miller stores were combined, in 1916, in the present 
Miller’s Book Store at 64 North Broad street. Here it has 
remained for the past sixteen years. 

Associated with Mr. Miller in the business are his two 
sons, Orme and James Miller, and a daughter, Mrs. Ham- 
ilton, who is in charge of the new and popular children’s 
book department of the store. 

But, although Mr. Miller no longer comes to work at 
five o’clock in the morning, as he did for many years, he is 
of the firm at seventy-one, just as he has always been for 
still at his desk every business day, and is the guiding spirit 
fifty years. He has well earned his title of “dean of At- 
lanta’s stationers.”—J. H. R. 

——— 


Frank E. Hannon Joins “G-F” on Chair Sales 

Frank E. Hannon has been placed in charge of aluminum 
chair sales by The General Fireproofing Company, Youngs- 
town, Ohio. He has been engaged actively in the sale of 
metal equipment since 1922, prior to which time he was 
in production work a number of years for a manufacturer 
of steel shelving, storage cabinets and related products. 
Since 1927, and up to the time he joined the “G-F” or- 





FRANK E. HANNON 


ganization, Mr. Hannon was with the Aluminum Company 
of America, in charge of aluminum chair sales. He cov- 
ered four states, centering on Chicago. 

The scope of Mr. Hannon’s experience in the metal 
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equipment field is indicated by some of his other connec- 
He had been with the Lyon Metal 
in 1922 he was dis- 


tions in the past. 
Products, Incorporated, thirteen years; 
In the Detroit district he was manager of 
David Sons Company. At 

storage Fred 


trict manager 
sales for Lupton’s 


cabinet 


shelving 
Chicago he handled sales for the 
Medart Manufacturing Company. 
Mr. Hannon is married and has two children. 
— 
Penn-Mar-Va Notes 
J. W. (“Jim”) Maximow has joined the R. P. Andrews 
Paper Company staff at Washington. He was formerly 
connected with the sales department of National Fiber 
Pomerantz Company, 


stoK Envelope Company and the A. 


Philadelphia 
* * “ 
Did you know out district governor, O. H. Spencer, as 
pires to ownership of a real dog kennel with plenty of the 


Wirehaired breed cavorting about? He says he encoun- 


tered a little hard luck at the start of his dog raising 
career, but we all know the job of beating handicaps is 
his favorite sport 
* * * 
Members are making a determined effort to convince 


that substituting second quality for standard 


effect a lk 


dealers 
will boomerang. 


lower costs from their 


grades to wer price prove a 


While consumers are anticipating 


stationery supply source, they do not invite lower quality 


and will resent its being offered as “just as good.” 


* * * 


All travelers report a more liberal use of the order book 


since the start of the new year and a decided increase in 
optimistic outlook for 1932. 
ho _ 


Portland Stationers Meet with Steel Man 
Portland, Ore., recently held a suc- 
cessful meeting at which Harvey P. Rockwell of the Yaw- 
Erbe represented the 
furniture Portland sta- 


[The stationers of 


man and Manufacturing Company 


steel offic industry. Twenty-five 
Similar meetings have 


Wash., in each of 


rece iv ed 


tionery dealers were in attendanc: 
also been held in Spokane and Seattle, 
which cities Mr. Rockwell was warmly 
eS 
New Steamship Installs Rust-Resisting Typewriters 
The 


pany’s line has installed Royal typewriters having the qual- 


new SS Mariposa of the Matson Navigation Com- 


ity of rust resistanc: These machines go into the radio 


room, purser’s ottice, chief engineer's office, or wherever 


else typewriters are required 

The rust-re finish on the typewriters referred to 
d to withstand the effect of 
japanned parts are treated by the Parkeriz- 


Nickel parts are 


sisting 


is designs corrosive sea air 


The outside 


ing process, which protects against rust. 
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given a heavier plating than usual. Some parts are made 
of bronze or brass instead of steel. 

In addition to the machines used on the Mariposa, orders 
for ten rust-resisting Royals each have been placed for 
the Matson line steamships, “Lurline” and “Monterey,” 
which will be launched this spring or early summer. The 
orders were placed by the main office of the Matson Navi- 
gation Company at San Francisco, with Salesman Theo- 
dore N. Colwell of the Royal Typewriter Company’s San 
Francisco office. 

a 
Cannon Sells Compo Line in Important Eastern 
Territory 

[Thomas B. Cannon, 602 Turner avenue, Hill, 
Delaware County, Penna., has been appointed as a selling 
representative of the Compo line, made by the Compu 
Manufacturing and Sales Company of Westport, Conn. 
Mr. Cannon will cover Pennsylvania and New York, with 
the exception of the metropolitan New York area. 

quem 

Spears Receives Promotion in Conklin Ranks 

C. W. Spears, who has so long and so successfully rep- 
resented the Conklin Pen Company in 
Pittsburgh and vicinity, has been transferred to the com- 
pany’s main Toledo, where he has been ap- 
pointed to an executive position. During the years Mr. 
Spears has represented the Conklin organization among 


Drexel 


interests of the 


offices at 
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the trade in the iron and coal district he has made friends 
of all who have had the privilege of knowing him. His 
friends, while rejoicing in his advancement, nevertheless 
that less frequent 
than heretofore. 

Mr. Spears’ new appointment became effective January 
1. This promotion of one of the ace salesmen of the 
Conklin organization is in line with an intensified Conklin 
sales effort in connection with new products and policies 
which are intended to add to the profits and prestige of 
Conklin dealers in the retail writing instrument markets. 


regret his visits among them will be 











TOY TRAIN ATTRACTS IN THIS CHRISTMAS 
DISPLAY During the Christmas season, the Bos- 
ton branch of the Art Metal Construction Company, 
located at 69 Federal street, used this interesting 
window display. It was one of the most successful 
ever used by the branch. The train, with gleaming 
headlight and with tail light on the caboose, was 
kept continually moving. On each side of the engine 
there was a sign, ‘‘Art Metal Trained Equipment 
Engineers.’’ There were signs on both sides of the 
three freight cars The first carried the wording 
**42 carloads—Boston Post Office’’—the second, ‘‘3 
carloads—Harvard School of Geography’’—the third, 
‘6 carloads—Woburn City Hall.’’ On the other side 
of these cars there were signs showing annual ship- 
ments as follows: first car, ‘‘600 carloads stock fil- 
ing cabinets ;"’ second car, “175 carloads desks and 
tables ;"’ third car, ‘500 carloads built-to-order 
work.” The miniature illuminated bill board on the 
left reads, “‘The Sun Never Sets on Art Metal 
Three plants in Jamestown, N. Y., one plant in Lon- 
don, England, thirty direct sales branches, eleven 
hundred agents and branches in all.’’ 
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Riley and Stafford Establish Furniture Sales 
Organization in Chicago 
Under the name of Riley and Stafford, 315 South Wabash 
avenue, Chicago, Ill., Edward J. Riley and Edwin M. Stat- 
ford are operating a retail office furniture and equipment 
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store, opened early this year. The business occupies the 
entire second floor of the building in which it is located, 
having approximately 5,000 square feet of space, most of 
which is devoted to the display of office furniture of all 
kinds. At the rear of the floor is a well equipped shop 
for reconditioning and rebuilding office furniture. 

Just at present the products displayed are for the most 
part furniture, but it is intended that within a short time 
many lines of office machines and other equipment will 
be added. 

Both Mr. Riley and Mr. Stafford are experienced furni- 
For two years prior to the opening of the new 
was connected with M. R. Lome & 
Previously he had spent ten years in 
the lumber business. Mr. Stafford was formerly connected 
with the Stafford Manufacturing Company of Chicago. 

EO 
Mr. Seymour the Intended Victim of Would-be 
Extortionist 
Seymour, vice-president and secretary of Hor- 
der’s, Inc., intended victim last month of an ex- 
tortion plot that failed. A demand for $10,000 was made, 
the sum named to be deposited in cash at a certain street 
corner in River Forest, Ill, adjoining Oak Park, where 
Mr. Seymour resides. Penalty for failure to comply with 
the demand was to be death for Mr. Seymour and blind- 
ness for some of those he loves. 

A decoy package was left at the designated spot. Off- 
cers who had been placed in concealment arrested a young 
man who apparently came for the package in the early 
morning. The youth arrested proved to be a high school 
student of Oak Park. 

The case will go to the grand jury. Whether indict- 
ment will result, followed by trial and conviction, cannot 
be foretold with certainty. There will probably be the 
usual appeal to sentiment. But only one who has had 
the terrifying experience of such threats against those near 
and dear can appreciate the feelings of an intended victim 
and understand his desire to save others from like har- 


ture men. 
business, Mr. Riley 
Company, Chicago. 


Fre d P. 


was the 


rowing trials. 
eee 
“Crown” President Surveys South 

A. H. Olmsted, president and general manager of Crown 
Ribbon & Carbon Manufacturing Company of Rochester, 
N. Y., has just left for a survey of conditions among 
Crown representatives in the Southern territory. On his 
visit to New Orleans he will be the guest of Pat Jackson, 
Gulf States distributor of Crown products. 
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The Guest Book 

Edgar Floer of the Manhattan Stencil Company, New 
York, N. Y., was one of our callers on February 16. He 
had made a special business trip to Chicago and was to 
stop at Detroit upon his return to New York. Mr. Floer 
came to New York from Germany in 1923, with practically 
no acquaintance, but with the determination to succeed. 
Maintaining himself by such employment at manual labor 
as he could secure under the handicap of speaking no Eng- 
lish, he devoted his leisure hours to diligent study and 
quickly learned the language. Inclination led him to the 
field of selling, and after some experience with various 
articles he secured a position as salesman for the Elliott- 
Fisher Company under that inspirational salesman and 
manager, Charles Reed, now Underwood Elliott Fisher 
manager in London, but at that time district manager for 
the Elliott-Fisher Company in New York. 

In that connection Mr. Floer met Elimar Breuer, one of 
a delegation of German industrialists, who visited the 
United States in 1930. That meeting resulted in the friend- 
ship which led to the organization of the business which 
the two gentlemen now operate from New York. 

Mr. Floer’s career is another illustration of the oppor- 
tunities which determination and intelligent industry will 
discover. 

N. W. Wintermute, sales manager, Conrades Manufac- 
turing Company, St. Louis, picked up some business in 
Chicago and took time for a visit at the office of this jour- 
nal February 25. Mr. Wintermute was sales manager for 
Prufrock-Lytton Company, manufacturers of upholstered 
furniture, when that company was taken over by Conrades 
recently and then took charge of sales of both lines. Prior 
to his selling activities he purchased millions of dollars 
worth of furniture for large corporations. It is a pleasure 
to spend a few minutes or a few hours, as the case may be, 
in his company. 

= 
C. M. Oliver Finds Awakening Interest in Furniture 

Charles M. Oliver, sales representative of McLeod Fur- 
niture Company, reported a substantial increase in in- 
furniture lines when interviewed in his exhibit 
at the school supply convention held in the Palmer 
House, Chicago, last month. He was so impressed with 
the new attitude as to write about it to dealers whom ke 
expected to see upon his return trip to the factory at 
Laurel, Miss. His route from Chicago was to take him 
to Detroit, through Ohio, Kentucky and Tennessee and 
over to Laurel. 


terest in 


= 
Canada to Get a Typewriter Plant 
A recent dispatch from Toronto to the New York Her- 
ald-Tribune states that the L. C. Smith & Corona Type- 
writers Limited of Canada, a subsidiary of the L. C. Smith 
& Corona Typewriters, Inc., of New York, will almost im- 
mediately undertake the manufacture of typewriters in 
Canada for the Canadian and British Empire markets. The 
Toronto Industrial Commission is said to be responsible 
for the foregoing announcement. 
——— 
Ebers to Manage New York Bostich Office 
G. F. Ebers, formerly field manager for the Bostich Sales 
Company, Boston, Mass., has been appointed manager of 
the New York office, succeeding A. E. Landon, who has 
resigned. 
ccntepetititamsaal 
Typewriter Development at Jersey City 
Mass Production Corporation, Jersey City, N. J., is en- 
gaged in experimental work in connection with the manu- 
facture and sale of a portable typewriter. This work is 
under the supervision of George F. Rose. 








Meetings--Conventions--Dinners 


First District Stationers Meet 
At the Hotel Kimball, Springfield, Mass., on Wednesday 
February 3, the stationers of the first or New 
National Stationers Association 
The roll call disclosed about 


atternoon, 
England district of the 
held their 
seventy-five 


The 


annual meeting. 
present 
was called at 12:30 P M. by 


vernor of the first district, who extended 


p< rsons 


meeting President 


Elmer W 
a cordial welcome to all present. 

Ward, president of the National Association, 
fact that District No 


Pape, go 


William E 


commented on the 1 had always been 





8. B. GROOM 


should be. He 
outlined the 


a fine stressed 
the loyalty of its National 
Association set-up, and pointed out some of the opportu- 
other benefits. He 


example of what a district 


members. He 
affords for and 
complimented Herman Price, head of the 
committee, and the work this committee is doing, the com- 
“The work,” said the 


nities it cooperation 


manufacturers’ 


modity surveys and trade relations. 
“is not done for any particular group or type 
locate the 


president, 
of distributor, but is 
best distribution 
which to dealer distribution.” 
based on the 


order to 
be st 
Whatever was 


carried out in 


channels for and the manner in 


strengthen 
said, would be value to the 
Che work is being carried on for the benefit 


Success in association work 


advocated, he 
distributor 
of the industry as a whole 
depends on the cooperation of all. He complimented the 
traveling men on their fine work and urged attendance at 
the June convention in New York City. 
General Manager Garvin of the National 
followed and indicated that the job of the association is 
the business and to 
take his proper 
We should do 
five 
The sales 
managers of five The 
industry is making progress and will not be stopped on 
Recovery will be gradual, but when achieved, 


Association 


to perpetuate those who are now in 


1 


try to explain how each individual may 


of things as a whole. 
that 


man give more to his job. 


place in the scheme 
those 
hence. Let 


today things will protect business years 


every 
years hence are being made today. 


its way up 


better methods will be established and better results as- 
sured. 
Herman Price, who followed Mr. Garvin, is first vice- 


president of the National Association. He outlined how 


the various commodity groups of the National organiza- 


tion will help to solve the problems of each type of product 


in the field. He gave a résumé of the general discussion 


of policies that will help solve the problems of the entire 


dealer line. Patience and persistence will be required to 


solve these problems. However, the various commodity 


groups have established a definite program for each divi- 


sion to operate upon. 


Samuel Groom of Boston was nominated as regional 


governor for next year and was immediately made the 
unanimous choice of the meeting. 

E. W. Pape, regional governor, expressed his apprecia- 
tion of the cooperation of the National Association and 
the Boston Association in making the meeting a success. 
He suggested that in future regional meetings be held in 
the fall on account of the change in date of holding the 
national convention. 

George W. Pratt, president of the 
Association, addressed the meeting on The Code of Ethics. 
New England stationers, he said, believe in this code. It 
has been adopted by dealers and adopted at least in prin- 
reviewed the circum- 
stances of New York recently by 
manufacturers and of the 
benefits which would accrue from the frank discussion of 


It is intended to carry these meetings between 


Boston Stationers 


ciple by the manufacturers. He 
the meeting held in 
dealers, and suggested some 
complaints. 
manufacturers and dealers into all the products in the in- 
dustry because of the undoubted benefits which are likely 
to accrue 

Following Mr. Pratt’s remarks, there was a round-table 
constructive mer- 


John Molloy of 
takes 


discussion on the stationers’ code of 


chandising principles. This was led by 
Meriden, Conn. The obligations of a 


the sales franchise was discussed by Ray Cowles of New 


dealer who 


Haven, and others. The question of increased cash dis- 
counts as a means of improving credit situations was dis- 
cussed by Thure Bengston of New Britain, Conn., and the 
discussion of the possibilities of sales meetings by dealers 
was led by James E. Feeley of Springfield, Mass. 
Following the round-table conference, the meeting ad- 
journed for the banquet at 6:30 P. M. 
The Annual Banquet 


This event took place at the Kimball Hotel, closing the 
fourteenth annual meeting of the Connecticut Valley Sta- 
tioners Association. About one hundred twenty-five per- 
sons, including ladies, were present. 

The dinner was presided over by Gilbert F. Mulford of 
New Haven, president of the Connecticut Valley Associa- 
tion, assisted by James R. Armington of Boston, as toast- 
master. 

The new president of the Connecticut Valley Associa- 
tion, Ray I. Cowles of New Haven, was introduced, also 
E. W. Pape, present regional governor of District No. 1. 

William E. Ward, president of the National Association, 
spoke briefly on the constructive work which is being done 
and warmly invited all present to come to New York to 
the National convention in June. 

W. Ed. Dawson of Montreal expressed his delight in 
renewing old friendships and his pleasure in making new 
ones. He called particular attention to the fact that he 
is not an outsider, but a member of the stationers’ asso- 
He urged more frequent meetings, pointing out 
He urged all those 


ciation. 
that the Canadian body meets weekly. 
in the industry to support the association which supports 
them. He complimented the general manager and ex- 
tended a hearty welcome to any who come to Canada to 
visit with the organization there. 

First Vice-President Herman Price of the National As 
sociation emphasized the need for optimism, urging that 
everyone should see things in their true light 

George W. Pratt, president of the Boston Association, 
said that the National Stationers Association had embarked 
on an adventure of faith and that he had full confidence 
in what the association was doing. 

General Manager Garvin provided a note of cheerful- 
ness coupled with the serious thought of what we must 
do in times such as these. 
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W. H. Greenleaf took as his subject the word, “Junk.” 
He characterized junk as discarded goods that can be used 
again. He made a romantic comparison between the splen- 
did store and the stock it contains, and the junk the goods 
become after they have served their purpose. He pointed 
out the elements that go into the making of the simplest 
thing, each material perhaps worthless alone, but almost 
priceless when fabricated into acceptable merchandise. 
History has been brightened with the lustre of junk used 
again. We cannot change human nature, but we can apply 
Business, he said, before it can 
He eulogized Abraham 
who transformed the 


the results of experience. 
gain must give before it gets. 
Lincoln as one of those rare men 
junk of yesterday into the treasure of today. 

Following Mr. Greenleaf’s address, the session adjourned 
for dancing. 

a 
Connecticut Valley Stationers 

The fourteenth annual meeting of the Connecticut Val- 
ley Stationers Association was held at the Kimball hotel, 
Springfield, on Wednesday, February 3, at eleven o’clock 
in the morning, President Mulford presiding. After the 
reading and approval of the minutes of the previous meet- 
ing and of the report of the membership committee and 
officers’ reports, it was voted that a letter of appreciation 
be sent to A. C. Eddy of Bridgeport, Conn., the retiring 
secretary, commending him for his faithful service during 
the past seven years. 

Ray Cowles of Bradley & Scoville, Inc., New Haven, 
Conn., was elected president; Sidney W. Challenger of the 
Fargo Stationery Company, Bridgeport, Conn., vice-presi- 
dent; Otto A. Cavanaugh of the Plimpton Manufacturing 
Hartford, vice-president; McCullum, 
Springfield Office Supply Company, Mass., 
vice-president; Thure A. Bengston, Adkins Printing Com- 
pany, New Britain, treasurer; Stanley McGar, J. F. Molloy 
Company, Meriden, secretary, and A. S. Johnson, John- 
son’s Book Store, Springfield, Mass., auditor. 

The incoming president, Mr. Cowles, voiced his appre- 
ciation of the honor conferred on him and expressed a 


James 
Springfield, 


Company, 


determination to serve the organization to the best of his 
powers. 
On motion of J. E. Feeley of Springfield, a vote of ap- 





RAY I. COWLES 


preciation was extended unanimously to President Mulford 
for his fine work during the year. 

A telegram of regret over his illness was sent to Donald 
Macdonald of New Haven. 

William Driscoll of The Carter’s Ink Company offered 
the cooperation of the New England Travelers Club, par- 
ticularly in regard to taking charge of a meeting of the 
Connecticut Valley Association during which some of the 
standardized addresses of the National organization would 
be presented. The offer was accepted and arrangements 
were made to see that the talks will be given in the near 
future. 
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John Molloy of Meriden revealed the progress of the 
association. He spoke of friends and social benefits and 
pointed out that gradually the dealer problems have been 
coming to the front, so that the dealer has unquestionably 
benefited and dealer membership has stood fast. He made 
the suggestion that meetings in the future be so planned 
as to have a more general interest, permitting the travelers 
to have a more active part in proceedings. 

The meeting adjourned at noon for luncheon, after which 
those present participated in the regional meeting of Dis- 
trict No. 1 held in the afternoon. 

Qe 
Wood Furniture Men Meet in Chicago 

At the meeting of the Wood Office Furniture Associates, 
Inc., held at the Drake hotel in Chicago on January 25, 
many matters of interest were discussed, such as the effect 
of the association’s advertising and dealer meetings; the 
formulation of plans to continue various association activi- 
ties during the present year, the final approval of such 
plans to be voted on at the annual meeting in April. Dealer 
meeting activities were approved and a new schedule was 
adopted. 

The following member companies were represented by 
the gentlemen whose names appear after the names of 
their respective companies: The Clemetsen Company, D. A. 
Raggio; Commercial Furniture Company, A. H. Stringe; 
Doten-Dunton Desk Company, K. R. Dunton; Johnson 
Chair Company, Arthur Johnson; Leopold Desk Company, 
Carl S. Leopold; Marble-Shattuck Chair Company, T. M. 
Foote; National Desk Company, George W. Searles; O. C. 
S. Olsen Company, O. C. S. Olsen; Shelbyville Desk Com- 
pany, N. Swain; Standard Furniture Company, C. S 
Brewer; Evansville Desk Company, W. M. Elles. 

At this meeting Manager Hess presented a survey of the 
office furniture industry as a basis for the development of 
He also presented a local application 
A review of 


a broader business. 
suitable for presentation at dealer meetings. 
this survey has been prepared for use in the office furniture 
department in the present issue. 
en 
Toronto Stationers Discuss Trade Problems 

The regular luncheon meeting of the Commercial Sta- 
tioners Association of Toronto was held at the King Ed- 
ward hotel, Room C, at noon on February 4. 

A. G. Lancaster, Toronto manager for the Dennison Man- 
ufacturing Company, Ltd., discussed the subject of classi- 
This company is making most of its lines sold 
Mr. Lancaster gave a very 


fication. 
in Canada at Drummondville. 
interesting talk. 

The retail druggists of Canada are initiating a campaign 
to secure legislation to render legal any contract of resale 
made between a manufacturer and a distributor. Druggists 
sent to Pittsburgh and obtained the consent of the Hon. 
Clyde Kelly, sponsor of the Kelly bill in the United States 
House of Representatives, to come to Canada and speak 
before the association. Mr. Kelly addressed four meetings 
in Western Ontario and he again outlined his proposal at 
a luncheon meeting held at the Royal York hotel in To- 
ronto. The purpose of the Canadian act will be the same 
as that of the proposed Capper-Kelly bill in the United 
States. 

a 
Richmond Stationers Elect Officers 

The Richmond Stationers Association of Richmond, Va., 
held its annual meeting at the Occidental restaurant, on 
January 14, where officers were elected for the ensuing 
Morton Marks was re-elected president; Benjamin 
vice-president, and Woodson P. 


year. 
V. Cole was elected 
Waddy, secretary-treasurer. 

After the usual dinner, the conditions of the times were 
discussed and the meeting adjourned, 
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Addressograph-Multigraph Men 

Meet in Five Cities to Discuss 

Selling Ideas with Corporation's 
Chiefs. 


Top picture The New England sales divi 

sion met at Bostor where, conferring with 

heads of th Addressograph-Multigraph 

Corporation, they made plans for increased 

business sure to materialize in the near 

future and discussed selling ideas that 
brought success in 1931 


Arrow points t President Roger 


Second picture Banquet climaxes suc- 

cessful New York Meeting where 110 men 

from the selling organizations of both the 

Addressograph and Multigraph divisions 

exchanged views on how to improve sell- 
ing presentations 


Third picture At Cleveland, Ohio, on 
February %& ind © fifty-three Addresso 
graph-Multigraph fleld men lent attentive 


ears to plar for improving earnings in 
1932 

Fourth picture cl igo meeting brings 

together seventy-sever Addressograph 

Multigraph sales agents and salesmen for 

ntensive discu I of business-building 


program for prosperity era just ahead 


Bottom pictur Depression given ‘‘dis 
possess notice at St. Louis by thirty de 
termined Addressograph-Multigraph field 
men, who listened to inspiring papers pre 
pared by their wn colleagues 


rhe territories represented at the several 


sale meetings noted on this page include 
the following cities Under Boston Hart 
ford, Portland, Me Providence, Spring- 


field and Bostor Under New York dire« 
tion are Albany, Baltimore, Newark, New 
York City, Brooklyr Philadelphia, Read 
ng. Scrantor Syracuse Rochester and 
Washington, D. ¢ Under the Cleveland 
fice, we have Buffalo, Pittsburgh, Youngs 
town, Cleveland, Toledo, Cincinnati, Day 
ton, Columbus and Detroit The Chicago 
office covers Grand Rapids, Milwaukee, 
Minneapolis, St. Paul, South Bend, Peoria 
Chicago, Indianapolis, Omaha, Des Moines 
and Duluth The St. Louis office directs 
ictivities in Kansas City, Oklahoma City 
St. Louis, Memphis, Louisville and Nash 
ville The total attendance at these con 
entions was 305 fleld representatives 
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Addressograph Multigraph Men Hold Regional 
Sales Meetings 

Boston, New York, Cleveland, Chicago and St. Louis 
were the scenes of two-day regional sales meetings spon- 
sored by the Addressograph-Multigraph Corporation in its 
1932 sales building program. These meetings covered the 
period from February 1 to and including February 16. 

Believing that the best place to discuss ideas is the home 
atmosphere, the sales chiefs decided to go to the men in- 
stead of having the men come to them. 

Joseph E. Rogers, president and general manager of 
the Addressograph-Multigraph Corporation, attended every 
session of every meeting. General Sales Managers J. B. 
Ward of the Addressograph and R. M. Winger of the 
Multigraph likewise contributed to every session. The 
consolidated advertising department was represented by 
Advertising Manager W. K. Page. Addressograph-Multi- 
graph Divisional Managers E, J. Ferris for the east, and 
P. V. Ward for the central district, were chairmen of the 
various meetings, Mr. Ferris directing activities in Boston, 
February 1 and 2, and in New York, February 5 and 6. 
Sessions at Cleveland, Ohio, February 8 and 9; at Chicago, 
February 12 and 13, and at St. Louis, February 15 and 16, 
were presided over by P. V. Ward. 

Mr. Rogers opened all meetings with an address of 
welcome. His remarks were concise, clear and to the 
point, providing the keynote of the several meetings and 
serving as an introduction to the many papers prepared 
Many of Mr. Rogers’ 
We quote a couple of 


by the field men for the occasion. 
comments are of general interest. 
paragraphs: 

“We are a nation of money makers and money spenders. 
It can be fashionable to be poor just so long; then some- 
thing must be done about it. The nation as a whole has 
started doing something about it already. 

“Last year you men did a pioneering job that will affect 
your records favorably for the next five years. As time 
goes on, will realize that instead of being an un- 
profitable year, 1931 was probably the most profitable year 
you and this company ever put in.” * * * * “We are on 
the threshold of a period of good business that will last 


y¢ yu 


not a year, but many years.” 

The sales leaders of 1931 read prepared papers covering 
such subjects as Why 1932 Offers Greater Direct Mail 
Opportunities; How to Get Business in 1932; How to Im- 
prove the Approach; How Are We Going to Meet the 
Problems of 1932? The Effectiveness of Improved Selling 
Methods; How to Answer Today’s Usual Objections and 
How to Organize a Territory for Greater Commissions. 
Open discussions under the chairmanship of either Mr. 
Ferris or Mr. Ward followed the reading of each paper. 

The evening sessions were devoted to showing motion 
pictures of the interesting phases in the building of the 
new Addressograph-Multigraph plant on the outskirts of 
Cleveland, Ohio, and portraits of the leading sales pro- 
ducers of 1931 and of actual convention scenes. An en- 
thusiastic reception was accorded the two-hour showing 
of a strip film summarizing the schedule of 1932 activities 
of the advertising department. 

Both executives men were present to from 
each other. If the enthusiasm of the men is a criterion, 
1932 sales should break all records. 

A representative of Office Appliances, who had the privi- 
lege of attending several sessions, understands the reaction 
of a prominent New York member of the industry, who 
attended one of the meetings and later remarked, “It was 
a real privilege to sit in at the New York convention. |! 
have attended many sales meetings in this field and it is 
no reflection on others to say I was never more impressed 


and learn 


by the serious-mindedness and enthusiasm of the partici- 
pants than on this occasion.” 
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Chicago Typewriter Dealers Hold Lively Meeting 

The regular monthly meeting of the Chicago Type- 
writer Dealers Association was held at the Press Club on 
Tuesday evening, February 9. 

President Froehlich let the gavel fall at 7:55 P. M. 
Routine matters were dispensed with and the following 
telegram was read from Lamont H. Wood, president of 
the National Association: “Do not let mule kick. Pull 
together. Yours for a jolly good evening.” 

President Froehlich reported that a man giving his name 
as Braden had made several calls in the Des Plaines dis- 
trict, guaranteeing to rebuild typewriters for $10. It is 
said that he takes the machine, but does not return it. 
One machine he is reported to have taken is L, C. Smith 
496558. The man is described as being slender of person, 
about five feet eight inches tall with a slender face. He 
wore a mixed gray overcoat and is a fluent talker. 

Arrangements for the picnic to be held some Saturday 
in June were put on the way. It is expected that every 
dealer and manufacturer will close up on that day. 

J. P. Ward, Jr., and Frank Kline were appointed as a 
committee to select the picnic grounds. 

Assurance was given that Chicago will be well repre- 
sented at the national convention in Toronto. Members 
were asked to plan their vacations so as to include Toronto 
this year. W. W. Buetler, E. Wagner and John Balaz were 
appointed as a committee to arrange for a caravan of 
Chicago delegates. 

The entertainment for the March meeting will be given 
by some of the association’s own talent. R. L. Labres and 
W. F. Schoeneman were appointed a committee to arrange 
the affair. 

Several members reported the success of Moran & Moran 
in locating skips and returning machines. 

An exchange department was suggested through which 
dealers might exchange machines they do not need for 
others more suitable. 

The chair then passed the gavel to J. P. Ward, Jr., who 
called on W. Claussing, who spoke on the advisability of 
dealers selling big machines instead of concentrating so 
much on portables. He believed that proper concerted 
action in the sale of large machines would prove profitable 
and this part of the business should not be permitted to 
be thrust aside. Whenever one sells a big machine, he 
has a prospect for repair work on other machines, for 
supplies and for another possible sale later on. Mr. Ward, 
Jr., added that the foundation of the dealer’s business is 
the big machine. He referred also to the standardization 
of service rates, pointing to the successful and profitable 
plan of the Ford organization. 

There was a fine response to President Froehlich’s re- 
minder that quarterly dues should be paid. 

The meeting adjourned at 9:30 P. M. 

——— 


Carbon and Ribbon Dealers of Southern California 
The feature of the January meeting of the Carbon and 
Ribbon Dealers Association of Southern California was an 
address by H. A. Ecclestone, president of the Sales Man- 
agers Association of the Remington Typewriter Company, 
and manager of the Los Angeles Remington branch. He 
spoke on “Sales Control.” The most salient features of 
this address are presented in another part of this issue. 
The meeting was held at the banquet rooms of the Los 
Angeles City Club on January 7, President W. E. Sibert- 
son in the chair. An excellent dinner preceded the session. 
Those present in addition to the president and Mr. Eccle- 
stone were: Mr. Wilson, Panama Carbon Company; F. C. 
Dollard, Vick-Far Company and Pacific Carbon and Rib- 
(Turn to page 111, please) 
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OFFICERS: 


William E. Ward, New York, N. Y., president; Herman Price, New York, N. Y., first vice-president; Charles W. Heppner, 

Portland, Ore., second vice-president; Alfred ]. Mayer, Detroit, Mich., third vice-president; George Wolcott, Kansas City, Mo., 

fourth vice-president; Charles A. Stott, Washington, D. C., treasurer; Fletcher B. Gibbs, Oak Park, Ill., auditor; Charles P. 
Garvin, Washington, D. C., secretary-general manager. 


Regional Governors and Retail Directors 


No. 1. Elmer Pape, Adkins No. 4. Charles Marshall, 
Printing Company, New Ivan Allen-Marshall Com- 


Britain, Conn.; Arthur L. pany, Atlanta, Ga. 


King, Ward's, Boston, No. 5. Harry Koehn, Greg- 

Mass. ory, Mayer & Thom, De- 

troit, Mich.; Louis Busse, 

No. 2. H A. Tompkins, Franklin Printing & En- 

Scrantom’s, Inc., Roches- oe Company, Toledo, 
ter, N. ¥ hio. 

No. 6. August Hunn, H. 

No. 3. @ H. Spencer, H. West Company, Mil- 

Spencer Stationery Com- waukee, Wis.; G Oo. 


Stevens, Stevens, Malone 
& Company, Chicago, IIl. 
No. 7. J. O. Davis, Miller- 
Davis Company, Minne- 


pany, Chester, Penna.; W. 
H. Brooks, Jr... Wm. F. 
Murphy’s Sons Company, 
Philadelphia, Penna. 





apolis, Minn.; H. S. Fall, 


Printi & Stati 
i3ps - Olson Company, aenpent saab 


compeny., Colorado 
olo. 


inneapolis, Minn. Springs, 
No. 8&8. R. D. Latsch, . 
Latsch Bros., Inc., Lin- ey Gute ) R 


coln, Nebr.; W. E. Royse, 
Combe Printing Company, 
St. Joseph, Mo. 

No. 9. Henry — The 
Dorsey yenetny. allas, 


Portland, Oregon. 

No. 12. Harry Morgan, Sta- 
tioners Corporation, Los 
Angeles, Calif. 


Tex.; W. C. Clegg, The No. 13. James Cook, James 
Clegg Company, San An- A. Cook & Son, Ltd., 
tonio, Tex. Toronto, Ont., Canada. 

No. 10. F. B. Robinson, No. 14. W. L. Jaques, 
Golden, Colo.; 


William eae & Company, New 
Mason, Jr., Out West ork, N. Y. 


General Office and Information Bureau—525 Investment Building, Washington, D. C. 
Place and Date of Next Annual Convention: Commodore Hotel, New York City, 
June 6, 7, 8 and 9, 1932 


Plans for Regional Meetings Developing 


Outlines of programs and events at coming regional 


National 


The meeting in 


Stationers Association are de- 
District No. 1 has been 


held, and a report of it appears elsewhere in this issue. 


meetings of thre 
veloping rapidly 

The next group of meetings will be held on the dates 
and at the places here named 

Fort Worth, Tex., March 10 and 11; Ninth regional dis- 
The Company, Dallas, re- 
gional governor. Headquarters, Hotel Texas. 

Wichita, Kas., March 14 and 15; Eighth regional dis 
trict, R. D. Latsch, Latsch Inc., Lincoln, Nebr., 
regional governor. Meeting to be held at Hotel Lassen 


trict, Henry Dorsey, Dorsey 


sros.. 


Des Moines, Iowa, March 17 and 18; Seventh regional 
district, J. O. Davis, Miller-Davis Company, Minneapolis, 
Minn., regional governor, and Sixth regional district, Au 
gust Hunn, H. H. West Company, Milwaukee, Wisc., re- 


Headquarters, Hotel Savery 
March 23; Fifth regional district; Harry 
Maver & Thom C Detroit, re- 
gional governor, Detroit, Mich., Hotel Statler. 
, Canada, probably April 30; Thirteenth regional 
ook, James A. Cook & Son, Ltd., Toronto, 
regional governor 


Rochester, N Y 


gional governor. 
Detroit, Mich., 


Koehn, Gregory, ympany, 


Toront 


distric . James ( 


Second regional district, 


April 29; 


Harry A. Tompkins, Scrantom’s, Inc., Rochester, N. Y., 
regional governor. Powers hotel. 
Among the speakers who will be heard at that group 


General 


William E. Ward; 


Tussing, president, The 


of meetings are: President 


Manager Charles P. Garvin; R. M 


Victor Safe & Equipment Company; H. D. Bates, adver- 
tising director, W. A. Sheaffer Pen Company; L. E 
Hooker, general sales manager, Commercial Furniture 


Company; Edward L. Little, Wabash Cabinet Company, 


and others 
A goodly portion of the time on the programs will be 
who will consider the 


conferences of retailers 


ide of merchandising principles as adopted at 


given to 
stationers’ c: 
New Orleans and who will also consider the work going 
on in the association for the improvement and stabiliza 
tion of the business. It is planned to have, in as many 
cities as possible, meetings of the local salesmen who will 


troupe experi 


members of the speakers’ 


be addr SS¢ d by 


enced in the problems of salesmanship. It is expected 
that the speakers’ troupe will be somewhat augmented and 
further details as to speakers will be forthcoming in the 
next issue of this journal. 

Among the subjects that will be considered at the re- 
gional meetings will be the legislative work now being 
done by the association in reference to the bills now before 
the Congress for the amendment of the anti-trust act; 
the Capper-Kelly bill, the bill to prohibit the sending of 
unsolicited merchandise through the mails. The backing 
of all stationers throughout the country will be asked for 
this legislation. Addresses will be made showing how the 
recent bulletin issued by the association on the cost of 
doing business can be made of definite value to the indi- 
vidual stationer who will adjust his budget to the figures. 
There will be addresses on advertising and selling and a 
clinic on the merchandising principle code. The meetings 
will be given over largely to the consideration of the 
present day problems and a consideration of the best 
methods for meeting these problems. The officers are very 
much encouraged over the backing they are getting in the 
work being conducted by the association. 

Plans are going forward for the annual convention, June 
, 8 and 9, at the Hotel Commodore, New York City, 
and the convention will devote itself largely to the prob- 
of distribution that are under consideration by all 


~ 
6, / 


lems 
of the commodities committees and by the dealers’ trade 
relations groups. 
— 
Second District to Meet in April 

The second regional district of the National Stationers 
Association will hold its meeting at the Powers 
hotel in Rochester, N. Y., on April 29. Already the pro- 
gram is well under way and officers and committees are 
working to make it a constructive series of events. Re- 
Tompkins has appointed six 


annual 


gional Governor Harry A. 
committees, four of whom are commodity committees cov- 
ering the basic items of our industry, and two who will 
devote themselves to matters of management. The com- 
mittees are as follows: 

Loose leaf and blank books: Chairman, Kenneth Gal- 
lien, Stetson Fisk, Inc., Albany, N. Y.; Uri Doolittle, of 
W. H. H. Chamberlain, Syracuse, N. Y.; George Reynolds, 
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[ PROTECTION 
Just as the shield was primarily a || 
protection in battle, so the Mimeograph \| 
is a buffer against waste in the conflict of 
Economy! It duplicates needed | 
charts, | 





tf || today. 
letters, ruled forms, bulletins, 
drawings, in little time, for little money, 
Type, write or draw on 

. Let || 





with little effort 
its stencil sheet and your job is done 
» » » Address \ 


us tell you its saving story 


I 3 tell y 
|| A. B. Dick Company, Chicago, or see 
] classified ’phone directory for nearest branch. i 
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The Governor Bradford 


THE 
TURNING-POINT 
IS HERE... 


Step Up to New Profits 
With the Imperial Line 


There’s a new trend—a sensible new trend 
in desk-retailing today. 


Hundreds of office furniture dealers have 

6s 99 , , 
stepped out of the “cheap” rut—away 
from price-cutting competition—up to 
sane, solid ground. 


They have found that it is better business 
to sell Imperial Desks and Matched Suites 

making a full profit—than to sell in- 
ferior furniture that has only “cut 
throat”? price in its favor. 


All these dealers can’t be wrong! There 
must be something in an Imperial Fran- 
chise that appeals to their sound judg- 
ment—something that might help you 
build bigger profits—something, at any 
rate, that you should know about. 


Won’t you tell us you are interested, so 
that we can supply you with full in- 


formation, without obligating you in any 
way? 











IMPERIAL DESK COMPANY 


EVANSVILLE** INDIANA 
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H. R. Mann Company, Troy, N. Y. Furniture, filing de- 
vices and supplies: Chairman, Richard B. Lockwood of 
Millington Lockwood, Buffalo, N. Y.; Percy Fassett, Yaw- 
man and Erbe Manufacturing Company, Rochester, N. Y., 
and A. G. Preston, Utica Office Supply Company, Utica, 
N. Y. Carbons, typewriter ribbons and supplies: Chair- 
man, J. E. Van Natta, Ithaca, N. Y.; Clark Hungerford of 
Y., and C. R. 
= ¢ 


Chairman, 


singhamton, N. 
Watertown, 


Hungerford-Card Company, 
Allen of the C. R. Allen 
Business and social stationery and engraving 
C. Dunn, Geer-Dunn Company, Jamestown, N. Y.; Ned 
Oakleaf, F. H. Oakleaf Company, Olean, N. Y., and C. C. 
Cunnings of Cunnings, Inc., Corning, N. Y. Education and 
remuneration of salesmen: Chairman, Lou Hoelscher, 
Hoelscher Stationery Company, Buffalo, N. Y.; C. V. Sin- 
isgalli, Onondaga Office Equipment Company, Syracuse, N. 
Y., and Henry F. Walker, Scrantom’s, Inc., 
N. Y. Purchasing and stock control: Chairman, Fred 
Grant, Grant’s Book Store, Utica, N. Y.; C. S. Bittner, G. 
D. Kirtland Company, Syracuse, N. Y., and Frank DeGraff 
of Canandaigua, N. Y. 


Company, 


Rochester, 


— ~>——_— 


Fifth Regional District Meeting to Be Held in 
Detroit 

The fifth regional district convention of the National Sta- 
tioners Association will be held in Detroit on Wednesday, 
March 23. This district includes Michigan, Ohio, Indiana 
and West Virginia with the exception of Wheeling. Re- 
gional Governor Harry J. Koehn of the Gregory, Mayer & 
Thom Company, expects that about one hundred members 
or more will attend this meeting. 

Mr. Koehn, by the way, is general chairman of the De- 
troit general convention committee, which takes care of all 
conventions which come to the city of Detroit 


———— 


Central Travelers to Meet with Fifth District 

The Central Travelers Club will hold its annual meeting 
the fifth district of The National Stationers Asso- 
ciation. This will be held at Detroit, Mich., March 23, at 
the Statler hotel. 
urges members to arrange their routes so as to attend the 


with 
Harry Balch, president of the travelers, 
annual meeting. An interesting and helpful program has 
been arranged. 

a 
Wichita Stationers Big Plans for Eighth Regional 

The Wichita Stationers and Office Equipment Dealers 
Association of Wichita, Kas., is planning some real enter- 
tainment for the ladies, golf for the men and a capital 
banquet and dance on the evening of March 14, which is 
the end of the first day of the eighth regional convention 
to be held in Wichita, March 14 and 15, at the Hotel Las- 
sen. 

This coming convention has done more, we are told, 
toward bringing Wichita stationers together than anything 
that has happened heretofore. The sent out 
numerous letters on each individual dealer’s stationery, in- 


association 


viting dealers and their wives throughout the district to 
attend the convention. 

March 14, at 
The day’s session will close about 5:30 and 


The meeting will start Monday morning, 
ten o'clock. 
the banquet will be held at seven o’clock. 

The next day’s meeting will start at 9:30 and break up 
about twelve, the golf tournament being held that after- 
noon. It is planned to hold a meeting on Tuesday eve- 
ning of the clerks and salesmen of the local stores, pro- 
vided it is possible to get a speaker. 

It is the earnest hope of the Wichita people that every 
stationer not only in the eighth district, but in other con- 
tiguous districts, and all the manufacturers who can do so 
will attend the convention. 
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To better sales conditions .. . 


NEW SALES POLICY 
OF THE 
EBERHARD FABER PENCIL CO. 


It is our belief that the most helpful action we could take to better 
the chaotic conditions prevalent today in all channels of distribution 
in our industry is to announce the future sales policy of the Eberhard 
Faber Pencil Co. 

It is further our belief that in the long run a manufacturer will not 
profit unless his distributors also profit by the sale of his goods, and 
that distributors will approve and support the manufacturer who sin- 
cerely works for the distributor’s profit as well as his own. 


It is true that under our laws we cannot dictate resale prices to any 
class of our distributors. It is lawful, however, for us to select our 
customers. 


We have therefore decided upon the following policy: 


(a) We shall sell our merchandise only to distributors and not 
direct to the consumer. 


(b) We shall sell our merchandise only to distributors who resell 
it at prices which allow a reasonable profit not only to themselves but 
to all our other distributors generally. 


(c) We shall refuse to sell our merchandise to any wholesaler who 
resells it to the consumer at prices which are unprofitable to our retail 


trade. 
(d) We shall protect the wholesaler in the distribution of our 


products by not selling to the small dealers, who are properly the cus- 
tomers of the wholesaler. 


(e) We shall refuse to sell our merchandise to any retailer who re- 
sells it to the consumer at prices which are unprofitable to the rest of 
our retail trade. 


(f) We shall use every lawful means to see to it that each cus- 
tomer, regardless of his type of business, who buys our merchandise, 
resells the same only to such customers as his type of business entitles 
him to sell to and at prices which allow a reasonable profit to his class 
of trade. 


(g) We do not seek nor will we accept the assistance of any dis- 
tributor in the enforcement of our new sales policy upon others, as 
this is unlawful and we have no desire to become entangled with the 


law. 


We intend to adhere strictly to this new policy. If the individual 
distributor will co-operate with us in the maintenance of fair profits 
in the sale of our goods in fixing his own resale prices, present condi- 
tions will be considerably improved to the benefit of all concerned. 


NEW YORK Le OF 
FEBRUARY 15TH, 1932 / 
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No. S-1—Bound. 50 folio pages, monthly 
summary sheets, annual income account 
and balance sheet. Sheet size 11 x 17 
Raeeee, GR Geicecccsecncscases $3.50 


No. S$-2—Loose Leaf. 150 folio pages, 4 
summary sheets, including annual income 
account and balance sheet forms. Sectional 
post binder has slotted screw caps. ay 
size 11 x 17 inches. List Price 
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Small businesses ... stores ... restaurants ... garages ... gas 
stations . . . professional men. . . are good prospects for simple, accu- 
rate business records, while income tax worries are fresh in mind. And you 
can make numerous sales by demonstrating the 


ALL FACTS BOOKKEEPING SYSTEM 


This system retails at a figure that eliminates price objections. It is desir- 
able because, with little effort, it gives a brief, dependable picture of 
daily business activities. Monthly totals on summary sheets keep informa- 
tion up-to-date. It simplifies the making of Income Tax reports . . points 


out allowable deductions . . . proves figures should collector demand 
evidence. It is, in fact, a complete bookkeeping system for the small 
business . . . one that will sell readily when shown. 


Feature it in the store, and through salesmen making an intensive canvass 
outside. It is a timely profit maker. . . and an entering wedge to sales of 
other items, which will naturally come as the result of going after orders. 


WILSON-JONES COMPANY 


NEW YORK 
CHICAGO 
KANSAS CITY 
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FIREPROOFING 
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12% Production Inerease through the use of 
GF Allsteel Typewriter-Transeriber Desks 


SELDOM has a new product demonstrated its utili- 
tarian and economical advantages so quickly as the 
GF Allsteel Typewriter-Transcriber Desk. 


An actual comparison of costs and output of 
operators by a large life insurance company 
demonstrates that the GF Typewriter-Transcriber 
Desk raises the output of the operator by more than 
12°%, while the cost of production is reduced corre- 
spondingly. In other words, eight transcribing ma- 
chine operators may be expected to do the work of 
nine operating with ordinary equipment. 


The exceptional saving of space is important, for 
this desk combines, in a single unit, space for type- 
writer, transcribing machine and all necessary aux- 
iliary supplies. Separate stands and trailing wires 
are eliminated. The danger hazard is nil. 


Operators express a decided preference for the 
consolidated equipment which places the typewriter 
and transcriber directly in front of the operator. 
The substitution of a shallow metal tray for the 
usual sliding shelf in the right hand pedestal pro- 
vides space for pins, clips, pens, pencils, carbon 
paper, etc. Drawer compartment space for cylinder 
container holding ten-record cylinders; drawer space 
for correspondence and sloping stationery trays 
for any of the four storage drawers are exclusive 
features. The advantages of the GF Typewriter- 


Transcriber Desk are highly appreciated by those 
executives who are prompt to appraise true efficiency 
and appearance. Further data on request. 


THE GENERAL FIREPROOFING COMPANY 
YOUNGSTOWN, OHIO 
In Canada: General Fireproofing Co., Ltd., Toronto 





GF Att-metat Propucts — Desks, Aluminum Chairs, Store 
Shelving and Floor Display Fixtures, Storage Cabinets, Safes, 
Files, Filing Supplies, etc. 

















MARCH, 1932 


NATIONAL 
TYPEWRITER AND OFFICE MACHINE 
DEALERS’ ASSOCIATION 


az 2 8 


OFFICERS FOR 1931-32 
Lamont H. Wood, Midwest Typewriter Co., 500 Grand 
Ave., Kansas City, Mo., president; Earl M. Wynn, Wynn 
Typewriter & Supply Co., Kansas City, Mo., vice-presi- 
dent; John A.La Hiff, ].E. Albright @ Co.,825 Broadway, 
New York City, secretary-treasurer. 
a & ® 
Regional Directors 
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Leo W. Adler, Cleveland Calculating 
Co., Cleveland, Ohio; G. W. Boyce, 
Boyce Typewriter Service, Dallas, Tex.; 


writer Exchange, Indianapolis, Ind.; H. 
E. Russell, Office Equipment Co., Des 
Moines, lowa,; W. R. Shilling, Fort Pitt 


W. T. Comey, Thomas & Comey Type- 
writers, Ltd., Toronto, Can.,; George N. 
Hammond, Geo. N. Hammond Type- 
writer Co., Sacramento, Calif.; R. E. 
Huffman, Huffman Typewriter Co., Aber- 
deen, S. D., W. G. King, King Type- 


Typewriter Co., Pittsburgh, Penna.; E. R. 
Spencer, Buffalo Typewriter Exchange, 
Buffalo, N. Y.; Mrs. Jessie |. Taylor, 
Globe Typewriter Co., New York City, 
P. H. Preston, Knoxville, Tenn. 


Change in National Typewriter Association Officers 

Vance W. Tilley of Lebanon, Tenn., regional director 
of the National Typewriter and Office Machine Dealers 
Association, has resigned his office and President Wood 
has appointed P. H. Preston of Knoxville, Tenn., to fill 
the vacancy 














.. 














ied 
WJ 
TEAM WORK.—Cartoon submitted by Lament H. Wood, president, 


National Typewriter and Office Machine Dealers Association, who ex- 
presses the thought that it would be well for all dealers to act in 
concert for the improvement of the industry and for individual benefits. 





President Wood Announces Convention Dates 


Lamont H. Wood, president of the National Typewriter 
and Office Machine Dealers announces that 
the next annual convention will be held August 15, 16 and 
It is believed that these days will 


Association 


17 at Toronto, Canada. 
best accommodate the members, being well before the va- 
cation season is Over. 

Preliminary plans are already under consideration and it 





Report COVERS 


For binding Student and Business papers of 
all kinds. A grade for every requirement 
and all have extension back that expands 
one-half inch as needed. 


FiberstoK 


ineightattractive 
colors, with gold 
border and panel 
design. Punched 
5 holes forstudent 
and commercial 
use. 


To retail at 


10e 





Fiberkote 
with hand- 


some leather- 
like surface 
that is entirely 
soilproof. Each 
cover equipped 
with brass fas- 
teners. Colors: 
Brown, Blue, 
Green and 
Maroon. 


To retail at 


25e 





Fiberhyde 


A beautiful 
levant - grained 
imitation leather 
cover that will 
give long service. 
Supplied with ex- 
tension screw 
posts. Colors: 


Brown and Black. 
To retail at 


$100 





Order an assortment of colors and finishes to start 
making profitable sales in your store. 


National FiberstoK Envelope Co. 
429-447 Moyer Sr. Puitapevpnia, Pa. 
Cuicaco Warenouse, 54 West Lake Srreet 
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Phoenix Stationer Writes: 


“Our Eyes Were Opene 


The above letter is the third of a series 
been running showing what 
—a 

fe ask you to 





we have 
Stationers think of the 
value of LIBERTY Boxes. 
read this letter carefully. 





As a retailer, in business to make money, it is 
important for you to consider, first of all, 
how readily any line will sell to prospects. 
Profits are not usually made on first sales— 
where the first selling unit is necessarily 
small as in storage filing boxes. As a matter 
of fact, proved by virtually every leading 
stationer in the country, LIBERTY Boxes do 
sell readily to prospects. Tens of thousands 
of the leading banks and firms are users. 
More important, they are constantly giving 
repeat orders. 


Then There Is the Question 
of REPEAT SALES 


LIBERTY Boxes are made 


Weigh these facts: 
They wear 


of the best materials we can buy. 


for long years. They are dust proof. The 
patented fastening method makes them 
semi-sealed. Contentsarekeptsafe. They 


are spill-proof. Sizes are made for every need. Labels 
are attached and labelling strips are furnished. Filing 
iseasy. Reference can be madeinstantly. No untying. 
These are the points that have appealed to users most. 
They explain why LIBERTY Boxes not only sell fastest 
but why they repeat best 


We have a very interesting proposition to make 


to rated stationers not handling LIBERTY Boxes. 
Simply mail coupon. 


Please send us full information regarding LIBERTY Storage 
Files and your proposition to rated dealers. No obligation. 
© Check here if you wish a free sample box. 


Name 


Address 





BANKERS BOX CO., INC. 


CHICAGO, ILL. 


©. A.-3-32 


536-538 S. Clark St. 
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is certain that the convention will be interesting, progres- 
sive, educational and entertaining. 

W. T. Corney, Canadian director, who is making plans 
for the welfare of all those who attend the next conven- 
tion, has postponed a trip to Europe this summer so that 
he may give his undivided attention to planning an inter- 
esting program for the Mr. Corney’s 


unselfish helpfulness is gratefully acknowledged and sin- 


next convention, 


cerely appreciated. 
* . * 

It is said that Joe Cohen of New York can do something 
else beside writing poetry. He the cartoon 
entitled “Headed for the Rocks” for the purpose of stimu 
This, however, is not all, for 


contributed 


lating more dealers to join. 
he is now On an active personal drive to get new members 
in and around New York. 

Mr. Cohen was the organizer of the New York Type- 
writer Dealers Association and at its first meeting asked 
to be put on the membership committee, where he has 
served ever since. A majority in New York, 
who became members, can be credited to his efforts. 


of dealers 


EO — 
Look Out for Bad Men and Bad Checks 

Reports received by the National Typewriter and Office 
Machine Dealers Association from dealers throughout the 
country indicate too great a prevalence of the wrong sort 
of activity. Dealers are cautioned to be very careful in 
accepting checks for typewriters, 

Loren E. Speice of Mansfield, Ohio, advises members of 
the association to look for a man who represented himself 
as W. S. Evans, five feet, eleven inches in height, weight 
one hundred sixty pounds, fair complexion, well kept teeth, 
immaculate in dress, dark suit and overcoat, black hair, and 
between twenty-five and twenty-seven years old. The man 
is well educated, carries a fountain pen below the average 
in size finished in black streaked with red. He is quite 
familiar with portable machines and professes to represent 
such organizations as the Bell Telephone Company, Gulf 
Refining Company, Standard Oil Company, etc. He talks 


discounts for cash. 


——— 
Toronto to Stage a Battle Royal 
It is said that none of the friends have ever seen 


Theodore Schafer, chairman of the board of directors, Na- 
tional Typewriter and Office Machine Dealers Association 
really peeved until he heard that Art Froehlich of Chicago 
has been saying things about having a ball team unbeat- 
able by any other team in the office equipment field. Ted 
Schafer is an old time baseball man and is still a rabid 
follower of the game. He declares that Art will have to 
prove his contentions and that there is going to be some 
real excitement when the clans gather at Toronto. Schafer 
declared that he can pick a team from the New York As- 
sociation that will beat any team the westerners can pick 
out with a magnifying glass. We certain that this 
game will be a wonderful event fraught with surprises. 

In reply to observations of Mr. Schafer, Mr. Froehlich 
intimates that of 
marbles would give the New York delegation a real break. 
Nevertheless if New York wants to be put in its place, 
Chicago is ready to produce a team that will chastise them 
and teach them how ball is played in Chicago. Mr. Froeh- 
lich will bring with him an Addometer which has an eight 
column adding capacity in order to keep track of the New 
York the to be finished after this adding 
capacity is all used up. 

—— 
Kenneth Parker Visits New York 

Kenneth Parker, vice-president and director of sales of 
The Parker Pen Company, Janesville, Wisc., a recent 
visitor to New York, stopping off in Chicago en route. 


are 


an indoor knitting contest or a game 


score, game 


was 
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ANOTHER EXAMPLE 
of Royal’s Dealer-Promotion Policy 


ROYAL now features the Royal Portable Typewriter 
in magazine advertising—The Saturday Evening 
Post, College Humor, Popular Science, Literary 
Digest, Scholastic, Writers Monthly and Writers 
Digest. With a brand new slogan—‘*Makes you feel 
like writing’! With coupons (in certain publica- 
tions) that are already bringing direct returns to 


the Royal Portable dealer! 


Each month—each week—almost daily—it 


becomes increasingly evident that Royal leads 


the entire typewriter industry. Leads with ex- 
clusive mechanical improvements—with advertis- 


ing—with new merchandising ideas! 
Consider ‘Shift freedom” on the Easy-Writing 
Royal for the Office. No feature of any typewriter 


has been so widely and dramatically promoted! 


And Royal’s ‘“‘Weed Out Worn-out Typewriters” 
Campaign! Advertised in the national magazines! 
Seen and read by millions of typewriter owners and 
users! What an opportunity for the Royal dealer 


to increase his sales! 
Link to Leadership! 
Concentrate for greater profits in 1932. 
Stock and handle Royal EXCLUSIVELY! 


If you wish information concerning Royal’s 


dealer franchise proposition — write or wire. 


ROYAL TYPEWRITER COMPANY, INC, 
2 PARK AVENUE, NEW YORK CITY 


More than 2000 Royal Portable Dealers in the United States 


_Roya / “orta ble 


YPEWRITERS 
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OFFICES TOMORROW 


Macey distributors have furnished many of the country's outstanding financial 
institutions, public buildings and private corporations. They know from 
experience that the Macey line comprises the largest collection of really 
fine office furniture in period and modern styles that is made. Because they 
have the full cooperation of the Macey Company's own staff of artists, 
designers, decorators, and space and equipment engineers, they are able 
to serve prospective clients in a broader, more economical and more in- 
telligent manner. As a direct result they broaden their potential field and 
enjoy greater profits. 


Designers and Manufacturers (We 
Bank and Executive Office Furniture (.. - Y WHERE NOT EXCLUSIVELY REPRE- 
Stee! Desks and Safes 


SENTED WE ARE INTERESTED IN RE- 


ome — — Yon ipa } vy, SPONSIBLE CONNECTIONS 
iling Equipment Supplies 


Sectional Bookcases 


GRAND RAPIDS, MICHIGAN 








MARCH, 1932 


National Blank Book Co. New Chicago Quarters 

A ten year lease for 12,500 square feet of floor space 
in the building at 318-28 South Jefferson street, which the 
renting agents have named “The Stationery Mart,” has 
been signed by the National Blank Book Company to 
house its Chicago branch factory and office. The building 
is located within the section of the city that has become 
known as the West Central business district. 

Removal of the National Blank Book Company equip- 
ment and effects from the present location at 618 West 
Jackson boulevard to the Stationery Mart will be done 
gradually. The manufacturing department will be trans- 
ferred first, followed a few weeks later by the stocks of 
National products, and finally the office force and equip- 
ment will be shifted. It is expected that the entire removal 
will be completed by April 1. 

The idea of a Stationery Mart in Chicago, where manu- 
facturers in the industry could concentrate their branch 
offices and warehouses reached fruition a few months ago 
when the National Blank Book Company was casting 
about for more appropriate quarters and better facilities 
for its Chicago branch. Through C. C. Myers of Lang, 
Weise and Cella, 308 West Washington street, Chicago, 
renting agents for the building which is now referred to as 
the Stationery Mart, in cooperation with the National 
Blank Book Company, the project became a reality. 

The building is strategically located a block from the 
Union Station, the Chicago Tunnel Company depot and 
the Canal street station of the Metropolitan elevated line. 
[ts accommodations include warehousing, display space, 
sales office quarters and excellent shipping facilities. 

The All-Steel-Equip Company, Aurora, Ill., now occu- 
pies space on the main floor of the Stationery Mart. An- 
other firm that will soon be a tenant is the Index Sales 
Corporation, which has signed a lease for a portion of the 
eighth floor. A number of other manufacturers in the in- 


dustry have expressed a lively interest in the project. 
——— 


Mississippi Stationery Co. in New Location 

The Mississippi Stationery Company, Inc., of Jackson, 
Miss., is now located at 165 East Capitol street in the 
building formerly occupied by the Jackson Sporting Goods 
Company. 

W. I. Dement, who is president and general manager of 
the business, will discontinue traveling and will devote his 
time to the city sales. He formerly traveled all of Mis- 
sissippi and parts of Louisiana, specializing in the sale of 
bank supplies. Associated with Mr. Dement is H. W. 
Mays, who moved from Memphis and who will travel in 
the interest of the firm. Mrs. L. I. Lewis will have charge 
of the store sales and Miss Louise French will be book- 
keeper.—G. H. W. 


———— 


Notes from the Near Northwest 

Harry Collins, who travels the Northwest for The Conk- 
lin Pen Company, recently fell while crossing the street and 
fractured his hip. He is reported to be resting quite com- 
fortably and hopes ere long to be again able to visit the 
trade. He has the sympathy of a large number of friends. 

* * * 

On February 1, Mrs. Juliette Hagen, who has had a wide 
experience in commercial and personal stationery, opened 
a greeting card and party favor business and circulating 
library at Whitman’s, 629 First avenue, Fargo, N. D. Both 
Mrs. Hagen and Mr. Whitman were formerly associated 
with the Globe-Gazette Printing Company and Commer- 
cial Stationers, Inc. The business names and addresses 
of the two firms are Whitman’s, address given above, and 
Juliette’s, the same address. 
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PEERLESS 
KEYS ARE 
PROMINENTLY 
DISPLAYED... 
in Window Space 
That Costs Real Money! 


ROOF of the profit on Peerless 

Keys is to be found in the fact that 
a number of New York’s leading sta- 
tioners in the Grand Central district 
(where store rents are probably higher 
per square foot than anywhere in the 
country) consistently display Peerless 
Keys in their windows! 


These days, Peerless Rubber Type- 
writer keys effect a saving in typing 
time that your customers are quick 
to appreciate. Savings in time, 
increases in efficiency, are quickly 
translated into terms of reduced over- 
head. That’s why the need for Peer- 
less Keys is readily recognized—that’s 
why they’re such powerful sales 
creators—that’s why it’s worth while 
to display them even in the most ex- 
pensive windows! 


Low inventory, larger profits per sale 
and complete dealer cooperation and 
protection all combine to give you 
quick and gratifying profits. Feature 
———- KEYS and see for your- 
self. 


Write for the PEERLESS DEALER 
PROPOSITION, including prices 


and samples. No obligation. 


Peerless Key Company, Inc. 


The only Rubber Key manufacturers offering a 
complete line THROUGH DEALERS! 


176 Fulton Street New Yerk, N. Y. 


PEERLESS KEY COMPANY, Ine. 
176 Fulten Street, New York City 
Kindly send us, without obligation, details 
of your profit-building plan for dealers, to- 
gether with sample Peerless Key dealer helps. 








You don't have to 


FOOL 
YOURSELF 


about profits on 
POSTINDEX! 


N°? NEED to juggle figures to be sure you're mak- 
ing money when you close a sale of Postindex. 
You can quote and get a fair-profit price—by 
pointing out to your customer how week by week, 
month by month, Postindex will shorten record- 
keeping, shrink overhead, save his money. 

You have no warehousing, no delivery cost, no 
money tied up in stock. Order Postindex direct 
from us. We mail or express it to your customer. 

And every new customer is a prospect for tomor- 
row—that’s the third big reason Postindex pays 
profits. Repeat sales of Postindex cards follow 
every installation—repeat sales to satisfied custom- 
ers, who know they're saving by spending. 


Small wonder so many dealers rely on Postindex 
Visible Files to turn a neat profit these strenuous 
days. Why not try it? We'll be glad to give you 
figures and facts. Postindex Company, Inc., James- 
town, N. Y. 







QUICK FACTS at your 
fingertips in desk cabinets 
of Postindex Flatbooks ! 


Sostindex 
V;sthle Piles 


**4 SIDES TO WRITE ON” 














A Division of Art Metal Construction Company, Jamestown, N.Y. 


MAKERS OF THE COMPLETE LINE 
OF STEEL OFFICE EQUIPMENT 
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OFFICE APPLIANCES 


Display Case for Sheaffer’s New Pencil-Skrip 


Pencil-Skrip is the name of “Sheaffer's” newest prod- 


uct—Successor to Leads.” Pencil-Skrip, say its manufac- 
turers, is made of the finest materials and impregnated 
with a special wax worked through and through each 


stick, thus giving Pencil-Skrip smoothness and greater 


155 


All Grooe 


Erasers (perpatese 
SHEAFFERS 





NEW COUNTER DISPLAY FOR 


SHEAFFER SKRIP 
tensile strength and resistance against jamming and shat- 
tering as well as against breakage in the hands of a force- 
ful writer 

The new Pencil-Skrip case illustrated here requires only 
a four by five inch space on the counter and attractively 
displays a full assortment of grades and colors. The case 
is finished in mahogany and has a glass panel in front. It 
is given without charge to dealers ordering a small initial 
amount of Pencil-Skrip and Sheaffer erasers. 
Each sin 


Eighteen stick cartridges list at 15c. gle Pencil- 


Skrip stick is rated with an 8,000 word capacity. 
SS ae 


“Flatpak” Packing for Oakville-American Pins 


Phe Oakville-American Pin Division of the Scovill Man- 
ufacturing Company, Waterbury, Conn., is offering its 
line of bank pins in “Flatpak” packing, a new method 

















PINS AS THEY 


“PURITAN” 


FIVE-POUND CARTONS OF OAKVILLE 

MAY BE STACKED ON A DEALER'S SHELF.—Shown are open and 

closed cartons of three sizes of pins. The covers are removed from the 

lower row for display purposes as well as for easy access to the stock 

The ‘‘Flatpak’’ system permits the use of considerably smaller boxes for 
half pounds of pins and consequently smaller cartons. 


whereby the pins lie flat and can be easily and quickly 
picked up. This packing permits the use of smaller boxes 
for the same amount of pins, consequently requiring less 
shelf, counter and stockroom space. 


uw 
uw" 
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DANGEH 


Sell on price— 
repent on performance s 





T’S a big temptation to sell on 
price when everybody's doing it. 
But the salesman in business to stay 
trains the customers he wants to keep 
to see through cheap prices, look for 
performance values. 

And he has performance values to 
sell in the Art Metal line. Take our 
“6700” group of files. Check its 
values against any bargain file at 


“save money” prices that you may 
be urged to offer your customers: 


Ball-bearing, roller progressive suspen- 
sion which extends the drawer clear of 
the case to its full depth. No need to 
reach four inches into the case to get to 
the rear of the drawer. 


Long life and low depreciation be- 
cause of hardened steel rollers . . . gal- 
vanized steel members. . . positive lock 
compressors . . . welded steel bar front 
frame . . . solid bronze hardware .. . 
automatic unit lock. 


A wide range of sizes and insert 
drawers to take all types of records, 


not just one or two, 


Bargain prices and cheaply con- 
structed files are not the only things 
that can be sold today. The careful 
buyer looks for value more insistently 
than ever—and value can be dem- 
onstrated in Art Metal files. Art 
Metal Construction Company, James- 
town, N. Y. 


Find out whether your territory 

le 6741, four-d ! 1 r ea is open. Get in touch with us and 
Style 67 . four-drawer (etter file. ° . } 

Sdn G08 tn: iene Ein Seeman, we'll be glad to send you our profit- 


eight inches deep. Twelve styles and 





able dealer story right away. 


fourteen substitute drawers provide 


tanec STEEL OFFICE EQUIPMENT 





THE ART METAL LINE .. . Fire Safes . . . Storage Cabinets . . . Desks . . . Shelving . . . Plan Files 
Horizontal Sectional Files . . . Upright Unit Files . . . Counter Height Files . . . Postindex Visible Files 


IN THE ART METAL BUILDING EQUIPMENT DIVISION..Hollow Metal Doors and Trim..Elevator Enclosures..Architectural Bronze..Library Fittings.. Partitions 
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OU will like this file even better than its predecessor! The new High Side 
drawer construction provides 


1. Greater Sturdiness. 


2. A solid *4” thick drawer front. No cautions 
necessary—a heavily loaded drawer can be pushed shut 
even at the top of the drawer front. 


3. New uses that widen sales opportunities. 
The high side drawer makes the new file an ideal receptacle 
for miscellaneous articles such as dry goods of any kind, 
balls of twine, rolls of tape, etc., with which it can be filled 


to the brim. In the home it may be used for storing blan- WEW LOW PRICES i 


kets, curtains, clothing and the like. 
Prices are reduced, making the ad- 


Additional Popular Sizes. Stock sizes now include ay antages of this file more attractive 
total of 17 fast-selling numbers, for all commonly used forms 
than ever. SEND NOW FOR YOUR 


and records. 
. . COPY OF REVISED PRICE LIST. 
Exclusive OxfordDustFlapRetained. Makesthe ~*~ uesigoar 
Note: New prices will not be adver- 


drawer fit snugly at the front when closed, keeping out dust 
lised to the public before April 10th, to 


and dirt. 
Advantage of stiff sides. ‘The use of stiff board inthe ?7°/™4e muentory loss. 


sides of the drawer is essential, because a heavily loaded drawer, OXFORD FILING SUPPLY CO 


if made of any thin, pliant material, will bulge out at the sides 
and “‘bind’’ when an effort is made to push it shut. 340 Morgan Ave., Brooklyn, N. Y. 
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PASSED AWAY 





Frederick G. Erbe 

Frederick G. Erbe, secretary of the Yawman and Erbe 
Manufacturing Company, Rochester, N. Y., passed away 
Friday, February 5, as a result of bronchial pneumonia. 
Mr. Erbe was educated in private and public schools of 
Rochester, and later attended the University of Rochester. 

He first became associated with Yawman and Erbe in 
1903, and in 1905, after two years of practical machine 
work and toolmaking in the factory, was placed in charge 
of the electro-chemical department. Later in the same 
year he was appointed assistant superintendent of the com- 














e———E>>———e————— 
THE LATE FREDERICK G. ERBE 


When, in 1906, the company decided to expand its 
production facilities through the construction of an addi- 


pany. 


tional factory building in Gates, on the outskirts of Roches- 
ter, Mr. Erbe was commissioned as engineer to supervise 


building operations. When the work was finished in 1908 


he took charge of all manufacturing in the new building. | 


In 1921 Mr. Erbe was promoted to the position of sec- 
retary of the company, which position he held until the 
time of his death. He was elected a director of the Yaw- 
man and Erbe Manufacturing Company in 1908, and was 
recently made a director of the Office Specialty Manufac- 
turing Company, Ltd., at Toronto, Canada. 

Mr. Erbe was a member of many Rochester clubs and 
was also a member of the Society of the Genesee, Theta 
Delta Chi fraternity, and several Masonic bodies. 


¥ 
> Le el 


E. L. Wallis 
E. L. Wallis, proprietor of the Wallis Typewriter & Sup- 
ply Company, 420 Franklin avenue, Waco, Tex., passed 


ly 
z 


away a few weeks ago. 

Mrs. Wallis has advised the National Typewriter and 
Office Machine Dealers Association that it will be difficult 
for her to continue the business and she is, therefore, anx- 
ious to dispose of it to the best advantage possible. 

i eh 
G. W. Randolph 

G. W. Randolph, one of the oldest and most successful 
for the Woodstock Typewriter Company, 
passed away recently at Danville, Ill. He enjoyed the 
high esteem of the community, and outside interests with 
which he Mrs. Kathryn 
Randolph, who will continue the business so long con- 


distributors 


came in contact. Surviving is 
ducted by her late husband. 
i oh 
Thomas D. Wilcox 
Thomas D. Wilcox, one of the founders of the Black- 
well-Wielandy Company, St. Louis, and a vice-president, 
He was born 
and educated in private schools at 


passed away January 31, aged seventy-six. 
at Clarksville, Tenn., 
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Presenting a 


New Line and 
Lower Prices 


VISIBLE 
~~ BOOKS 


| Here is a new line—the largest 
and most complete offered by any 
manufacturer—at new low prices— 
from a well-known house. Truly 
a sales-getting combination. 

Ten grades (or bindings), of which 
four are hard covers — Cescoid, 
Panelyte, Fibre and Masco. Two 
with metal rims. In four capac- 
ities—1”, 114", 2” and 3”. Stock 
sizes from 1014x814" to 1814"x1014’. 
All of prong construction. And in 
price range of from $3 to $33.50. 


Send for Booklet 


You must really see our free illus- 
trated handbook on Visible Equip- 
ment to appreciate what has been 
done. Ask for Booklet No. 181. 





Exclusive Agencies 


We have a very attractive exclu- 
sive agency proposition for active 
dealers. Write for full details. 





Loose 


af 


Ceoce 


The C. E. SHEPPARD CO. 


4401-4429 Twenty-first St. 





Long Island City New York, N. Y. 
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FRANCE 


WOALDS 
VALITY 
ANDARD 


| 





WELDON ROBERTS RUBBER CO. 


NEWARK, N.J. 


: do JAPAN USES 


7 “ ¢ 


sf Z 
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Ky., and Cairo, Ill. He entered business as a 
for Shorb & Boland, and continued with that 
its the John I. Boland Book & 
Stationery Company, twenty-five years. Later this busi- 
ness was purchased by the Blackwell-Wielandy Company. 

Mr. Wilcox was a Mason, Knight Templar and Shriner. 
Mrs. L. Boyce Gates 
grandchildren four 


Paducah, 
salesman 
successor, 


concern and 


He is survived by two daughters, 


Mrs. Myrtle 


great-grandchildren 


and Lindsay; three and 
— ok ols 
Mrs. J. H. Sieck 
Adele Sieck, whose husband is connected with the 
department of the Burroughs Adding Machine 
at New York, N. Y., lost her life in a mysterious 
manner early in February. Her body, fully clothed, was 
found in the ocean off Long Beach. She was fond of the 
as she had resided formerly at 


Mrs 
banking 
Company 


board walk at the beach, 


Long Beach om © 


Charles J. Gregory 
Charles J. Gregory, who had many friends among type- 
writer men, dropped dead in Los Angeles on February 16. 
Further particulars are not available at the time of writing 
Mr. Gregory held a managerial position with the American 
Writing Machine Company for twenty years, and since 
January 1 had been in charge of the Chicago office of the 
Regal Typewriter Company. Office Appliances joins in 

condolences to the bereaved family and associates 

i oh 
Mrs. E. W. Young 

On February 1 the wife of E. W. Young, manufacturers’ 
at San Diego, Calif., passed away, and Mr. Young, 
who handled check 
writers and typewriters, has decided to go out of business. 
Office Appliances extends its deepest sympathy to Mr. 
Young and regrets his decision to discontinue his activi- 


agent 


office appliances, adding machines, 


ties in this field. 
ae 
Some Transfers in the Parker Organization 

The Parker Pen Company of Janesville, Wisc., has re- 
cently been organizing its forces for a concerted drive in 
certain sections, concentrating mostly on the new “Pen- 
parkers.” 

Carl Priest, for a long time a division manager of the 
company, recently returned from the West Coast and has 
transferred his activities to the Middle West and East. 

Frank Woodside, formerly a Parker man in Denver, and 
more recently promoted to the post of divisional manager, 
has lately been helping out in Chicago and other Middle 
Western cities 

W. A. Rucker, Quink sales manager, has also been added 
temporarily to the “Penparker” ranks. 

Backing up the personal efforts of the sales force is a 
series of advertisements in newspapers and periodicals in- 
cluding The American Weekly and full pages in The Satur- 
day Evening Post. 

—E——— 
Kass Introduces His Sales Organization 

In a recent issue of The Knickerbocker Press, Albany, 
N. Y., Henry Kass, Inc., 
tisement his thirty-first anniversary celebration 
duces likenesses of the sales organization of the company, 
this organization being apparently a family affair, consist- 
Fred and 


announces in a well placed adver- 
He intro- 


ing of Henry Kass, the founder, his sons,*George, 
Herbert Kass, and Ray Haller 
Office Appliances extends good wishes to the 
ganization —— 
Woodstock Distribution in Poland from Warsaw 
E. M. Pachlewski & J. Trawinski, Warsaw, Poland, have 
been appointed agents for the Woodstock Typewriter in 
Poland, 


Kass or- 
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See Sasa / 
THE DISTRICT MEETINGS WHICH BROUGHT THESE ALERT SHAW-WALKER DEALERS TOGETHER 





IN NEW ORLEANS, MINNEAPOLIS, BOSTON, INDIANAPOLIS, NEW YORK, PHILADELPHIA, 





DALLAS—AND IN OTHER GROUPS NOT PICTURED HERE—ARE TYPICAL OF THE 








= SALES HELP SHAW.WALKER a ae JOIN ONE 

. __—_ a OG OF THESE 
PROSPEROUS 

DEALER GROUPS! 


“Built Likes 


r 


THERE IS A PLACE FOR YOU IN ONE OF THESE PROS- 





GHAW-WALKER 


THE SHAW-WALKER Co., Muskegon, Mich. 


o 
| 
| I'd like to join the prosperous group of Shaw- l 
Walker dealers. Please send me detailed infor- . 
| 
| 








PEROUS DEALER GROUPS. WRITE FOR INFORMATION 


mation on the Shaw-Walker exclusive dealer fran- 





chise and let me know if my territory is still open. 
; Name .. Sere eee | 
ND w akdtn'sd vic. «9 AGEs » ok meee anes ; 
I 
ON THE SHAW-WALKER EXCLUSIVE DEALER FRANCHISE |_444?e8 ----------- ey 
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Plere's what business 
executives say about 


RYTO ink... 














CCOUNTANT : “Ryz¢o is the finest fountain 
pen ink I have ever used, and decidedly attractive when 
writing. Its permanence is of great importance in pre- 
serving records.” 


ATTORNEY: “I find that this ink measures up to 
all the representations which are carried in your adver- 
tisements and that same should solve many ink problems 
which confront business and professional men.” 


CHEMICAL ENGINEER: “Since using Ryto I 
have found it a pleasure to use my pen; no drying while 
not in use. Free flowing. Smooth writing. I will use 
Ryto from now on.” 


MIANUFACTURER: “A great improvement in ink 
making.” 


And these are but a few of countless testimonials 
our files from business executives who are your best cus- 
tomers. Convincing proof that you can offer your trade 
no finer permanent ink than Ryfo. 


Made especially for fountain pen use, wonderfully free- 
flowing—Ryto won't fade, cannot be washed out, lasts 
as long as the paper on which it is used. 





PERMANENT 
OL VE SLACK 


INK 


(+ 6 oo wee 
a oe ete ® 







The famous Carter name stands back of Ryto—makes 
this ink even more acceptable to your big customers. 










Recommend this superior ink—repeat orders are as- ay 
sured. Order from THe Carrer’s INK Company. » 
Boston, New York, Chicago, Montreal. 


arter’s |ilkeu 7} 
RYTO INK — 


bs FL 
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Postcards Preach Good Business Gospel 
The “Monroe Broadcast Program” of the Monroe Cal- 
culating Machine Company, Inc., N. J., 
a number of postal cards which have been sent out start- 
cards are planned 


Orange, includes 


ing at the beginning of the year. These 
to carry out Mr. Monroe’s idea that the 
organization can do much to dispel gloom and uncertainty 
attitude of optimism and broadcasting a 
Postal 


members of his 


by adopting an 


cards bearing 


spirit of confidence. appropriate 
messages are mailed from Orange every other day to mem- 
bers of the Monroe organization. They have been well 


received and a number of the men have requested supplies 


for distribution among their customers. 


—_—_——~<>_—_- 


Robert Strong a Shrine Potentate 
Robert L. Strong-McCutcheon 
Printing Company of Ala., has been elected 
Potentate of Zamora Temple, Shriners organization of that 
city. He has long been prominent in Masonic circles.— 


G. H. W 


of 
>: inghz 
»Irmingnam, 


Strong, president 
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N-C JUNIOR DISPLAY NO. J-1 This at 
tractive sales stimulator, measuring 14” 
is artistically processed in three colors It 
is given to dealers gratis by the Neva-Clog 


Products, Inc., Bridgeport, Conn., manufac 
turers of N-C and Duplex staplers, Neva 
Clog and N-C Junior pliers 








Eversharp Prize Contest Concludes Successfully 
The Wahl C Iil., 


Eversharp pens recently 
contest among dealers and sales people engaged in selling 
Personal-Point pens and pencils, Fifty-five 
and fifty Eversharp Doric 
and pencil sets awarded to the The 
of the prizes awarded was more than one thou- 


ympany, Chicago, manufacturers of 


and pencils, conducted a prize 


Eversharp 


prizes—five cash awards new 


pen were winners. 
total value 
sand dollars. 

The winner of the first cash award of $150 was John L. 
Store, Bronx, N. Y. Sadie B. 
News Record Printing Company, Ironwood, Mich., 
won the second prize of $100, and Elizabeth Hitchcock, 
W. B. Read Company, Bloomington, IIl., won the $50 third 
Fourth and fifth prizes of $25 each were awarded 


N. Y., and 


Francisco, 


Schwarz, Menczers Jewelry 


Loyd, 


prize. 
to Dorothy Zarek, Letty’s Gift Shop, Stapleton, 
E. J. Casey, Schwabacher-Frey Company, San 
Calif. The fifty Doric pen and pencil sets went to other 
Eversharp dealers and salespeople in all parts of the coun- 
try, and were personalized with the initials of each re- 
cipient engraved on the clips of both pen and pencil. 
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Keeping your inventory at a minimum is a wise policy if not 
carried to the point where it actually loses sales for you. Today 
your customers must see the goods before they buy. The dealer 
must carry a well-rounded stock to meet every office and price 
requirement. 

Hoosier dealers can offer the most complete line of moderately 
priced office furniture in America. Because they can so success- 
fully fill every order from this one source, they are naturally in a 
happy position with regard to reduced inventory. 

Our catalog, showing the complete Hoosier Line, may point 
the way to a conservative, yet effective sales program for you. 


HOOSIER DESK COMPANY, See EEEEEEE INDIANA 


fils. 
atan 
ee 
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We Are Members by Invitation of 


RICE LEADERS OF THE WORLD 
ASSOCIATION 


Representing High Standing in 


NAME - PRODUCT - POLICY 














with WABASH 


aS. 








You can offer your customers 
the BEST FOLDER...at no 
greater cost! 


THE prices on Wabash standard manila 
Folders have been reduced, yet the qualit y— 
granted even by our competitors to be the best— 
bas not been changed. At present prices, you can 
offer your customers Wabash Folders at a price 
no higher than that of the ordinary kind. 

They are full weight, made of high grade 
Sulphite, uniform in color and texture and have 
a folding and tearing strength superior or equal 
to any on the market. Breaking strength is at 
least double that of any competitive folders. 

They are packed in strong, neat boxes 
which eliminate spoilage losses. Shipped in 
double walled corrugated cartons. Now is the 
time when your volume of folders is greatest. 
Give your customers the finest value money can 
buy. Use the coupon now for details, 


Wabash 


SUPREME QUALITY FILING SUPPLIES 
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Granfield Organizes Company in New Haven 

Edward Granfield, who for the last fifteen years has been 
active and successful as a selling representative of The 
General Fireproofing Company, Youngstown, Ohio, has or- 
ganized his own company, known as Edward Granfield, 
Inc., and has established his place of business at 184 Crown 
street, New Haven, Conn. He has been appointed sales 
representative by The General Fireproofing Company. 














NOT THE 
a bend 


DARK,”’ ARE 
Davis rounded 


DARK, THE 
As the car driven by H. A 
about ten miles south of Helm, California, a band of small animals ap- 


“EYES THAT SHINE IN THE 


EYES OF SHEEP 
observed Davis at first glance. Then as 
the headlights shone into eyes that resembled live coals, Robert Hiles, 
Davis’ companion, said, ‘‘Coyotes,"’ and coyotes it was—more than a 
score of them. Davis pressed the accelerator and clove the pack in two 
For an instant it rained coyotes. The net result was one animal killed 
and another injured so it had to be killed The rest of the pack took 
to the hills 

Mr. Davis is manager of the Underwood Typewriter Company’s branch 
at Fresno, California, and Mr. Hiles is the Fresno representative of the 
Pacific Manifold Book Company The incident related occurred on a 

trip from Coaling to Fresno on the evening of November 30 


peared in the road. ‘‘Sheep,”’ 








The Pender Company in New Location 

The Pender Company of Abilene, Tex., H. A. Pender, 
president, recently moved from their old location at 926 
North First street, to their new store at 273 Cypress street, 
in the heart of Abilene’s business and shopping district. 
They now have a floor space of 10,000 square feet, of which 
2,500 square feet are assigned to the office, retail depart- 
ment and store, and the balance to the manufacturing and 
printing departments. Their fifty foot frontage on Cypress 
street affords them good window display facilities. 

ee 

Sawyer Organizes Local Agency for Monarch 

H. A. Sawyer, Jr., has organized the Sawyer Office Equip- 
ment Company of which he is proprietor, and has taken 
over the New Bedford, Mass., agency for the new Monarch 
typewriter manufactured by Remington. It is his inten- 
tion also to carry a complete line of office equipment. 

The new company is located at 106 Middle street. 

Mr. Sawyer was for some time a salesman of the type- 
writer division of Remington Rand, Inc., and is an experi- 
enced, well posted man in office machinery and equipment. 

Se 
Typewriter Man Retains Red Cross Chairmanship 

Louis Cohen, president of the Fort Smith, Ark., Office 
Supply House, has been re-elected chairman of the Sebas- 
tian County Chapter of the American Red Cross. This re- 
election took place at the annual meeting of the chapter 


some weeks ago. 





WABASH CABINET CO., 
Wabash, Indiana, ‘ 19 


Gentlemen: 
Please send us more information about Wabash Manila Folders 
We are interested. 


and reduced prices. 
Firm 


Address 


By 
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B. J. Bristoll, Jr. 

On Sunday morning, January 24, B. J. Bristoll, Jr., be- 
came a member of the household of Mr. and Mrs. B. J. 
Bristoll, Sr. Mr. Bristoll is connected with the house of 
Koch Bros. at Des Moines, Ia. Office Appliances joins 
in the chorus of congratulations. 
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“Send him right in 


The Marchant Calculator offers you a remarkable oppor- 
tunity. 

Now, more than ever before, executives in all lines are in- 
tensely interested in cutting corners and keeping down over- 
head, while turning out more work at less cost— 


Especially in connection with figuring. For, accurate, speedy 
figuring is vital to the success of nearly every department of 
a business. 


This is where the Marchant Calculator fits into the picture. 


For when you sell the Marchant you sell ‘‘the fastest figur- 
ing in the World.” 


You do not sell just another calculator—you sell the cal- 
culator— 

The outstanding machine with many exclusive features and 
improvements that make it easy to prove Marchant su- 
periority. 

You are assigned to exclusive territory. 

You are backed up by Marchant advertising and direct mail. 


You receive every possible co-operation from the Marchant 
organization. 


Your income limit depends entirely upon yourself. 


If you are a hard, persistent worker and are interested in 
the opportunity to build your own future, phone local office 
for an interview, or write us. 


Marchant Calculating Machine Company 
Dept. 255 Oakland, California 


Fastest Figuring 
in the World 


ACCUMULATES 
Adds 
Subtracts 
Multiplies 
Divides 


® 19 years building calculators — electric, hand 
operated and portable models. As low as $125 


202 
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For the present market sell the 
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Read this letter .... 





McLeod Furniture Company 
OFFICE FURNITURE 


Laurel, Mississippi 





March 1, 1932 


The new McLeod desks, tables and matched suites are remark-— 
ably well made. They bear minute inspection both inside and 
out. Particular pains are taken in the finishing process, 
which is more exacting than seems necessary. The same high- 
grade finish is on all McLeod numbers. 


The factory is adjacent to extensive timber holdings con- 
trolled by officials of the company. The proximity of the 
controlled lumber source and ideal conditions for office 
furniture artisans make possible the production of this 
line of genuine quality at remarkably low prices. 


The McLeod line is ideal for present-day conditions. Taking 
quality and price into consideration, it is small wonder 
that the interest of enterprising dealers in this active 
line is growing rapidly. The new numbers introduced during 
the last few months have an especially strong appeal. 


The feature of built-in quality at an attractive price gives 
the McLeod dealer a real advantage. It offers an oppor- 
tunity to solicit office furniture business on a basis of 
satisfaction and genuine economy to the ultimate user. 


Where not exclusively represented we are interested in 
responsible connections. 


A catalog showing the new McLeod numbers will be mailed im- 
mediately upon request. 





Vice President 














- « « « It presents an opportunity for new desk profits 


“DISTINCTIVE DESKS BESPEAK SUCCESS” 
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new McLeod office furniture 
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This desk, like the entire 
suite, is built of combination 
Walnut, legs and pedestal rails 
being Figured Red Gum; the 
remaining exterior is of full 
sliced, striped Walnut. 


The pieces completing this 
suite are: Secretarial 60x34; 
Drophead typewriters 42x32 
and 54x32; Flat top desks 
42x32 and 52x32; Salesmen’s 
desk 36x24; Tables 36”, 48” 
and 60”; Telephone stand; 
Costumer and Waste basket. 





- 8020—60x34 


Of Genuine Walnut con- 
struction, with beautifully fig- 
ured burl Walnut bands; 
drawer fronts of perfectly 
matched Stump Walnut. 


The pieces completing this 
suite are: Table; Telephone 
cabinet; Costumer and Waste- 
paper basket. 


No. 1600B—66x36 





Prices and detailed specifications furnished on request. 


McLeod Furniture Co., Laurel, Miss. 


“FROM THE FOREST DIRECT TO YOU” 
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rw 
ALL 


TYPEWRITER PARTS 
AND 


SUPPLIES 









Premier Remingtons 





are 


Rebuilts 
of 


Unsurpassed Quality 


For Discriminating Users 


They Stay Sold! 








Also Rough and 
Challenge Grade 


RUBBER 
COVERS 


THERE IS AN AMERICAN WRITING 
MACHINE STORE 24 HOURS NEAR 
YOU 











AMERICAN WRITING MACHINE 
COMPANY 


374 Broadway, 
New York City 







Tyme 
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Briggs Takes Scripto Line for Metropolis 

Dwight N. Briggs, 314 Broadway, New York, N. Y., has 
been made representative of the Scripto Manufacturing 
Company, Atlanta, Ga., makers of the “Scripto” and 
“Sharpont” lines of low-priced mechanical pencils, leads, 
He will cover the entire Metropolitan area, 
including New York City, Long Island, Northern New 
Jersey and Westchester county. 


erasers, etc. 


For the past year Mr. Briggs has been the Metropolitan 
representative of the Sun Rubber Company, Barberton, O., 
manufacturers of rubber office specialties, which line he 
will continue to handle. He will also continue calling on 
the commercial and wholesale stationery trades for the 
Seneca Falls Rule and Block Company, Seneca Falls, N. Y. 

For ten years Mr. Briggs was assistant eastern manager 
for Office Appliances. 
been secretary-treasurer of the Stationers’ 12:30 Club, of 


For the last three years he has 


whose Board of Governors he is at present a member. 


——_——~<>___——_- 

Office Appliance Firms at Direct Mail Exhibit 

A three day direct mail exhibit and advertising confer- 
ence held January 20, 21 and 22 at Hotel LaSalle, Chicago, 
under the direction of Robert G. Marshall, had among its 
exhibitors the Addressograph-Multigraph Corporation, 
Goes Lithographing Company, Selectograph Company and 
Varityper, Inc. Among those who assisted Mr. Marshall 
in making the exhibit a success was O. A. Caleson of the 
Addressograph division of the Addressograph-Multigraph 


Corporation. 


——— 
Realpoint Display a Powerful “Highlight” 

The Autopoint Company, 1801-31 Foster avenue, Chi 
cago, Ill., provides dealers with an attractive display eascl 
to sell the “Realpoint” dollar pencil. The design is strik- 
ingly modern, and its vivid colors are “snapped up” by the 
lustrous hues in the pencils. The display for the dollar 
grade shows gold-and-black, Silvergray-with-red, Burgun- 











E550 “REALPOINT”’ DISPLAY CARD 


dy-and-marine green, each with gold filled metal parts, and 
cap over eraser, matching the barrel color. 

A similar display is furnished for the fifty-cent “Real- 
point.” This model is made in Burgundy, marine green, 
white-and-gold, blue-and-black: has black Bakelite cap and 
gold plated parts. 

The mounting popularity of the line has led the Auto- 
point Company to produce a $3.00 “Realpoint” pen. It 
matches the dollar pencil in the two most popular colors— 
marine green and Silvergray-with-red. The fountain pen and 
the pencil make a handsome combination in a fancy gift 


box 
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Monroe, Michigan 


Something 
New 


is what the public is demanding—from autos to filing folders and 
transfer cases. And many a Stationer has grabbed the new Weis 
Duo-Top Filing Folders as veritable life savers—gives them some- 
thing to talk about to their trade; gives them a better article to 
hand to their customers—all of which means more business and 


more satisfaction. 
If you haven’t wakened up to these facts—you’re drifting. 


When you can show your prospect a Weis Duo-Top with twice as 
much wear as a single top filing folder, and at only a fifth more 


cost, it is a selling argument that’s hard for your customer to ignore. 


And when you show them that they can use a medium weight Duo- 
Top instead of a heavy weight single top folder, at less cost; get same 
filing results and save space in the file—i.e., put more folders in same 
space—that’s another warm sales argument. 


Even the box the Duo-Tops are sold in has been known to win a 
customer. A box that is good looking; telescope style without metal 
corner reinforcements, yet stronger. 

Words on paper are weak vehicles to convey our enthusiasm to you 
regarding our new business getters. You've just got to get in the swim; 
learn how prospects warm up to these new Duo-Tops; learn what 
other dealers are doing with them. 

“Durned” if it wouldn’t almost pay you to close your store a day to get 
out and introduce Duo-Tops to your customers to make sure of the 
repeat business that’s sure to follow. 

And don’t forget we have advertising material to help you inform 
your customers about these new Duo-Top Filing Folders. 


If you haven’t made the break—do it today. Get the bulge for the 


repeat business. 


Again we say you will find them veritable life savers. 











The Swing trom 
Single Top Filing 
Folders to the 
New Duo-Tops is 
Inevitable - - - 
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An 
Avalanche 





of Orders 


was the result of our announcement 
of the new 














Pull Out Drawer Fibre Storage Cases 


And very naturally so because it gave the dealers some- 
thing new to show their trade—something with real merit. 
Anyone who has been storing records in fibre transfer 
cases with removable covers, can’t help but appreciate 


~ . . CT 
I> and be interested in a case that does not have to be | gh te! 
=a shifted, and lifted. and moved to get at the contents. ai. a 
r r r ry, r* . . . ran) mh | * | 
e \ You can stack Weis Wizards high and wide with the et 
* i» . . = O18) 4 
i. ; assurance that the contents of any one can be readily a} _ TI 
——<- referred to without other cases interfering. This is the big = 
aces selling argument and the one that instantly appeals. or 
T} ah . - . ‘ ° Enjoy This 
Avoid This The outside shell of Wizards is made of extra strong 


corrugated fibre board; the drawers are made of heavy 
solid fibre board. Cases are shipped knocked down, 
but the instructions tell how to set ‘em up in a jiffy. 
Nine standard sizes—3 x 5 card to legal cap. 


it You're Looking for Something to Sell 
—Here °Tis 


New York Chicago: 


i‘, eee, les The Sf 2 Manufacturing Co. Acnedtetad Ghathenete 
162 Union Street 
Monroe - Michigan 


556 Broadway Supply Co. 
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A FEW OF THE MANY BUSINESS FIRMS THAT USE AUTOPOINTS 






Studebaker Sales Co Fuller Brush Co. Consumers Co., and Wisconsin Electrical Products Corpora- 
of Chicago C. B. Eckman, Lime & Cement Co., Chicago tion of California 
R. H. Keeling, Chicago District Supervisor James A. Duffy, G. D. Fitzhugh, 
Vice-President and Sales Manager Advertising Manager Sules Manager 


“The favorite pencil of 


Big Business—is the 


Are you giving it display? 


OR years we have heralded the Autopoint as “the favorite pen- 
r of big business.” Today it is truer than ever. The new im- 
proved Autopoint still further establishes this pencil’s supremacy. 

Big business firms everywhere stimulate sales with this famous 
pencil. They know from experience no other pencil gives so many 


years of trouble-free service. Autopoint is the accepted pencil for such 





Autopoint No. 48 
supplied in black; 
also solid or mot- 
tled colors—to list at 


‘4 


The 3 winning features of the Autopoint 


use and leads the field by a wide margin in this important service. 

It is to your advantage to identify yourself with this famous 
pencil. Feature Autopoint prominently and profit by its quick turn- 
over. Display material supplied FREE-ORDER NOW. 





1. Cannot jam. But one moving part. 





2. Bakelite barrel. Beautiful onyx-like ma- 
terial. Light in weight. Perfect balance. 


3. Lead always held firmly. Cannot wobble. 





The “Better Pencil” @ —made of Bakelite 








Autopoint Company, 1801-31 Foster Ave., Chicago, Illinois 
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An Open Letter to Every Dealer 











5 very truly> 
sERNICKE com 


i 


your 
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‘Tremendous Manufacturing Facilities 


for Steel, Wood and Paper Products 


Our enormous Globe-Wernicke plant at Cincinnati and our large Steel Equipment Corporation Division plant at Avenel, 
N. J. form an unequalled combination for the most efficient service possible in both the eastern and western markets. 
Over 4000 stock products are at the dealer’s service—in addition we are in position to design and manufacture for our dealers 
practically every type of special built equipment in either steel or wood for banks, corporations, libraries, public buildings, 





























EQUIPMENT 





Atleft Steel Equipment 
Corporation Division of 
The Globe-Wernicke Co., 
plant at Avenel, N. J. 
350,000 square feet of 
floor space. 








At right Enormous 
plant of The Globe-Wer 
nicke Co., at Cincinnati 
1,600,000 square feet of 
floor space. 
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a stapling Machine 
for «fastening use 




















OR lighter work the N-C 

Junior machine has just re- 
cently been offered the trade. Its 
acceptability has proven its merits 
It is somewhat smaller than the 
NEVA-CLOG machine and holds 
a load of 50 staples instead of 100. 
Its action is easy and positive. 
Special rocker device 
staples from entering channel un 
til former staple is used or removed 
The EJECTOR bar—operated by 
compressing the lower handle 
clears the channel of jammed 
staples if not correctly used. 


prevents 


The entire machine is rugged, durable, 
fool-proof and clog-proof. It is fully 
guaranteed and will be replaced or re 
paired free of charge within the guar- 


arntee period 
NEVA-CLOG 
No. A 1000 Staples 





+ 
fr ess ww é minates collod nm an 
er machine umming substance he 
irfe j Wanufactured express 
f-c L¢ Stapling 


(NEVA CLOG) 


STAPLING PLIERS 





<— 


FFICE equipment dealers 


have profited year after year 
from the sale of NEVA-CLOG 
Stapling Pliers and the repeat busi- 
ness derived from the sale of 
staples. 
It has been the favorite portable fasten 
ing machine with thousands of users for 
years and its consistent performance 
and durability has proven its utility 
At $5.50 each list and attractive deal 
er’s prices, your profit is assured 
A special rocker device prevents a new 
staple from entering channel until the 
former staple has been used. If thru 
misuse, or defective staples the ma 
chine becomes jammed, a slight pressure 
on the EJECTOR BAR with fingers 
under the lower handle will immediately 
clear the staple guide. This is an ex- 
clusive NEVA-CLOG feature. The 
machine is fool-proof and clog-proof and 
is absolutely guaranteed. Each machine 
is numbered and registered with full in 
structions on guarantee slip 


EVA-CLOG Staples are made spe 
cially for the NEVA-CLOG Sta 
pling Plier. No other staples are satis- 
factory and the use of imitation staples 
voids the guarantee. Made in strips of 
100, they pack 1000 to a box, and 10,- 
000 to a carton. Soldered into strips 
and sharpened, they will penetrate tough 
material without tearing it—an important 
pont 
DUPLEX Staples are made specially to 
fit the N-C Stapler, N-C Junior, Pliers 
and Duplex machines. Use only the 
Genuine DUPLEX Staples as these ma 
chines are only guaranteed to give satis 
faction with this condition. 


SALES HELPS 


Free color displays for window and 
counter and imprinted folders on each 


item. W rue. 





N the N-C Stapler you have a 

two-purpose fastening machine 
that represents great value. Its 
flexibility of use opens new chan- 
nels of sale and its low price places 
it within reach of everyone. This 
has proven one of the year’s most 


popular selling devices. The new 


removable front plate makes it easy 
to clear machine when misused. 


A neat compact, efficient machine for 
general fastening use in offices, stores, 
homes, etc., and for use as a tacker by 
swinging base back and applying staples 
direct to object. In this manner it will 
apply labels to barrels or crates, tack 
up signs, posters, window trim, etc., and 
is generally used by draftsmen in place 
of thumb tacks. 


DUPLEX 
No. D-1000 Staples 





Wanufactured expressiy for 


Stapler, Duplex, and N- lunior ma 

chines They are sharpened and frozet 

together in strips of 50. Other staples d 
t fit and will not work proper 


NEVA-CLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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Expansion by The Roth Office Equipment Co. 


February issue reported changes in 
Roth Office 


\dded parti ulars have 


Brief items in the 


res by The Equipment Company, 
Ohio. 


ot Otnice 


branch st 


of Dayton, been received 


for this issue \ppliances 
t Springfield, Ohio, the company has moved from West 
High street to 11 South 


occupied fifty-five years by 


Fountain avenue, a location which 


The Pierce Stationery 


It affords 


had be en 


Company. The entire store has been remodeled. 


5,400 square feet of floor space on the first floor, and an 
equal amount in the basement. G. L. Logan is manager. 
In this store the company is specializing on loose leat 
devices and supplies, Mimeographs, miscellaneous station- 
ery and artists’ materials. Considerable space is also de- 
voted to desks, chairs, filing equipment, visible filing de- 
vices, ete This is one of the most modern stores in the 
state Three well-trained salesmen devote their entire 


time to the promotion of sales for this store, which is a 


“G-F” agency, 

At Sidney, Ohio, the mpany opened a branch in The 
Ohio Electric Company building on Ohio street, in charge 
developing 


of C. C. Carey He devotes his entire time to 


office surrounding 
David 


of the company, who is assist- 


the sales of equipment in Sidney and 


territory This work is under the supervision of 


McConnaughey, treasure! 


ing Mr. Carey in putting this latest development on the 
map 
<p — 
Fritz-Cross Company Sells Duluth Store 
The Architects and Engineers Supply Company of Du- 


luth, Minn., have purchased the establishment of the Fritz- 
Cross Company and have been appointed rep- 
of The General Fireproofing Company. The 


changed to the A. & E. 


Supply Company, and the business will be under the man- 


of that city, 
resentatives 


name of the concern has been 


agement of A. B. Gustafson, who has been manager of 


the Architects & Engineers Supply 


Company for over fif- 
teen years. 
The 


and will merg« 


management, it is stated, will retain all employes 


the two stores as soon as a permanent lo- 


cation is decided upon Che consolidation will enable the 
new firm to handle all the office equipment and supplies 
required by business and professional offices in the terri 
tory of which Duluth is the center 

> 


Marbleized Effects on “Fabrikoid” 
[he “Fabrikoid” 


& Company has developed marbleized effects 


division of E. I. du Pont de Nemours 


in this pop- 


ular fabric This line meets the vogue for marbleized 
effects in various industries, and indicates the versatility 
with which the du Pont product can be decorated and 
applied \ number of color combinations is available, 
some printed in one color and some in two colors; a 
Spanish finish in one color has a wide field of application 


Che new marbleized finishes are capable of application 


in the stationery, furniture and automobile fields, as well 
as in novelty, bookbinding, packaging, case covering and 
luggage fields, and in many others where decorative effects 
are designed with luxury appeal 
_—s 
Fort Smith Underwood Branch to Take New 
Quarters 
©. B. Williamson, manager of the Fort Smith, Ark., 


branch of the Underwood Typewriter Company, announced 


recently the removal of his branch from its quarters in the 


Kenney building to 8A South Sixth street in the Cohn 
building. In so doing, the branch will occupy one of the 
two units created by remodeling a larger store in the 


building. 


VARITYPER> cuanceaste type 

















The 
VARITYPER is the new 
business writing ma- 
chine that modernizes 
all typewriting 


The Varityper is the sound, practical ap- 
plication of the idea of making one ma- 
chine for all typing, rather than making all 
typewritten work conform to one machine. 

Varityper achieves this purpose through 
four main features—changeable type, vari- 
able spacing, uniform impressions, and per- 
fect alignment. 

With Varityper you have the standard 
sizes and styles, and, in addition a great 
variety of new and different type faces, 
Selec- 
tive spacing, both between characters and 


easily and quickly interchangeable. 





between lines, permits a proper use of dif- 
ferent size types. 

Every letter and line produced on the 
Varityper is mechanically controlled—of 
equal quality, color, and alignment. 

Ideally suited to correspondence, Vari- 
typer will do every kind of typing that a 
modern office requires—treports, tables, sta- 
tistical data, plans, specifications, proposals, 
financial statements, sales letters—and do it 
better. 

The only business machine of its kind, 
Varityper offers a tremendous opportunity 
for profitable promotion. Every office, 
bank, corporation, institution is a Varityper 
prospect. 


VARITYPER, INC. 
Chrysler Bldg. - NEW YORK 


VA-nderbilt 3-2590 


Varitypers are used by many leading corpora- 
tions including NEW YORK TELEPHONE CO. @ 
GENERAL ELECTRIC @ JOHNS MANVILLE 
@ INTERNATIONAL PAPER COMPANY e@ 
CHRYSLER MOTORS @ NATIONAL CASH 
REGISTER @ INTERNATIONAL BUSINESS 
MACHINE. 


Telephone: 


VARITYPER - uniform TYPE IMPRESSION 





VARITYPER- variase spacine 











NOW & comes APSCO’S 


newest refinement, the 
improved selective disc 
for pencils of various 
sizes — it makes 
the ever popular 


“GIANT” 


BETTER THAN EVER 





APSCO AUTOMATIC 
PENCIL SHARPENERS 


have always maintained the 
highest possible QUALITY 
—all the noteworthy and 
worth while improvements 
in mechanical sharpening 
of pencils have originated 
in our designing rooms. 


The entire thought and energy of 
APSCO is centered on this one idea 


—to make the best Pencil Shar pen- 
ers in the world —to sell at a fair 
price andtoallow a fair profit tothe 
dealer. 
APSCO CUTTERS NEVER SCRAPE 
—THEY CUT 


Automatic Pencil Sharpener Co. 
CHICAGO ILLINOIS 
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Civic Services of Charles Kitridge Crane 

In February Charles Kitridge Crane, one of the Dalton 
family of paper makers, passed away at Pasadena, Calif. 
He was not robust, and did not take an active part in the 
paper business. He showed keen interest in civic affairs; 
the past ten or twelve years his greatest interest has been 
the curbing of the traffic in narcotics. When he became too 
ill to take active part in the work of the narcotics com- 
mittee of the League of Nations, Mr. Crane sent others 
to the meetings to represent him, 

The Los 
shortly after Mr. Crane passed away: “In the popular 
edition of ‘The Life and Letters of Walter H 
foreword overlooked by most readers of the book, for it is 
and has no conspicuous head. 


Angeles Times published the following item 


Page,’ isa 


printed in rather small type, 


It reads: 

“*An American lover and admirer of England, desirous 
of furthering a better understanding between the two 
countries, has assisted financially in making possible this 


popular edition.’ 

“That American was Crane and that paragraph was typi- 
cal of him. Only a few knew who that ‘American lover 
and admirer of England was and he would not consent to 
enlightenment of the public on that point.” 

— 
T. M. Sheppard Company Moves and Modernizes 

The T. M. Sheppard Company, formerly located in the 
Pontiac building, 538 South Dearborn street, Chicago, III., 
has moved to Suite 610, Buckingham building, 59 East Van 
Buren street. The new location affords greater conven- 
ience of arrangement, effecting an economy of time in 
handling office routine. The general office, private office 
of F. W. Sheppard, displays, shipping and stock room are 
all accessible from the entry. A separate entrance to the 
shipping and stock rooms gives access to the elevators. 
The suite was laid out and arranged for the occupancy of 
the Sheppard business, and affords exceptional facilities 
for caring for visitors. 

The new office is near to the Van Buren station of the 
Illinois Central suburban lines, which are used by most of 
the Sheppard staff 
and elevated railroad lines, and close to 

———— 
Eagle Stamp Company Resumes Business 

The Eagle Stamp Company, formerly at 169 West Lake 
street, Chicago, IIL, has established itself at 162 North 
The plant at 169 West Lake street was 
During the interven- 


It is readily accessible to street car 


Michigan avenue. 


Franklin street. 
damaged by fire in December, 1931. 
ing weeks the Eagle business has been handled in the 
plant of Louis Melind Company, by the Eagle craftsmen. 

In the new location the Eagle Stamp Company has space 
in a modern building, with ample daylight illumination. 
Some of the equipment in the old plant was salvaged, and 
this, together with new machinery, has been put into 
service. 

— 

United States Census on 1931 Manufactures 

The United States Burcau of the Census has mailed its 
biennial questionnaires to the manufacturers of this coun- 
try. Manufacturers are requested to return their reports 
promptly, to assure compilation and timely distribution of 
the reports. The 1931 questionnaire is simpler than that 
distributed for the 1921 census of manufactures, a number 
of the less important inquiries having been dropped. 


Sheaffer Revue on N. B. C. Network 
The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
a radio program over the N. B. C. chain 
Features of the program will be 
soloists, and the “White 


is sponsoring 
through thirty stations 
the “Feathertouch” orchestra, 
Dot Boys.” 
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The new Empire Line of Steel Files 


HE great filing comncty of the “Yand E” EMPIRE 

Steel Files is due to (1) the ingenious easy-to- aomeuie side- 
loc king compressor that takes but one-half inch drawer space 
and (2) the side-locking mechanism which allows the drawer 
to go all the way to the back of the cabinet. 


Maximum number of filing inches per square inch of floor 
space is but one of the many outstanding features of the 
EMPIRE Line that appeals to critical buyers. Greater 
utility — new convenience — added years of service — are 
points that make the EMPIRE “The Greatest Value Per 
Filing Inch Ever Produced’’—value ty pical of the merchan- 
dise represented by the famed “ Yand E” Dealer Franchise. 























Remember — today it’s value that sells. 
YAWMAN4"? FRBE MFG. 
355 JAY STREET $3 33 ROCHESTER, NEW YORK Yawman and Erbe Mfg. Co. 


355 Jay St., Rochester, N. Y, 

a “ : . Pl d ithout obligation details 
Steel and Wood Filing Cabinets ... Steel Desks .. Steel Shelving ... Safes . . . Office on the EMPIRE ben Steel Files, ete 
Systems and Supplies . . Visible Index Equipment . . . Bank and Library Equipment 


Branches in Principal Cities — a wa in 3000 Other Cities and Towns 


“EOREMOST FOR “O85 FIFTY YEARS” = 
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THE STANDARD OF VALUE 


N every field, from airplanes to xylophones, the product of one 
company stands out as the standard by which all other competitive 
products in the same field are judged. This will always be so. 

To carry this standard is not always easy or pleasant. The 
opportunities to obtain “price” business by cheapening a quality 
product are present in good times as well as bad. Difficult as it may 
be at times, the company whose products carry the standard in their 
line cannot be opportunists—its executives must be capable of arriv- 
ing at a farsighted policy and capable of carrying this policy out. 

For years Eagle-Ottawa’s Colonial Grain has been the stand- 
ard of value in upholstery leathers. Never cheapened, its technical 
history has been one of constant improvement. For purchase by the 
furniture manufacturer or for specification by the office dealer, the 
standard of value is always the cheapest and the most profitable in 


the long run. 


EAGLE-OTTAWA LEATHER CO., Granp Haven, Micu. 
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School Supply Association Meeting 


[The National School Supply Association held its fif- 
teenth annual convention January 11-13 at the Palmer 
house, Chicago. An excellent program was offered for the 
consideration of the members. A number of manufactur- 


ers in the ofhce equipment and supply fields were repre- 


sented by merchandise exhibits. These included: 

The American Crayon Company, Sandusky, Ohio, dis- 
played its full range of school art supplies, including 
crayon products, adhesives, school papers and mimeograph 

| 


paper he paper items are products of the company’s 
new mill, and are of excellent quality and true color 
Young Evans was in charge. 

The Automatic Pencil Sharpener Company, 58 East 


Washington street, Chicago, Ill., offered C. E. Davis and 
John Ramma as plenipotentiaries to the school supply 
trade Che entire range of pencil sharpeners was shown, 
and countless pencils submitted to painless pointing 

The lines of Binney & Smith, Inc., New York, N. Y., 
were shown in Room 1049, 

The Esterbrook Steel Pen Company, Camden, N. J., 
made an attractive display of its “Drawlet” pens and let- 


tering done with this useful instrument. An alluring at- 
traction was the assembly of “Drawlet” pens in a con- 
venient box. This contains nineteen pens, jars of black 
and white “Drawlet” ink, the book, “Pen Lettering,” and 
practice sheets “Bob” Wood, sales manager, was in 
charge, with “Joe” Hildreth and C. M. Fleet, of the Chi- 
cago organization, as accomplices 

Heyer Duplicator Corporation, 911 West Jackson boule- 
vard, Chicago, IIl., demonstrated its stencil and hekto 
yraphic processes for multiple impressions of various types 
of school paper work. S. E. Gregory was in charge 

The Ideal School Supply, 8316-46 Birkhoff avenue, Chi 
cago, Ill., in conjunction with the Weber-Costello Com- 


pany, displaved an extensive line of school supplies, includ- 
ing globes, maps, etc., art subjects and miscellaneous 


school items The display of “Ingento” card cutters 
showed a wide range of sizes. The company is announc 
ing special low prices on the larger sizes \ compartment 
yr desk tray shown is of obvious utility \ special item 
is a blackboard and blueprint easel, sturdily made, and 
positively rigid \ special fixture for this easel slips over 


the apex, bringing the material of a chalk talk, for in 
stance, at correct height for the audience, while convenient 
also for the artist or lecturer. The exhibit was directed 
by Wm. A. Parker. 

The Indiana Desk Company, Jasper, Ind., made its con- 
tact with association members through G. E. Salb 

The Jasper Chair Company lines were demonstrated by 
Louis T. Koerner 

Che lines of the McLeod Furniture Company, Laurel, 
Miss., were demonstrated to visitors by Charles M 
Oliver 

The Seneca Falls Rule & Block Company, Inc., Seneca 
Falls, N. Y., showed its lines of rulers. Guy Hills, the 
perennial, was in charge, and his many friends in the trade 
were pleased to greet him again. 

Standard Crayon Company, Waltham, Mass., showed its 
school lines in Room 1042 

Superior Type Company, 3948 Ravenswood avenue, Chi- 
cago, Ill., gave emphasis to its educational lines such as 
the Story Printer, a combination of pictorial subjects and 
rubber type: a music chart stamp outfit, making possible 
the production of music sheets on a large scale for class 
work. Social study units were shown, as well as a hekto 
graph pad for use in connection with rubber type and pi 
torial units in preparing a master copy tor reproduction 
Leonard E. Warren was in charge 
Che Tell City Chair Company, Tell City, Ind., showed 


} 


Spc lt es tor s¢ hool use. J H O'T: oie Was in charge 
—g>— 


R. J. Smith Has Calculator Sales in Chicago 


R. J. Smith, 6 East Lake street, Chicago, has been ap 
pointed agent in Chicago for sales and service on “Rapid” 
and “Brunsviga” calculating machines He is operating 


in conjunction with Ralph Allen, 40 Rector street, New 
York, N. \ Mr. Allen had been connected formerly with 
the Allen-Wales Company. Mr. Smith has had a wide 
experience in the adding and calculating machine field, and 


has been in touch with many of the important users ol 


these machines in the Chicago district 
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STURGIS 


AGAIN PRESENTS 
THE NEWEST AND LATEST IN 


POSTURE CHAIRS 


No. 250 


Secretary Chair 





Features: Aluminum Bases: quick. easy adjustments without 
tools; genuine leather; strict adherence to all known principles 
of true posture. 










No. 200 
Executive Chair 


By selling Sturgis you can now offer your customers the most 
complete and outstanding line of posture chairs sold exclusively 
through dealers. 


WRITE FOR OUR PROPOSITION 


Sturgis Posture Chair Co. 
STURGIS, MICH. 




















SUNRUCO 
FURNITURE SHOES 





With the use of “Sunruco” Furniture Shoes, gone 
is the foe of fine floors and expensive floor cover- 
ings. No more gouging and indenting of linoleums. 
No more spotting of rugs where the heavy furni- 
ture stands. No more marring of polished hard- 
wood floors. When furniture, on hard composition 
or marble floors, is shod there will be no more 
skidding. Easy to apply, just set leg of furniture in 
“Sunruco™ 


shoe. Furniture Shoes are produced 


All sizes 


reinforced with enameled metal insole that provides 


from high quality rubber, neatly finished. 


extra strength and resistance against the heavy fur- 
niture under which they are used. Color: Brown. 


Packed one set of four to a box. 


Set Set 
No. 1—15g” Square $.50 No. 5—1%” Square $ .75 
No. 2—1'4" Square 55 No. 6—2 Square 1.00 
No. 3—159” Square .60 No. 11—1%" Round 65 
No. 41%" Square .65 No. 12—2'%” Round 1.00 


The Sun Rubber Company 
Barbarton, Ohio, U. S. A. 











We are now in position to distribute our 

new catalog showing all “SUNRUCO”™ rub- 

ber office specialties. If your copy has not 

arrived, a note on your letterhead will 
bring it. 
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Monroe Company Announces Year’s Leaders 

Leading district in its group for five successive years 1s 
the record made by the Washington, D. C., district office 
of the Monroe Calculating Machine Company, Inc. S. L 
Shanks, Washington district manager, has just been noti- 





larger cities 
the of 


fied that his district again ied the offices in the 


1931 


in sales quota for On basis 


percentage ol 





S. L. SHANKS G. B. CORBY 


salesmen’s personal quotas, J. E. | representative 


of the Washington office, led all the salesmen in the coun- 


try for 1931, and Mr. Shanks ranked fourth 

To these records the Washington office has added others 
for the year just closed. The district ranked second among 
Monroe offices of all classes, regardless of size, for 1931. 
It held first place in percentage of monthly quota for six 
successive months during the year 

In order that the monthly and yearly competition for dis 


the Monroe 


othices into 


trict honors be on an equitable basis, 


Company groups its one hundred fifty or 


may 


more 





E. M. WHITE H. L. HANSEN 

four different classes, according to the expected business 
in the district. Recognition is given every month to the 
leading district in each group and sales pennants are 
awarded to the four leaders 

The Trenton, New Jersey, district, of which G. B. Corby 
is manager, not only led the districts of its group for 1931 
but also made the highest percentage of quota in the Mon- 
roe organizatior 

District Manager E. M. White of Albany, New York, 


took the yearly honors for the Group C districts, and Man- 
H. L. Hansen’s, headed the 
B offices 


ager Peoria, Illinois, district 


Group 


—— SS ae 
Instant Index Takes New Quarters 
Late in January the Instant Index Corporation of New 
York City announced their removal from 225 Fifth avenue 
to 915 Broadway, where they enjoy enlarged quarters, com- 


bining their office and plant under one roof 
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AN ENGINEERING TRIUMPH! 


Only 57% Inches High . . . with Bottom Locking Guide Rod 
and Ample Guide Tab Head Room! 














Automatic 

















Lightly 

soee the m 

older you 

want and smoothly— swiftly— 
easily, the conte A nine inch 


com pression— » folder erect and uni- 
formly visible—all slumping eliminated. 
This compression drives out creases and 
wrinkles giving 13% to 21% extra capa- 
city over compression. 


OA3 Gray 






Read About the Sensational 


New 5-Drawer Automatic 


Think of a 5-drawer cabinet with all of the 
objectionable features removed...a cabinet 
you can recommend to your customers know- 
ing that they will “boost” Automatic to others 
... the new Automatie five drawer! 


The new Automatic 5-drawer cabinet is only 
57 4 inches high. It has bottom locking guide 
rods—the only file of that height to offer 
them .. . and it gives ample head room ia 
the drawers for the tabs. 


You know the value of these guide rods, You 
know that every file manufacturer gave them 
up in five drawer files only when forced to by 
impractical cabinet height. You know that 
bottom locking guide rods are essential in 
four drawer, counter and desk high units— 
and how much more important they are in the 
five drawer. 


Any of your customers who has had five 
drawer experience—who no doubt has noticed 
that when folders are removed from a filled 
drawer the contents “ride” or “balloon” up- 
ward, will appreciate the new Automatic. 


Of course—to make this the most convenient, 
accessible and with contents visible, these five 
drawer files offer the patented features of 
Automatic V-Expansion and Automatic com- 
pression. These two features will speed up fil- 
ing and finding by over 55%. 


5 Automatic Drawers are Equal in Capacity 
to 61 other Drawers 


Exclusive of the compression feature, the Automatic five drawer files will 
hold as many papers under ordinary conditions as six drawers of any other 
make—because a minimum of 4 to 6 inches of working space from the 
clear file space must be reserved in other files. 


In the case of a small file operator, the 9-inch compression relieves her of 
any tugging at folders. In the top drawer, she can either read the contents 
of the papers she wants or else easily remove the folder. The 9 inches of 
working room allow her ease—she need not release the follower block— 
nor does she have to lift a folder 9 inches above the other contents in order 
to clear the drawer. 


Cash in now on the tremendous popularity of the new Automatic five drawer 
file. Write today for further information. 


AUTOMATIC FILE AND INDEX Co. 


GENERAL SALES OFFICES: 427 W. RANDOLPH STREET, CHICAGO, ILL. 


Factory Displays at Chicago, New York and Detroit. Agencies in Principal Cities 
FACTORY AT GREEN BAY, WISCONSIN 


AuloMATic 





EXPANSION as COMPRESSION 


MFO Al GREEN GAY WISCOMSIN USA 
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“VISIBLE” SALES WITH SAMECO 
PRODUCTS 


Sheaffer Plans Market Extensions Through 
New Gift Pen Base 


\s one means of reaching the fountain pen 


lated by surveys to include more than 








XY 


AND 
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SAMECO CO., ING 
Brockton, 
hk 


Maussachusetts 


a > 
Let U S Send You 


x million prospects, the W \ 


Sheatfer Pen ¢ 


Phe pet base is attractively, designed, mad 


material and intended for us« na 


Through this gift, dealers’ customers become 


A Pair of these 


SAMECO 
CELLULOID ve 





NEW 
AND POCKET PEN BASE 


SHEAFFER COMBINATION GIFT BOX 
The picture was taken fro 


of the counter The gold columns to 


CUFFS the rear of the pen serve as containers for the pen and 
pencil when the set is still in its gift box As here set 
| s , 
FREI 
4 4 


mer’s side 
this new combination is an effective display ur 


vith the efficiency and convenience of a universal 


Brockton t Sheaffer advertising 
> = 
Mass L. D. Kenney Is a Billiard Expert 


Leonard D. Kenney, who has been connected with the 


Franklin-Kelly Company, Chicago, for the last ten years, 
i vas a competitor in the National Three Cushion Billiard 


lournament held late in January. He made a fine showing 
ind Vas me t the te p-ne tchers at the finish 
y Sa | k ‘ t _ 
| iis " » try 


M. S. Ginn C 
a 


ompany Sells Typewriter Division 
Phe Unite 


Typewriter & Adding Machine Com 
inv. Ine Washington, D. C., has bought the stock 


and 
M.S 


typewriter division of the Ginn Com 


many in the National Press building 
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socket 


i 


w | it} J ! ‘ id | " 
f which mak thers posi desk set. The consumer is given an opportunity to dis- 
. Durab ranspal cover the advantages of the regular desk set with the 
washed rforated for regular desk pen, without selling him any merchandise that 
Bea ind issorted on 1 
vill have be discarded when he eventually becomes 
td : itherett I ilu : ¢ 
grapl an seine egular d et owner! Further, the pen base enables 
and wh want zg j the dealer t ell both the pen and pen il instead of just 
4 } st delicat e per 
; 1 . 
From t tandpoint of display, the new gift combina 
I art ularly effective Its originality arouses curfrt- 
( vi int inted th _ 
, : sity, resulting in questions about the new et The de 
di } ’ t x) 
' tio iran untable id columns shown directly behind the four 
' \ tus, etc. F d ain pen in the accompanying illustration serve as cor 
: I dred u itl , 
iners r the pen and pencil and are removed when the 
! nti i ked : ‘ 
sutif ha = ft DAaASt es mt use on the de SK 
, r pair. Liberal dis he first public announcement of the new combination 
package and pen base was made in a full page, full 
r advertisement in the February 27 issue of the Satur- 
iv | nit | It is al i factor ina ther channeis 


desk set 
twenty 


mpany, 


Fort Madison, Iowa, is offering a new combination gift 
box and pocket pen base to be given free by the dealer 
to purchasers of pen and pencil sets in the Lifetime and 


a spec ial 
desk 


acquaint« d 
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An interesting view of the GUNN 
installation in the new high school 
library at Chillicothe, Ohio. The sim- 
plicity and dignity of the furniture is 


in keeping with the attractive new ~ 
surroundings. — 
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GUNN Lino is different—no substi- 
tute can equal it. Built to a special 
formula originated by us, GUNN 
Lino presents a soft, yet firm writing 
surface. It resists stains; and grease 
wipes off instantly. It is quiet in use 
and comes in beautiful soft colors. Its 
appearance improves with age. GUNN 
Lino construction is moisture-proof— 
our ten-year guarantee proves tt. 


- 
P 
vw 





as a Sales Weapon 


UNN Lino is really different. 
Many of your high grade cus- 


tomers know it—and there you 
have an — effective sales 
weapon—if you will use it. 


We have just received a letter 
bearing on this point from an enterpris- 
ing GUNN Minute Man in the North- 
West. He recently bid on a school equip- 
ment contract; and writes to say that 
his bid for $2,000 of GUNN equipment 
was accepted, although high by $300. 
The low bid was specified in every other 
instance. 


The customer in this case delib- 
erately paid more money—for GUNN. 


And “‘there’s a reason.”’ He knows 
full well that the years of added service 
GUNN Lino will give him are cheap 
at the price. 


In fact, it’s the better grade buyers, 
with money, who are making the 
installations in these days of depression. 
They are discriminating. They readily 
appreciate the superior value of GUNN 
Lino. The GU Minute Man who 
recommends it earns their enduring 
respect and confidence. He builds for 
the future, as well as for the present. 


And upon the present transaction 
the chances are, he secures a profit, 
instead of no profit. 





We'll be glad to assist any GUNN Minute Man in closing the next difficult 
outfitting job. Our advice is entirely disinterested. Our complete facilities are 
at your disposal—may we hear from you? 


GUNN FURNITURE COMPANY 


GRAND RAPIDS MICHIGAN 


——. Members of the Wood Office Furniture Associates, Inc. 
a EMED CORNER Permanent Display, Waters-Klingman Bldg., Grand Rapids, Michigan. 










“STRAIGHT SHOOTING” FOR FIFTY THREE YEARS 


nif SERV ACE 


Ta ae Ga ne 


ESTABLISHED 1879 <r 


You 





DON'T 


GET WHEN YOU 
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I HERE is a Woodstock 
Model for every typing 
need — correspondence, 
billing, addressing, rou- 
tine form writing, etc. 
There is a Woodstock 
Type Face to suit every 
personal preference and 
writing demand. 





The Growing Preference for 


WOODSTOCK 


is earned by merit 





Every day, more and more businesses that recognize and buy quality are 
turning to Woodstocks. This preference is the result of comparisons, tests, 
and practical demonstrations made by this rapidly growing group of new 
users. This preference is earned by merit. 


The Woodstock is the product of years of experience in scientific designing 
and precision manufacturing. In principle the Woodstock incorporates 
every important and proved fundamental found in successful typewriter 
construction. In improvements and special features the Woodstock 
leads the field. 


Woodstock manufacturing facilities are thoroughly modern and capably 
operated. There is more **built-in’’ quality in the Woodstock than your 
dollar has ever been able to buy before. 


Woodstock’s background of ample resources, scientific and engineering 
ability, efficient production facilities and a trained organization, is your 
assurance that every claim made for it will be proved in performance. 





WOODSTOCK TYPEWRITER COMPANY 
Six North Michigan Ave., Chicago, Illinois 


Branches in Principal Cities—Agents all over the World 


PRECISION—SPEED—DURABILITY—SMOOTHNESS 


» » « « 




















MARCH, 1932 


The Stationer Is a Three-Legged Man 

“From the sales book viewpoint,” says E. R. Stants, 
general manager of Adams Brothers Company, Topeka, 
Kansas, “the stationer is an extraordinary individual. He 
has three legs on which to stand in the sales book field. 
He is a buyer, a seller and a user.” 

“Many successful stationers,” continues the Adams 
executive, “find it profitable to handle the stock-form sales 
books. Hard times don’t seem to affect this item. There 





E. R. STANTS 


is always a big demand, and most of our dealers showed 
gratifying gains during 1931.” 

“A majority of those who sell blank sales books also 
take orders for special printed sales books, cafe checks, 
manifold books, etc This line appeals especially to the 
manufacturing stationer because it enables him to give his 
customers a complete printing service.” 

[The Adams Brothers Company has been making sales 
books, cafe checks, manifold books and other manifold 
printing specialties since 1890. Their factory and home 
office is at Topeka, Kansas. They are working with sta- 
tioners in all parts of the country, and according to Mr. 
Stants, their products and selling plan are making new 
friends for them every day. 

+ > 
Ernest Latter Retires 

The company known as Latter & Charters Limited, 
Montreal, Canada, has become Charters & Charters Lim- 
ited, through the retirement of Ernest Latter. The change 
of name in no way affects the management under which 
the company has been operating for the last ten years. 

The officers of Charters & Charters Limited are Eugene 
B. Charters, president; F: Gerald Charters, vice-president, 
and Frank Walters, secretary-treasurer. 


———<__—_- 

Du Pont Products Used in Typewriters 
The way du Pont products enter into the manufacture 
of typewriters is demonstrated in one of the Boardwalk 
windows of the du Pont exhibit in Atlantic City, N. J. 
The display features portable models of the Smith-Corona 
typewriters with the Sterling model forming the center 
attraction, and shows the use of Fabrikoid, Fairfield rub- 

ber sheeting, du Pont finishes and Pyralin sheeting. 


—~<@——— 

Sheaffer Pen Company Moves New York Office 
The W. A. Sheaffer Pen Company has moved its New 

York City offices from 80 Fifth avenue to 16 East Thirty- 
fourth street, where better and more convenient head- 


quarters are available. 
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™ Vertex 


LPHABETER 





A complete alphabetical 
unit employing the fa- 
mous Expanding “Ver- 


tex” File Pockets 


Each division a “Vertex” 
File Pocket of 134 inches ex- 
pansion, the group indexed 
A to Z. Four extra Pockets 


for special accounts — all 


Pockets metal-tabbed. 


HOLDS 1500 
OR MORE 
PAPERS 


Standard Correspondence 
Size—without box will fit in 
any vertical file cabinet or 
lower double-drawer of desk. 


For filing 
General and Personal Correspondence 
Bills, Vouchers and Receipts 
Factory Orders and Forms 
Club and Social Papers 
Clippings and Data 
Shipping Dept. 
Orders and 


Forms 





Packed in strong, 
attractive dark- 
green box which 
can be used as a 
filing cabinet if de- 
sired. 


Needed by Doctors, Dentists, Clergymen, Teachers 
and Authors . . . By Garages, Retail Stores, Of- 


fices and Factories. 


ALVAH BUSHNELL COMPANY 
13th and Wood Streets Philadelphia 
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New Counter Display Stand and “Quick-Service” 
Filling Station for Pen Skrip. 


the dealer con plete 








[Two new merchandising aids for 
the strong Sheaffer sales structure for pen Skrip, suc- 


cessor to ink—a counter sales and display stand and a 


EVER READY 


“Ouick-Service” filling station. Both are presented to the 

DESK CALENDARS dealer without cost with a minimum order of pen Skrip. 
The counter sales and display stand, finished in mahog- 

any, is a practical counter salesman for the dealer, so de- 


MEMO PADS 
The Standard COMMERCIAL CALENDAR 














STYLE 58 
STYLE 46 


For 1933 edition has now a PERMANENT 
BRONZE FINISHED METAL STAND. This 
will be furnished in both the 5 x 8 and 4 x 6 sizes. 


The legs ave of the regular ball and socket pat- 
ented const:uction. 









SKRIP COUNTER DISPLAY STAND 


signed as to give prominent display to a complete colo 
assortment of washable and permanent Skrip and_ the 
safety Skrip containers which are now furnished in a 
variety of colors 

Dealers will welcome the new “Quick-Service” Skrip 


NO CHANGE IN LIST PRICES filling station—“Quick-Service” goons Say cle — 
with the dealers’ convenience in mind. This new Skrip 
The New “EVER READY” MEMO CLIP 


~~ 





STYLE 


240 FOUNTAIN PEN FILLING STATION FOR SHEAFFER SKRIP 





‘— filling station lies flat on the counter, occupying a mini 
Is well finished and mounted upon corrugated 


rubber to prevent sliding. The pages are held in 
position by pressure exerted from the under side 
of the clip. A pressure on the pad makes it pos- 


mum of spac¢ There are no posts or background, so 
that the dealer can give his customers pen service as easily 
from the back of the counter as in front 


As you will note in the illustration, there is a receptacl 


sible to utilize the clip to hold cards or slips of for os harging old fluid from the pen And there a 
. . . another receptacie tor water to use In Washing ut tiie 

paper. Each Memo Clip is packed with three ae’ aes ea send eo 

pads of memo sheets in a box ready for mailing. Sheaffer is supporting pen Skrip with the greatest na 


tional advertising campaign in 1932 that has been given 
to any writing fluid. Full pages in full color have been 


t 
scheduled in the Saturday Evening Post. And minent 


Write us for information on other new items. 





Manufacturers of desk calendars, memo pads, Bridge Pads 


TYPO TRADING COMPANY 


Subsidiary of Clark Loose Leaf Mfg. Co. 


65 DUANE STREET 
NEW YORK 
Pacific Coast Representative 


BERT M. MORRIS CO., 122 East 7th St., Los Angeles 


Ty 
' 
display is given to pen Skrip in practically every Sheaffer 





advertisement in other national magazines and newspa- 
pers 
—_ +> -— 
Dean Transferred trom Atlanta to Milwaukee 


H. S. Dean, for some time system sales manager, Atlanta 


branch of Remington Rand Business Service, Inc., has 


CeCe eeeeeeeeeee 
Senncooncossnsssqosoggsquessqgcoqsssqssssossssesssssssssssssssessssssesesesssssesenssscessesssssesenssssesesnsssessser serene sesessssesssesosessnessoncessoesesescosceocoesconscoceseocescucoesesoscecccocecccescceccsceece! 


been transferred to the company’s Milwaukee branch. J. 





P. Fagan succeeds Mr. Dean as manager at Atlanta 











The New FLATPAK Pin Packing 


For Puritan Brass Bank Pins 


Every pin packed 
flat... .no pricked 
fingers. Just as many 

pins in a box half 

the size. 


Oakville offers the FLATPAK pin packing .. . 
to increase your sales of a reliable, 50 year old 
seller—Puritan brass pins. 


In the new box, the pins lie flat, so that they can 
be picked up without pricked fingers. The box 
is yellow, tying it in with the well-known Yellow 
Box Line, and giving it increased display value. 


Although the new container is just about half 
the size of the old, it holds as many pins. You 
save counter, shelf and stockroom space. There 
are ten one-half pound boxes in a handy carton, 
designed to keep all sizes of your shelf stock 
accessible, visible and in perfect order. 


Oakville 





Puritan pins 
join the Yellow Box 
RO..'v 2s an addi- 

tional identity, 
better display. 


Remember, Puritan bank pins, made only by 
Oakville, are always BRASS, always RUST- 
PROOF, always made in U.S. A. The new 
FLATPAK pin packings are now in stock, ready 
for immediate shipments. Sell Puritan brass 
pins, packed the new way, for profits! 
Puritan is the first Oakville brand of pins put up 
in FLATPAK. 

OAKVILLE-AMERICAN PIN DIVISION 


Scovill Manufacturing Company 
Waterbury - - Connecticut 
Pins, Clips, Fasteners, Thumbtacks, Tak-a-pins, etc. 


NEW YORK CHICAGO SAN FRANCISCO 





OAKVILLE -AMERICAN 
yy onneran 


§ 5% 








Re! 


nce 


AEG. US. PAT, OFF, 








A FEW IMPORTANT PIN POINTS 





Oakville Puritan Bank Pins are ... 


BRASS | 
RUST-PROOF 


MADE IN U.S.A. 





— 


Puritan Brass bank pins have been a sure-selling staple for 





almost 50 years. Why? Because they satisfy the customer. 
Unlike many deceptively labeled pins, they are solid brass— 





Rustproof. They satisfy your customers and assure repeat 





business profits. 


PURITAN BANK PINS made only by Oakville are 
always Brass always Rustproof, always Made in U.S.A. 
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tands_NLONE 


HROUGHOUT the years Terrell Office Equipment has attained 
and maintained the enviable position of leader in its field . . . its 
products stand alone—and will continue to do so. 


Never ceasing effort by the Terrell Equipment Company to build value and customer 
satisfaction into every unit assures dealers a product with unlimited possibilities for 
rapid turnover, a neat profit and repeat business. 

The cupboard shown above is the Terrell Standard Line Cupboard, but one of the 
many Terrell Office Equipment items. ‘The interior may be equipped in many ways 
‘ as a storage cabinet . . . as a wardrobe for the small office . . . or with Terrell 
Cabinet Inserts such as card drawers, private lockers, map or plan drawers, etc. 


Write today for complete information about the attractive Terrell dealer franchise. 


| ———— | TERRELL DIVISION 


METAL OFFICE 





ar FURNITURE CO. 
or GRAND RAPIDS, 
. Mic Hh t-@ Wer 
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Here's how the new 
» 


will bring you real profits! 


Look at the blackboard for a sweet profit story! 6,372 
Diamond-Arrow Casters in only six individual sales! And 
that’s not all. Diamond-Arrow installations lead to sales 
of other floor protection equipment. For example: one 
company purchased 420 sets of Desk Cups along with 
285 sets of Diamond-Arrows. 





Here is a caster with an amazing performance, due 
to an utterly mew construction principle. Full floating. 
Free swiveling. 

Get in on this profit opportunity! In big and small 
offices alike, a demonstration seldom fails to make a sale. 

Write today for full information. 


The BASSICK CO., Bridgeport, Conn. 


oe 










ATING 
IVELING 





“Socket NoMars”’ “Drive-on” NoMars 
For the legs of chairs For furniture legs not 
and tables bored for bored for casters. They 
coster sockets drive on with ease. 


Round Desk Cups Rubber Cushion Square Desk 
Built of unbreakable Chair Slides Cups 
Atlasite. Real floor For theelimination They protect floors 


protection for desk of noise on hard from sharp edges of 
and toble legs. surface floors. desk and table legs. 





ei 
Grand Rapids, Mich. Evansville, Ind. itlanta, Ga. 


“FOR 36 YEARS THE BUY-WORD FOR FINE CASTERS AND FURNITURE RESTS” 


Branch Offices in: New York Gib Chicago Philadelphia 
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Parker Missionaries for Desk Set Field 
The Parker Wis.. offers 


American people the convenience 


the 


which 


Pen Company, Janesville, 


“Penparker”—a 


enables users of the “Duofold” pen to park their pet writ- 





ing instrument on the desk ready to use all day. A mil 
lion of these “Penparkers” will be given away to pur 
chasers of “Duofold” pens. One of the important reasons 
‘PENPARKER'’—The new desk standard which The Parker Pen 
Company will give away a million through dealers (at right) At 
left, the complete “‘Penparker’’ ensemble with Parker ‘‘Duofold’’ 
pen and Envelopener”’ pencil—a ‘‘Duofold” pencil with a letter 
opener on the end 
for this unusual offer, according to Kenneth Parker, vic 
president of the company, “is to enroll new hosts to the 
use of desk sets.” “The ‘Penparker,’” said Mr. Parker, 
“will give the pocket pen purchaser a taste of the advan- 
tages of a desk set, and create prospects for the higher 
priced desk sets. Just as Henry Ford acquainted millions 


with the advantages of car.” 


The 


finished in chromium 


whine a 


“Penparker” is a moderné design—a metal base, 


and black. It is packed in a velour 


lined gift box, which also contains a tapered pencil, and 
a 30,000-word bottle of “Quink,” the Parker pen fluid, the 
whole ensemble—a $2.00 value—for which the consumer 
pays nothing 

—>—— 


Bernard Ward Joins Schiller & Schmidt Sales Staff 
Bernard Ward, form with S. D. Childs & Company, 


Chicago, member of the 


rly 


has become a sales organization 


of Schiller & Schmidt, 223 West Jackson Blvd., Chicago, 
Ill. Mr. Ward possesses a broad knowledge of the com- 
mercial stationery business and is well acquainted with 
the trade in Chicago 
—— 
Two Columbian Appointments 

The Columbian Art Works of Milwaukee, Wisc., has 

appointed two new representatives, who will handle the 


company’s Success, Executive's and Tear-Kleen calendars 


in the southern which formerly 


territory was covered by 
Phil Webster, recently deceased. E. C. Clifton will cover 
that part of the territory east of the Mississippi river, but 
including Louisiana, which Mr. Webster formerly covered, 
and W. H. Silliman will cover the states of Texas, Okla- 
homa and Arkansas Mr. Clifton’s address will be 2014 
First avenue, Birmingham, Ala., and Mr. Silliman’s, 2220 


Whitney street, Houston, Tex 








A WHOLE LOT OF DESK 





TO TELL ABOUT— 





When you have a whole lot of desk to demon- 
strate and tell about, you not only hold the 
prospect’s interest but you also convince him 
that when it comes to real value desks, you know 
your own business and that you know desk users’ 
needs, 


INDIANA DESKS are outstanding among office 
furniture lines because of their fitness to most 
office desk requirements, inspiring in newness of 
design, in cabinet work, finish, ete. There is 
that feeling of aggressive optimism which rightly 
goes with new furnishings. There is that solid, 
bedrock construction that, since Indiana Desks 
were first produced, has made them symbols of 
permanence. And there is division of storage 
and file space accommodating various executive 
records at finger tip reference. 

INDIANA DESKS are illustrated and described in a live, 
sales-building catalog sent on request. 


Combining your desk order with a shipment of New In- 
diana Chairs results in savings of freight and in more 
salable and convenient stock. Details of the New Indiana 
Chair line and the pool shipment proposition sent on 
request 





INDIANA DESK COMPANY 





Jasper, Indiana 
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IT PAYS 


To Buy Your Open End Envelopes 
Direct from the Manufacturer. 


UNIFORM QUALITY 
RIGHT PRICES 
We Carry in Stock for Immediate 
Shipment 32 Standard Stock 
Sizes of 
Tongue Clasp Envelopes (with or with- 
out gummed flaps) 

Tension (Button & String) Envelopes 
Catalog Envelopes Gummed Flaps in 
NAAN Jutoid Manila 
and 


32 Substance No. 1 kraft 
Send for our Price Lists 





WE WILL SELL ONE BOX OR A CARLOAD 





De Luxe Expanding 


1 
i ae i Wallets with Tan 
ices i Cloth Gussets Are 
% i Hit | 1 Packed 10 Wallets to 
esther, me a Box 
a ee | —_ 
: | es ti ust the right quantity 
Er — _ Retail "Hess sales. 


De Luxe V.F. Pockets 

with Tan Cloth Gus- 

sets at Greatly Re- 
duced Prices 


will offer your customers 
an economy that they see 
will appreciate. 








For Prices, Samples and Rush Shipments, 
Address 





QUALITY PARK ENV. CO. 


11-116 Merchandise Mart 
CHICAGO 


OUR PRICES HAVE BEEN REDUCED, 
BUT OUR QUALITY IS OF THE SAME 
HIGH STANDARD. 


‘“ 
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(New Machines and Devices 
the 


Continued from page 


manutacturer stated: “Regard for the general inter- 
ests of the paper trade, and especially its inventory prob- 
lems, had led us to adhere strictly to a policy of one uni- 
versally known, quick selling item, until such time as the 
could fit Such a 
time has now arrived, in the opinion of a majority of the 


paper trade. 


trade bene genuinely from a change. 


It is apparent that a sufficient number of cus- 


tomers prefer a choice of color to warrant the paper mer- 
chant’s and the printer’s attention to this matter. Hence 
this change in policy.” 

Samples of the new colors have been released to the 


trade; they may be secured by addressing the general of- 
or any division of the United States Envelope Com- 
pany. 


ce, 


— 
Stamp Pads for Hectograph Users 


Che Superior Type Company, 3940 Ravenswood avenue, 
Chicago, IIL, offers stamp pad equipment for hectograph 
users, providing a suitable ink, and dry pads. The charac- 
ter of the ink is such that it is applied to the pad before 
using 


the 


Because of this the dry pads are supplied with 
ink medium. 


“Hectopad” inks are made for the inking pad. In many 


STAMPER Kear |) 


INK PAD 
SSPEMOR { 


lJ 


cae =) 
Sy 





HECTOPEN” 





“STAMPERCRAFT” INKING PAD 


cases it is desired to include sketches, diagrams or ruled 
work, and for this service “Hectopen” is provided—a mod- 
ified form of hectograph ink for use with an ordinary steel 


pen—to 
pen 


prepare the master copy. 
Che inks. are packed in half-ounce, ounce, two and four 
ounce bottles 


] and - 


“Stampercraft” pads are made in sizes O, 


—_<-———_— 


Improved Paper Fastener Invented by D. A. 


Brennan 


Daniel A. Brennan, 10 South LaSalle street, Chicago, IIL, 


attorney at law specializing in patents, has invented a new 


paper fastener, on which a patent has been allowed. The 


patent -seven allowed claims. 


As 


grant contains twenty 


is apparent from the illustration, the new fastener 





PAPER FASTENER 


THE NEW BRENNAN 


locks. locks 


and have protective flanges preventing the 


provided with circular, movable These 


is 


move easily 
















Send for 8 F 
00 K N 

Camden, *-* , 
Lad 


oF PENMANSHIF: 







s 
ot THE COST oF PEN 


oo 








Dont talk pens to your customers. 
Talk penmanship. They may not be 
greatly interested in type of pen. But 
they are all vitally concerned about 
penmanship and the savings possible 
in good penmanship. 


Esterbrook Pens give you the pen- 
manship story. If you use a microscope, 
you can see for yourself the smoother, 
even texture of Esterbrook Pens. In 
that superior excellence of material, in 
the special tempering, in the extra 
processing lies the Esterbrook secret 
of fine penmanship. 


Use Esterbrook Pens to illustrate the 
type of supplies that your house carries. 
Better, more dependable, representing 
actual cash savings. 


ESTERBROOK PEN COMPANY 


86 Cooper Street Camden, N. J. 
or Brown Bros., Ltd., Toronto, Canada 
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Unique 
Reinforcement 


The all-around strength of Columbia 
files is due to many factors—high quality 
steel, welded and reinforced construc- 
tion, correct design, fine workmanship. 

The outstanding factor in Columbia 
heavy-duty construction is the use of 
extra reinforcements between the track 
channels and the walls of the cabinet. 
These compound reinforcement forma- 
tions serve the same purpose in a Colum- 
bia cabinet as compound horizontal 
girders serve in modern heavy-duty steel 
buildings. 

Evidence of the phenomenal strength 
obtained by the use of these extra rein- 
forcements along with other features of 
Columbia construction is afforded by 
the weight test shown here. A four 
drawer, letter size Columbia file was 
used. Over 325 Ibs. of brass parts were 
placed in each drawer. Then pig iron 
bars weighing 3030 Ibs. were piled on 
top, making a total load of 4330 Ibs. or 
well over two tons. 

The Atlas and Apex low-price lines 
are reinforced in the same unique way as 
the best grade Columbia line. These 
three lines and the new non-suspension 
“Junior” offer surprising variety, includ- 
ing five drawer, four drawer, counter 
and desk height files; wide and half sec- 
tions, card indexes, short depth files and 
transfers; posting trays, ledger desks, 
check sorting desks, cross files, etc. 

Dealers interested in handling Colum- 
bia products are invited to write for our 
catalog and price lists. 


CorraiGet i930 


Covumeia Street Equie.Co, 


Western Distributors: 


Associated Stationers Supply Co. 





Jefferson & Quincy Streets 
Chicago, Illinois 
This cut was made from an unretouched photograp! 


Columbia Steel Equipment Company 


Office and Showroom P. 0. Box 2244 
Chestnut Street at 18th Philadelphia, Pa. 


COLUMBIA 


The Quality Line of Office Equipment 
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ontact with the compressor As 


the locks are elevated from the bent down prongs they 


nneer trom coming I 


slide easily over any kinks and over the sharp angle of the 


bent prong at the compressor slot. By means of small 
protuberances on the compressor flanges, the locks are held 
in position for sliding over the bent down prongs without 
adjustment Che locks are detachable from the compres 
sor but their inward vement is limited by slight pro 
jections on the ends of the prongs. 
an 
Two New Items in Postindex Line 

The Postindex Company, Jamestown, N. Y., a division 
of the Art Metal Construction Company, has added a 
Fabrikoid covered visible record desk book and a large 


capacity rotary re.erencs file to its line of visibl record 


equipment Che Postindex desk book, style 5-L, is now 





TWO NEW POSTINDEX UNITS The upper picture is of the 
Fabrikoid covered Postindex desk book The lower picture shows 
the double tier Postindex Model 12-R rotary reference file 


offered in four sizes, accommodating various sizes of forms 
It has a capacity of from 60 to 80 four-page records The 
Fabrikoid lining is attractive and durable. 


The rotary record file, Model 12-R, carries 500 panels 





in its double tier size with a capacity of 70,000 names. The 


panels are of aluminum and the upper and lower tiers 
Blip’ , , 
' operate independently rhe file is also offered in a single 
' tier size. The feature stressed particularly by the manu- 


facturer is the great name capacity considering the small 
space occupied by the file 
~iiiiieiaait 
Bates Announces a Triple Capacity Phone Index 
In response to a demand for a Bates phone index with 
extra capacity, the Bates Manufacturing Company, Orange, 
N. J., developed a new rotary index that has space for 





TRIPLE CAPACITY BATES INDEX 


2,160 listings. The standard Bates index has only 720 


The extra capacity is made possible by a special 


spaces 
free-wheeling device inside the index. The list price of 


the new Bates model is $7.50 








oO 
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THE New LEATHER LINE 


The Right Chair at the Right Price 
Graceful lines, fine workmanship and superior finish distinguish 


this new line of leather upholstered chairs . . . correct balance, 
thorough comfort, pleasing outline . . . a highly attractive and 
inviting appearance, at a very special price. 

You'll find a heavy demand for chairs of this pleasing type. 
The growing tendency toward designs of this kind can be proven 
by showing a number of these chairs on your floor. We recom- 
mend that you place an order for display, being confident you 
will quickly realize the advantage of a representative stock. 
Handsome illustrated booklet with full details mailed on request. 


JASPER CHAIR COMPANY 


Jasper, Indiana 









Sales Representative 
for metropolitan Chi- 
cago territory, William 
H. Brown, 4504 

Wells St., Chicago, 
phone Boulevard 7957. 
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NEW 


STEEL 
CHAIRS & 
STOOLS 















These new UHL 
chairs and stools 
framed of special 
analysis cold rolled 
steel are strong and 
rigid, light in weight 
and low priced. De- 
signed particularly 
for school and in- 
dustrial use, there 
are many other 
*“*hard service’’ 
locations for which 


they are well 
adapted. 
fhe chairs are fitted with 3-ply built-up wood seats 


and 5-ply back rests. Seats and backs are scientifically 
designed to afford the latest approved posture features. 
Stools have perforated steel seats or may be fitted with 
tan linoleum perforated inset. And either chairs or stools 
may be fitted with our new “Pussy-Foot” rubber tips, 
giving exceptional wear. ‘*Pussy-Foot” Tips can also be 
applied to UHL chairs and stools now in use. 


These new items greatly strengthen the position of UHL 
dealers in the business world. Together with UHL *Pos- 
tur-Chairs,”’ “Littl Dandy” typewriter stands, UHL file 
tables and stools, ete., they comprise a line of greater 
value and importance than ever before. Dealers interested 
in the new UHL items and in position to take advantage 
of the opportunity are invited to write for further details. 


The Toledo Metal Furniture Co. 
1198 Tolede, 
Ohie, U.S.A. 





Hastings St. 
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New “Seco” Posture Chair Announced 


A newly developed single “Seco” posture chair is 
being shown by the Seating Equipment Company, Elkhart, 
Ind. The new chair is said to have all the correct postural 


features incorporated in its design. Attractive appearance 


post 


is coupled with a structural strength that is declared to in- 
sure low maintenance cost. 
\ maximum range in back adjustment is provided by a 





POSTURE 


NEW “SECO"’ SINGLE POST CHAIR 


hand wheel that controls both lateral and vertical 
The adjustments are positive and easily made. 


single 
movements 
The base construction and the assembly of the chair are of 
a special lock-and-wedge type, welded. The latter feature 
eliminates the use of nuts and bolts and contributes to the 
rigidity and durability of the chair. The legs of the chair 
are of steel tubing attractively arranged in spider fashion. 
re 
Sanford Mucilage Applier with Dog Head 


The Sanford Manufacturing Company, 
Peoria streets, Chicago, Ill, offers a novel package for a 


Congress at 





_—— 


MUCILAGE 


SANFORD DOG HEAD 


mucilage applier. This uses a dog head of moulded rub- 
ber, adding a decorative touch, and suggesting the bull dog 
grip which the adhesive affords when mucilage is applied 
to A slight pressure on the dog head spreader 


releases the proper flow 


paper 
of mucilage for an even applica- 
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A New Source of Profit 


..-Push the 

button... 

and here's 
how it 


operates. 






































Che New 
Diebold Electric Rekordesk Safe 


HIS new safe opens new markets for you and revives old ones with its 
T evenced patented features. It offers splendid profit making oppor- 

tunities during 1932. » » » The Electric Rekordesk Safe is operated 
by an electric motor. The door, as illustrated, recedes within the body of 
the safe in the open position. The Electric Rekordesk Safe combines, in one 
unit, convenience of operation with certified two-hour fire protection for 
card records where they are used . . . 24 hours every day. It saves about 
half the cost and floor space required to house records in unprotected files 
during the day that are carried to distant safes or vaults for night protec- 
tion. In case of daytime fires it is only necessary to push the button and run 
—the safe will automatically close and lock. » » » There is a market for 
the Electric Rekordesk Safe wherever vital records are kept on vertical 
cards. Savings accounts . . . building and loan accounts . . . installment 
credit accounts . . . perpetual inventory records . . . election registration 
cards... are just a few of the records that need the combined convenience 
and protection of this marvelous and attractive new safe. » » » The Elec- 
tric Rekordesk Safe, the product of our Research Laboratory, is only one of 
the new developments in Diebold 24-hour protection service from fire... 
burglary .. . and banditry that make the Diebold line a greater profit 
builder for 1932. If you are interested in new sources of profit write us. 


DIKBOLD 


SAFE & LOCK COMPANY > Canton, Ohio 


OVER SEVENTY YEARS OF PROTECTION SERVICE 
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for 1932._ 


Che FIRST and ONLY 
ELECTRICALLY 
OPERATED SAFE 


In case of a daytime fire 
“oush the button and run” 






















































































UT in the far west you Il find a keen 
appreciation of the finer things of life. 
The Spokane and Eastern Trust Company 
has installed much of Leopold furniture 


in its new home. 


The beauty of artistry and design in- 
herent in Leopold furniture found favor 


in the eyes of the officials of the bank. 


Your customers, too, will find pleasure 
in Leopold furniture and will appreciate 


its artistic and authentic lines. 
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ontaining four ounces 
No. 126, contain- 


No. 128, « 


twenty-five cents; 


tion. Two sizes are made 


of mucilage, retailing at 
retailing at fifteen cents. 


ing | of mucilage, 


This item was made for the school trade, but its novelty 


5 ounces 


will also make a strong appeal to customers of the com- 


mercial stationer. 


= i 


New Type Waste Basket Excites Interest 
The A-S-E 


its name indicates—out of 
the All Steel-Equip ( 


waste basket is literally what 
The 
Aurora, 


“Outa-Site” 


stand for 
the 


initials 


I1., 


sight. 


ompany of manu- 





























OUTA-SITE” WASTE BASKET IN POSITION 
UNDER DESK 


THE 


facturers and designers of this new office convenience. 


The new product is shown in the illustration, attached 
to and at the rear of the center of a flat top desk. It is 
suspended on a %-inch diameter steel pipe with a threaded 


The 


rod until the felt-cushioned end- 


extension rod. It is fastened to the desk very easily. 


user simply extends the 


pieces fit against the sides of the desk, then the wing-nut 


is tightened and everything is shipshape. 
The basket is designed to be in such a position that it 


is out of the way of the person sitting at the desk, yet 


with its large, open face, it is very easy to toss a piece 


of paper into it. It is always in the same place—a very 


certain advantage. 


cmmguaiiiaiamieate 
Leather Modes, Inc., Announce Two New Lines 
Modes, 


Merchandise Mart, Chicago. 


A new company known as Leather Inc., has 


headquarters at the Edward 


Eichelberger is president, and Oscar G. Lehnbeuter is 


secretary. The company has launched two new distinctive 


lines of interest to the better grade of the retail trade. 
Paris style sources have been established and the New 
York sales room and offices are to be announced soon 


after April 1 
Style handbags will be trade-named “Marcine” and will 
The 


Parisian styles are assured, together with 


come in prices ranging from $2.95 and $4.95 upwards. 
latest authentic 


unique designs and new features and ideas. These hand- 
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A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 








MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 

















BROOKLYN <Gtationt 2 N, Y., U.S. A. 
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free Book 


“SPECIMEN 
LETTERHEADS” 


Lutz & SWeuNKMAN 
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ASK For QUOTATIONS ON COLOR Worx 





des of helpful sug- 
gestions of lettering 
and layout. Each engraving 
shows its estimated cost for 
quick figuring by you. Hun- 
dreds of Printers and Sta- 
tioners attest the profit making 
possibilities of “‘Jobbing Lith- 
ography.” Investigate the ad- 
vantages of our service. 


Estimates furnished on color 
work, posters, display, broad- 
sides, etc. 


Write Us Today 


Vail the 
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bags were designed B 


by H. 
Paris and New York stylists. 

Leather Modes, Inc 
of men’s leatherware. 


Welch, cooperating with 
, is introducing also a complete line 
This line will bear the trade name 

of “Manley,” of English origin, typifying the English type 
| of leather craftsmanship. 


Sales representatives have been assigned to territories 





under a new method which is planned to give a distinctive 
type of to the trade. The 
placed in the hands of the following representatives, and 
retailers are cordially invited to give consideration to both 
Milt Weber, well known on the Pa- 
A. Lowrey, for- 
merly of Nieman Marcus Company and Texas Trunk Com- 
pany, will cover the South. R. P. Briggs will supplement 
Mr. Lowrey in making the smaller towns throughout the 
South \. W. Pfalzgraf and W. L 
the Middle West. S. 
to Pittsburgh; C. W. 
\. L. Coleman and E. 
Weiller will have 

The line will be augmented by a complete merchandis- 
ing and sales promotional service to be handled under the 
direction of C. E 


service new lines have been 


| the lines mentioned 


cific Coast, will cover that territory. R. 


Chalmers will cover 
H. Cohen will work from Chicago 
Kline, Rocky 
W. Tuttle East. 


special territory adjacent to Chicago. 


Mountain territory. 
will cover the B 


Walberg, sales counsellor 


iccieaigiiiaianitinl 
Art Steel Company’s Newest Eight-Drawer Cabinet 
The new Asco No. 244 card file has eight double com- 


partment drawers with adjustable partitions for 3 x 5 and 
4x6 cards. It is made by the Art Steel Company of New 


York City. This new standard height steel card cabinet 
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ASCO NO. 244 EIGHT DRAWER CARD FILE 


“200” 
It is electrically spot welded with all corners acety- 
welded 


is one of the latest additions to the popular Asco 


line 
four roller bearings each 
drawer, and drawers are interchangeable. 


follower blocks are 


lene There are on 
Positive spring 
features of all drawers. 

ee ae 

Sponge Rubber Filler in “Speed-Mo” Stamp Pad 
The Rivet-O Manufacturing Company, 32 


es Das 


stamp pad. 


Jason street, 
Orange, is manufacturer of the unique “Speed-Mo” 
This patented pad is unusual in that the filler 
is made of sponge rubber, which possesses many advan- 
“Speed-Mo” 


tages peculiar to itself. gives clear impres- 
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Sheets held with vise-like 
security—yet instantly re- 
leased when desired. 





FLEXI- 













| Lifetime Guaranty Bond § 


Gy? mechanusm of this Plexr Post binder us guarantied 
for life. In case of failure, return the binder to your 
dealer He is authonzed to return it to us for prompt, 
free repaur « replacement of the operating parts 
This guaranty apples tc the mechonion ¢ oj 

mecharusm that gives Flex: 
and permanent adyz 










Exclusive Flexi-Post Feature 


Different binders have this, that, or the other feature— 
but Flexi-Post alone guarantees its mechanism for life! 
Here is proof positive that the quicker operation, firmer 
sheet-grip, wider working space, and unlimited capacity 
of Flexi-Post are permanent advantages of a mechanism 
built for lifetime service. 


With Flexi-Post, and the other successes in the Faultless 
Line, you can dominate the loose-leaf trade in your terri- 
tory, and show better profits. 


Say “Show me”—look over our Dealer Sales Plan, and 
Exclusive Franchise proposition. Send in the Coupon. 


STATIONERS LOOSE LEAF OC. tncssxow 


REG.U.S. PAT. OFF 


The Guaranteed Binder - a Unit of the FAUITLEss Line 


Mail the coupon 


[ STATIONERS LOOSE LEAF COMPANY, Dept. C-3, Milwaukee, Wis. ' 
| Send literature on Flexi-Post Binder, and name of nearest dealer. We buy most of our | 
SeeewTenk qaaplen Geass o o6 000 0006600046565656555500SES VERSE EONS es 000s 6ehaneannen | 

Name _ , in tet (eenncves vse f 


Address nn ee eee ed 
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Special JoneSteel ma- 
hogany grained counter 
work and desks installed 
in the Woburn Five Cent 
Savings Bank, Woburn, 


Mass. 
Architect: 
THOMAS M. JAMES 














Highest Quality 
of Workmanship 


Distinguishes These Installations 


Many equipment dealers, realizing that sales de- 
pend on VALUE offered, are finding remarkably 
little resistance in the sale of JoneSteel desks, files 
and office equipment. While prices have been brought wi aay = —~ 
right down to the lowest levels in our history, jee of Jonney Momufactoring Can 8 tadia” St. 
QUALITY has not been minimized in any respect, Boston, Massachusetts 

in fact, improvements have steadily been made. 


JInATStugl- 
OFFICE EQUIPMENT 


All mahogany and walnut finishes are expertly 
HAND GRAINED .. . one of the reasons why 
JoneSteel finishes excel in appearance. The cream of 
the finest mechanics is centered in Jamestown which 
is responsible for the ingenuity and superiority of 
JoneSteel construction. 

Let JoneSteel Office Equipment show you the way 
to increased sales in 1982. Write for our dealer 








Hand-grained mahogany JoneSteel desks in the 
ay office of C. S. Cunningham and Sons Construction 
proposition. Co.. Statler Building, Boston, Mass. 


Jamestown Metal Desk Co. Inc. Jamestown, f.U. 
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sions, is practically dustproof, never sags, will not sweat, | 

cleans the type of the rubber stamp when inking, is silent, A Mi A } AY G! 
and has unusually long life. It is particularly well adapted Z 7 
for the use of concerns requiring heavy duty from a stamp 


vad, and for inking large ve sti S. NEWES a M ES 
3 7 he “Speed-Mo” Line < ae ranging from No. 1 | TH S T | PL T 
«+ DUPLICATOR «> 





NO TYPE 
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~ yen, ai s 
NO GELATIN - NO INK ° 


SPEED-MO” SPONGE RUBBER STAMP PAD 





up to 20x20 inches in tin box and rubber base office 


models, as well as heavy duty pads for factory, warehouse Copies Direct from the Original 


and shipping room us¢ Che line offers good profit oppor- 


Only three simple operations: 1. Type the original 
on sheet of paper using hectograph carbon paper; 

2. Clamp original on the rotating cylinder; 3. 
Turn the handle. That’s all. In less than a min- 
ute this New Process Duplicator is giving you 
action. 

bilites in the export Geld. Dh S080 
certified safe for home or office use—certified as to its HIGH SPOTS 


Copies direct from “original” 

100 to 150 clear, bright copies from each 
original 

Fifty copies or more a minute 

Delivers copies flat—not curled 

Takes any size up to 9x14” 

Requires only 4” top margin. 


tunities for dealers. 
ee 
“Treasure Chest” Going to Foreign Fields 
Che Victor Safe & Equipment Company, Marietta, Ohio, 
is introducing its “Victor Treasure Chest” in foreign fields. 


Phe nation-wide response to this item indicated its possi- 





USES—AII routine duplicating jobs, bulletins, sales 
letters, memos, office forms, etc. Also, especially 
adapted to system work—order, invoice, produc- 
tion forms. Gives perfect registration. 


Handard 


NEW PROCESS DUPLICATOR 


STANDARD MAILING MACHINES CO. 
Revere Boulevard, Everett, Mass. 


Please send me a complete description of your NEW 
PROCESS Duplicator. 





VICTOR TREASURE CHEST” 

POGUE oo coc vuncukaud 6002550605 0p 56s See 
positive and lasting fire protecting qualities, in common COMBE «oo icnvnu0ssedd eckson eee 
with all “Victor” safes. 

The lid embodies safe door design, including gasket Address Coo oe eee REE HEHEHE HEHEHE SEE HEE HE SEES 


tongue and groove. The joints are electrically welded, and 
the lock concealed, leaving the interior free for storage. 


The insulating material does not deteriorate, and the chest CS LT CS RT 





104 











Patented 


ZVEOTEUMt 
DESK, TABLE AND 
COUNTER TOPS 





PREVENT EYE STRAIN 





+ & e 
e Hy. \ 
Vg NY 

SY aNY}: 

Cin Dz 
SS 
> 














“‘Glare from glass desk tops confuses the eye by giving con 


flicting orders concerning the size of the pupils.’ 


DR. E. E. FREE, N. Y. UNIVERSITY 


No one can pretend indifference to the 
preventable causes of affected eyesight, 
headaches, etc. 


And no one can use Neo-Leum on our 
10-day trial offer and not know the truth 
about the damaging effect of glare as told 
in our booklet, “Reflections on Desk Tops.” 


Ask about our trial offer and let 
us help you sell more Neo-Leum 


PLATE GLASS REFLECTS 95% 
FINISHED WOOD AVERAGES 80% 
NEO-LEUM REFLECTS 14% 
WAGEMAKER COMPANY 
Grand Rapids, Michigan 
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sweat or rust, no matter how long it remains 


A full hour’s protection is afforded against 1600 


will not 
closed 

degrees Fahrenheit, or approximately 871° Centigrade, cer- 
tified by a label in the lid. The chest weighs forty-seven 
pounds, and is finished in an attractive olive green crinkle 


lacquer finish, with nickel hardware and trim. 








rHE IMPROVED TOLEDO NO. 9000 CHAIR 


This chair was first described in the Jan 
uary issue of Office Appliances on page 23 
Since then the following improvements have 
been incorporated: Front rail of brace raised 
to give plenty of leg room; side rails in 
clined, giving added strength; wooden seat 
mounted on concealed rubber bumpers to 
eliminate any rattling noises from vibration 

of the seat against the metal frame 


























Amber Bottles for Carter’s “Rytoff” 


Because sunlight shining through clear glass bottles 


containing ink eradicators has a tendency to weaken their 
effectiveness, The Carter’s Ink Company of Cambridge, 


Mass., 
for their single-fluid eradicator, “Rytoff.” 


deems it desirable to use bottles of amber glass 
Heretofore they 
have regarded the light-proof carton as sufficient protec- 
this protective factor depends upon the user, 
bottle to the 
glass for 


tion, but 
who is not always careful to return the 
carton after using. The adoption of amber 
“Rytoff” bottles thus offers another and a conclusive pro- 
tection 

The company says that “Rytoff,” which they claim is as 
effective in the removal of fresh ink stains as a two- 
solution eradicator, does its work in less time—a factor 


which is appreciated by many users. 
i — 


New Bases for Work-A-Day Calendars 
Keith Clark, Inc., 350 Hudson street, New York, N. Y., 
is offering new lifetime bases for Work-A-Day calendars. 
One is made of metal in statuary bronze finish, to retail 
at $1.50. The other is of bakelite in cabinet wood colors— 


mahogany, walnut and oak—and retails at $1.75. These 





WORK-A-DAY CALENDAR WITH A METAL BASE 
FINISHED IN STATUARY BRONZE 


bases are simply constructed and sit firmly on the desk. 
They are strong and need no adjusting. 

[hey are suitable accessories for desks in offices or 
libraries. 


The company announces new net prices. 
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WHY COLUMBIA RIBBONS and CARBONS eARE DIFFERENT and BETTER! 








TESTING 


Before Winding! 














OLUMBIA tests its ribbons—to guarantee their perfection and per- 
formance to you and your customers. 


Samples taken from each bolt are tested for strength, weight, writing strength 
and penetration. For four or five days they are aged in an electric oven of 
180 degrees temperature—this to approximate two years exposure under usual 
working conditions. Actual atmospheric tests are also made, and these, too, 


This is the fourth of a ne series 


of adrertisements showing the ex- are far more rigorous than any that the ribbons ever receive in the years in 
tensive facilities back of Columbia which they may remain in their dust and moisture proof containers. 

ewriter Ribbons and Carbon a 
Mt ts Seas ana re Electric spooling machines wind the completely inked ribbons, sensitively 
sponsible for their DIFFERENT detecting and discarding any ribbon too short, with uneven thickness of thread 
and BETTER quality and service or W ith joints or knots. 
Our comprehensive booklet “Call 
on Columbia’ tells = te Finally hooks, eyes and other attachments are inserted and the completed 
story Send for it o obliga 


ribbons are passed on to the extensive stockroom illustrated herewith, where 
they are boxed and iabelled. Over 200 standard varieties of regular ribbons 
are carried in addition to many special styles. 


tion 


This exacting ribbon testing is but one of a number of phases of Columbia's 
particular manufacture of the typewriter ribbons and carbon papers which 
are widely known throughout the world because they are so different and so 
superior. 


PROOF from America’s Leading Dealers: 


“We are highly pleased with our connection on typewriter ribbons and carbon paper. With your 
cooperation we have increased our ribbon and carbon business AT LEAST 50 per cent. We feel 
that it will continue to show a decided increase from year to year.” 
L. B. Gardner, President, 
Hitt Printinc & Stationery Co., Waco, Texas. 






PSS , 
Niven 








COLUMBIA RIBBON & CARBON MFG. CO., Inc. Main Office and Factory, Glen Cove, L. I., N. Y. 


Branch Offices and Agencies in all Principal Cities of the United States—also Toronto, Mexico City, London, Madrid, and Milan 


COLUMBIA wo'ctinwes ‘varens 





AND CARBON PAPERS 
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MODERNIZE 
YOUR 
OFFICE 


G.E. builds a line of motors 

that accurately match the 

characteristics of these and 
other office devices: 


Adding machines 
Addressing machines 
Auto callers 
Automatic typewriters 
Accounting machines 


Billing machines 
Binding machines 
Blueprint machines 
Bundle tiers 
Bookkeeping machines 


Canceling machines 
Calculating machines 
Card punchers 
Cash-carrying machines 
Cash registers 

Check endorsers 

Check writers 

Check protectors 


Clock winders 
Coin-counting machines 
Computing machines 
Coin-wrapping machines 


Dictating machines 
Duplicators 


Embossing machines 
Engraving machines 
Envelope-opening machines 
Envelope-sealing machines 
Erasing machines 


Fans (for desk) 

Fare boxes 

Film-washing machines 
Folding machines (paper) 





Small but mighty... this Type RSC motor... and a partner 
of the modern postage metering machine Gluing machines 


Key-cutting machines 


Where Midgets must Handle Giant Tasks... mre ae 


Labeling machines 
Letter presses 


There’s the Place for Mailing machines 


Package-sealing machines 


Package-wrapping machines 
Paper-box machines 

= Payroll machines 
Perforating machines 


Photograph printers 
Postal permit machines 
Printing machines 


N YOUR mailing department, for example, where postage 


Registers (sales) 








meters handle hundreds .. . often thousands .. . of letters Sorting machines (card) 
° . ’ ° . ° Stamp-canceling machines 
daily, there a G-E motor is exactly fitted to the job. Stenciling machines 
- - Stock-quotation boards 
. ' ‘ 4 ‘ Stitching machines 
General Electric has a type and size of motor to fit every . 
- / ape moisteners 
. . ry . Tape-pulling machines 
office-device need. These dependable drives are modern . . . Telegraph machines 
1 ers 
good looking . . . efficient. And, too, close cooperation a peeinaaaes 
. , ° . . Typesetting machines 
between G-E engineers and manufacturers, coupled with Ticket counters 
. , Tabulating machines 
thirty years of experience, assures you the best in perform- Venders (ticket) 
<r . a . Voting machines 
ance and care-free service. Wes 
rapping machines 
210-164 
rts # AN D ENGINEERING BERVESC I N rFRERGE FP ASE GirPIiss 
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Ward’s Motor Book Increases in Popularity 
John J. Ward, Inc., 23-08 Jackson avenue, Long Island 
City, N. Y., forwards a neat little folder and a compli- 


mentary copy of their automobile motor record book 
manufactured by the Ward organization This book is 
increasing in popularity every day. The folder is arranged 


so that the name of the jobber can be imprinted upon it. 


Each dozen of the books are packed in a snappy counter 














SMITH PREMIER LINE OF NOISELESS TYPEWRITERS 
Top, Model No. 71, having all the features of the Noiseless 
Portable and many more; designed for commercial use. 
is of comparatively light weight; carrying case, if desired 
Center : Smith Premier Portable Noiseless, Model 51 
Bottom : Noiseless Model No. 61, Smith Premier Stand- 
ard correspondence machine 
The line of Smith Premier typewriters is sold exclusively 
abroad 
Models No. 71 and 51 are available in black, ben soir 


gray or certain other color combinations, without charge 








display carton and every carton bears with it an attractive 


window poster sheet. Counter display carton and window 


poster sheets are done in orange and black and constitute 
striking display pieces 

The book is known as Ward’s Ever Ready Motor Rec 
ord Book for The 


sheets are ruled and headed for the different expenses en- 


| 


recording upkeep of the automobile. 


countered, and another part of it is given over to the rec- 
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Another Attractive 
Offer! 


No. 700 “Steel Age” Line 


The Greatest 
Value Among 
Ball Bearing 
Suspension 
Filing Cases 


Recent m- 


i 
provements in 
design and finish 
give you new op- 
portunities in 
competitive sell- 
ing. 

Pin your letter- 
head to this 
coupon and let us 
explain in detail 
about new bear- 
ing rollers, elec- 
tro-galvanized 
suspension mem- 
bers, and other 
improvements at 
attractive, low 
prices. 








WAREHOUSE STOCKS CARRIED IN 
NEW YORK —PHILADELPHIA—SAN 
FRANCISCO—-LOS ANGELES—-BOS. 
TON—CABLE ADDRESS: CORJAM 


ORRY- 


STEEL 





FURNITURE 











CORRY-JAMESTOWN MFG. CORP. Corry, Penna. 


Please send me your Low-Price Offer on the No. 700 
“Steel Age” Line; also send Catalog, Price Sheets 
and Discount Sheets covering Corry-Jamestown 
Steel Furniture. 


Seer 


Address... 
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Triplekote= 
a different 
earbon paper 





“Old Town” Triplekote 


never smudges—never curls 
never wrinkles. It is nat- 
urally a pleasure to use it. 
Pleasant work means better 
work. 
With “Old Town” Triple- 
kote it is never necessary for 
the busiest stenographer to 
use more than a sheet a 
day. Frequently, one sheet 
may be used for several days. 
For real economy, better 
and cleaner work, sell ‘‘Old 
Town” Triplekote—Manu- 
factured by “Old Town’s”’ 
exclusive process it cannot 
be duplicated. 


OLD TOWN RIBBON 
& CARBON CO., Inc. 


Johnson and Prince Streets 


BROOKLYN, NEW YORK 


‘Ol Gown’ 


“Old Town”? Herme- 
tic ribbons, **Tins of 
Magic,”’ go hand in 
hand with ‘*Old 


Town” Triplekote. 





| 
| 
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ord of major expenses with pages in the back for memo- 
randa. There are some excellent suggestions and a few 
good things to know about general topics. The booklet 
is bound in heavy manila and is six inches long by two 


and seven-eighths inches wide. 








YOU Kn-a" 
One OW 


AS 2c 


TIME STAMD 





NEW DISPLAY OF ‘“‘ECLIPSE’’ TIME STAMPS.—The A. D. Joslin 
Manufacturing Company, Merchandise Mart, Chicago, Ill., furnishes 
this effective display to its dealers. It is 28x36 inches, done in 
eleven colors, and is adapted for use in window or on the counter 
This display, in conjunction with ‘‘Eclipse’’ time stamps, has a 
definite merchandising value. It has been used effectively to increase 
volume on time stamps as well as on kindred items. In accordance 
with its far sighted policy of assisting dealers, the A. D. Joslin 
Manufacturing Company makes no charge for the display. It is sent 
free of charge to dealers asking for it 








Reliable Issues New Publications 
The Reliable Typewriter & Adding Machine Corporation, 
303 West Monroe street, Chicago, has just issued Bargain 
Bulletin No. 720. This is a handy coat pocket-size bulle- 
tin of twenty-two pages exclusive of cover. It gives mim- 
eographed accounts of terms and conditions, and announce- 
ments of the different adding, billing, calculating and book- 


keeping machines, also some special bargains in type- 
writers, 

On the last page are some timely quotations in verse, 
the first one by Rudyard Kipling. 


The new 1932 Office Equipment Register should also be 
This convenient book is divided into four sec- 
type- 


mentioned. 
tions and covers adding and calculating machines; 
writers; billing and bookkeeping machines; and addressing, 
dictating, duplicating, stamping machines, etc. 
of related subjects is covered in a separate booklet 


Each series 
This 
register contains complete information and retails at fifty 
cents for individual sections or $1.50 complete. 

Finally, the company has issued what they designate as 
the Reliable Retailers and Manufacturers Business Record, 
which is declared to be an expert method, simplified to 
give any business man complete and understandable figures 
of his business in less than five minutes labor a day. This 
record is declared to be simple, quick and accurate. 

— 
Now the “Dig and Get It” Pencil 

The Office Specialty Manufacturing Company, Ltd., man- 
ufacturers of office furniture at Newmarket, Ont., and with 
branches in twelve Canadian cities, whose “Dig and Get It” 
bulletin was reproduced in Office Appliances last month, 
have an interesting follow-up on the slogan. It is a good 
“made in Canada” lead pencil, bearing the Office Specialty 
imprint and with a clip in the form of a shovel with the 


words “Dig and Get It” embossed in the scoop. 
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On the air... the 


LIFETIME REVUE! 


Every Sunday, 4:30 p. m., Eastern Time 





Snappy comedy, tuneful melodies, and many surprise fea- 
tures in this sparkling coast-to-coast radio show broadcast 
every Sunday afternoon in the interest of Sheaffer dealers. 


Headliners are the Two White Dots, Gill and Doemling, 
specialists in lightning humor—and H. Leopold Spitalny 
with his Feathertouch Orchestra. 


Over 40 stations, NBC-WJZ hook-up, broadcast the Life- 
time Revue’s selling message over the fountain pen market 
of the United States and Canada. National magazine and 
newspaper advertising . . . and now RADIO give Sheaffer 
dealers complete mastery of the market. 


A sales-stimulating contest will be announced in an early 
radio program. Every contestant will receive a free sample 
of Pencil-Skrip through his Sheaffer dealer. In order to pre- 
pare dealers for this contest one free sample will accom- 
pany every 3 packages of Pencil-Skrip shipped. 


Identify yourself with this great sales structure through 
Sheaffer Radio Window Streamers and display material. 
Meet the rising demand for Sheaffer with a complete Life- 
time’ and Feathertouch stock. 


SHEAFFER'S 


PENS-PENCILS-DESK SETS-SKRIP 


W. A. SHEAFFER PEN COMPANY : FORT MADISON, IOWA, U.S. A. 
AND ALL PRINCIPAL CITIES OF THE WORLD 
°Reg.U.8.Pat.Of Ow. A. &. P. Co., 1932 
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SPEED-MO 


THE ONLY HE FAIRMONT CREAMERY CO. 
SPONGE RUBBER choose SPEED-MO Sponge Rubber 


Stamp Pads for standard equipment. 
STAMP PAD In their shipping room, where stamp 
pads get the greatest use and abuse 
SPEED-MO special factory models 
stand the gaff. 

For long wear, clear sharp impres- 
sions, indifference to weather condi- 
tions, and cleanliness, SPEED-MO 
Pads are unequalled. 

There is a SPEED-MO Model for 
every office or industrial need. Sizes 
range from No. 1 (2%4”x444”) up to 
No. 2020 (20x20) in all styles. 

Ninety-eight percent of all trial users 
average to specify SPEED-MO when 
they re-order. This assures you of per- 
manent customers. 

Send for a trial order NOW while 
you think of it. Liberal Discounts. 


RIVET-O MFG. COMPANY 
32 Jason St. 
ORANGE, MASS. 








Makes the Stamp Print Better 


and Last Longer 








Always an outstanding value, the Aurora 350 Line is and legal width files, but also any number of drawer com- 
today a far greater value, both actually and comparatively, binations—5 x 3 and 6 x 4 cards, check, double and 


than ever before. Lower triple document, in any ar- 
material costs, wider distri- rangement and all inter- 
bution, manufacturing econo- changeable.! Colors are 


live Green, Oak, Walnut, 
and Mahogany. 

Write or wire today for 
Full information on this versa- 


mies, ana increased produc- 

tion have resulted in an 
| , 

infinitely hetter product at 


substantially wer prices 
tile, high-grade, rapid selling 


line of filing equipment. 
Many attractive dealerships 
are still open 


whi h sre passea on to you 
in their entirety 

The Aurora 350 Line is a 
complete line of filing equip- 


| 
ment, in Jaing not nly letter 





No 351 No. 351253 No. 351D1 No. 352 No. 352D1 Legal and letter width drawers are not 
4 Drawer Letter & Card 3 Letter & One 4 Drawer 3 Legal & One of course, interchenaceble 
Combination Double Document Legal Size Triple Document ° 








~ 
AURORA.JILL USA 








We specialize in designing and build 
ing unusuel filing and storage equip Aurora Metal Cabinet Company 


ment for out-of-the-ordinary uses. Our 
plan-engineers are at your service 435 Woodlawn Avenue Aurora, Illinois 
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(Meetings and Dinners—Continued from page 41) 
bon Manufacturing Company; A. M. Heck, Columbia Rib- 


bon and Carbon Manufacturing Company; John H. Ruff, 
California Carbon Company; Mr. Bland, Western Carbon 
Company; Mr. McCall, Miller-Bryant-Pierce Company; 
Mr. Andre, Mittag & Volger Company, Inc.; Mr. Shall- 
cross, the Shallcross Company; Mr. Wallace, Columbia 
Ribbon and Carbon Manufacturing Company, Inc.; Mr. 
Huston, Mittag and Volger, Inc., and Mr. Waters, Old 


Dutch Ribbon and Carbon Company. 


The February Meeting 

This meeting was held at the same place as the January 
gathering, with President S_bertson in the chair. Follow- 
ing the overture and the first course of the dinner, the 
President introduced Mr. Bland, who spoke on aniline and 
its uses as they affect the carbon and ribbon industry. 

Mr. Wilson spoke of evidences of a general trend to- 
ward higher quality goods, 

John H. Ruff gave some optimistic views on the future 
of the industry in Los Angeles, and recounted some of his 
interesting experiences in China during the Boxer rebel- 
lion. 

Mr. Andre gave a snappy talk on conditions, declaring 
that every one of his salesmen had increased his sales in 
January over those of the preceding month. 

H. A. Ecclestone described the features of a new type- 
writer ribbon box the Remington Rand organization is put- 
ting out. He was given an enthusiastic vote of thanks for 
his fine address on “Sales Organization” at the January 
meeting 

Mr. Ruff announced himself as a candidate for the secre- 
taryship of the association and his name for the office was 
enthusiastically seconded by Secretary Frank C. Dollard. 

Mr. Sibertson of the American Carbon Company, presi- 
dent of the association, gave some suggestions along con- 
structive lines with reference to upholding ethical rules. 

After the reading of several letters from eastern asso- 
ciates and friends to Messrs. Wilson, Heck and Sibertson, 
the meeting adjourned. It was a successful event and de- 
veloped much enthusiasm. 

A feature of the March meeting will be Mr. Wilson and 
his xylophone 

———E 
Philadelphia Stationers Association Meets 

The February meeting of the Philadelphia Stationers 
\ssociation held at the Bellevue Stratford hotel on the 
evening of February 11 was a double barreled affair. Presi- 
dent Charles A. Connell presided at the meeting. Eighteen 
persons were in attendance. The membership committee 
reported the names of Roth Brothers and Eugene Strom as 
having applied for active membership. Action will be 
taken at the next meeting. 

The president read a communication from General Man- 
ager Garvin of the National Stationers Association point- 
ing out that the Senate committees on judiciary are con- 
sidering appeals affecting the stationery industry, all by 
Senator Nye, one to establish a federal trade court and 
two proposed enactments to amend the Federal Trade 
Commission Act. At the request of Mr. Garvin, and in 
pursuance to a motion, the secretary was instructed to 
send Mr. Garvin a letter giving him authority to represent 
the association before the Senate committee. 

First Vice-President Crap expressed a wish to be re- 
lieved from the chairmanship of the educational commit- 
tee. Edward Eisenstein of the committee was accordingly 
made chairman. 

Chairman W. L. Benson of the Allied Trades committee 
said that for the April meeting a tour of a paper mill had 
been planned. He urged that the tour be carried out in 
the daytime instead of at night. 

Secretary Wustner read the resolutions adopted on the 
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PRESS/O 


The only way to successfuly defeat 
depression is to get the word out of 
your mind and PRESS ON. Better 
Business is not just around the cor- 
ner—Better Business is here now 
for those who willseek it courageously 
and intelligently. When disheart- 
ened and all seems lost, tighten 
your belt; use your head; work a 
little harder and PRESS ON. Offer 
your customers Better Products and 
Greater Service instead of lower 
prices. Go to your prospects with 
the determination to help them and 
you will sell them. 


The entire “*“M&V”’ organization is 
prepared to assist you to PRESS 
ON to increased sales and profits by 
offering: 

(A) Highest quality typewriter ribbons 

and carbon paper. 

(B) A wide range of fair prices. 

(C) The most complete line obtainable. 

(D) Sensible advertising and Sales Helps. 


(E) A Service Department for the selec- 
tion of material to meet the indi- 
vidual needs of each consumer. 


(F) Full Protection. 


Let’s all be optimistic and PRESS ON 


MITTAG & VOLGER 


INC. 


Principal Office and Factories 
PARK RIDGE, N. J. 
Agencies throughout the world. 
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The New HOTCHKISS 


STAPLING PLIERS 


Multiply Your Market! 
Sell to Everybody!! 


Men, women, 
homes, offices, stores, 
schools, factories — all are 
now prospects for stapling 
machines —for HOTCH- 
KISS has done it again 
proved its leadership by 
giving you a stapling de- 
vice you can sell to every- 
body. 


It’s an overnight sensation—the 
new HOTCHKISS Stapling 
Plier! Not just for business 
but useful—needed everywhere, 
it multiplies your market many 
times over. It gets you business 
where you never dreamed busi- 
ness could be had—it builds a 
big and profitable repeat order 
trade—it’s the item you want 
now to pep up sales, bring in 
customers, open up new oppor- 
tunities. 

Good looking, colorful, handy, 
efficient, low priced—For sta- 
pling correspondence and all 
kinds of papers, for tagging, for 
making paper, cloth and leather 
novelties, for every use where 
a quick, neat, sure binding is 
wanted this new HOTCHKISS 
Stapling Plier is indispensable. 
It's the biggest thing in the 
stapling line ever announced. 
It's making money for hundreds 
of dealers right now. It’s certain 
to make money for you. Send 
for your assortment, free win- 
dow and counter displays, sales 
helps, etc., or write for details 
at once. 

THE HOTCHKISS SALES 

COMPANY 

NORWALK CONNECTICUT 


children 





Tagging, etc., in 


Labelling, 
Store or Factory 











































Monet H 54 N. P. 
List $2.50 





Even the School 
Children 


Are Prospects 


Trade Mark— Panels of 


Contrasting Colors 


HOTCHKISS 
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death of William J. Chaplin and sent to the bereaved 
family. 
The plan for credit interchange was discussed. The 


president urged that the plan be used by more of the sta- 
The together with a 


view to rejuvenating the plan 


tioners. committee will be gotten 
The president called atten- 
tion to the increasing success of cooperative delivery serv- 
ice and cooperative buying. 

Visit to Polar Plant 

of the Allied Trades took 


this point and escorted those 


ss ee 


charge of 


Benson committee 
the 
present to the plant of the Polar Manufacturing Company, 
401 North the was joined bv 
others who did not attend the dinner, making a total 
R. Landes 
Manufacturing Company, Miss Landes and 
The stock made by the Polar Manufac- 


meeting at 


Broad street, where party 
of 
over fifty. They were greeted by President M 
of the Polar 
Harry M. Getty. 
turing Company was assembled on a long table and around 
the sides of a generous display room. Over ninety-eight 
articles were shown and many of them were demonstrated 
and explained 

Mr. Getty 


he explained 


the through the factory, where 


advantages of modern machinery and 


guided 
the 


party 


methods 

Reassembling in the display room, there was the usual 
exchange of courtesies between the president of the asso- 
ciation and the president of the company acting as host. 
In order that the dealers should personally inspect the 
stock, Mr He said that 


there are concealed in various articles six envelopes con- 


Landes proposed a treasure hunt. 


taining gold pieces, two of $5.00 each and four containing 
$2.50 each. Then ensued a good humored scramble and 
all the envelopes were found, after which three cheers 
for Mr. Landes and for his company. 


were given 


ee 
Boston Stationers Dine and Dance 
At the Statler hotel, Boston, Monday evening, February 
1, the Boston Stationers Association gave its forty-fourth 
George W. P 
ciation, was toastmaster, and 


ratt, president of the asso- 
Marion 
dinner last year, performed 


annual banquet 
Chase and her or- 
chestra, who entertained at the 
a similar service this year. 

E. W. 
vited all present to attend the fourteenth annual meeting 
of the Connecticut Valley Stationers at Springfield, Mass., 


Pape, regional governor of the First District, in- 


on February 3. 

William E. Ward, president of the National Stationers 
Association, extended an invitation to attend the national 
convention to be held at the Hotel Commodore, New York 
City, in June. 

Herman Price of The Eagle Pencil Company, first vice- 
president of the National Stationers Association, said that 
in view of the excellent work being done by the National 
Association and the Boston organization, definite progress 
would be made in overcoming the conditions of the present 
day. 

William H. 
field, created some merriment by presenting himself in the 
character of Joe Zilch, a reporter for “Ballyhoo,” in which 
character he related the news of the stationery 


Greenleaf, widely known in the stationery 


field and 


some of his experiences in it. 


W. Ed. Dawson of Montreal, present from Canada for 
the third successive year, dwelt on the pleasant relations 
existing between Canada and the U. S. A. Canada, he 


said, is a big country with a small population. It has a 
Business, said Mr. 
He paid 
a tribute to the lives of Lincoln and Washington. He re- 
viewed briefly the commercial development of Canada and 
Canada, he said, 


great history and greater possibilities. 
Dawson, is superior to political entanglements. 


discussed some of the trade relationships. 
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No. 4 Scripto pencil 
Retail price—10c 
5% inches long. 

Loads with a 4-inch 
lead. Propels, repels, 
expels. Round or 
hexagon barrel in six 
colors. 








No. D4 Scripto pencil 
Retail price—15c 
Has the new Duo- 

Color finish. 5% 

inches long. Loads 

with a 4-inch lead. 

Propels, repels, ex- 

pels. Round barrel 

in four finishes. 













IMITATIONS 


a help to the Stationer 


As no article is ever imitated unless it is a 
proven leader, imitations enable the Sta- 
tioner to unerringly select 


THE LEADER 


For five years the Scripto pencil 
has been closely imitated. Not 
only the original ‘long lead"’ fea- 
ture but even the appearance of the 
Scripto pencil has been copied. Now 
the break-proof ‘‘cushion”’ lead 
pack with wood insert—originated 
by Scripto—is imitated. Even the 
number of leads and erasers in the 
packs is duplicated. Scripto MUST 
BE“GOOD. 


THE LEADER FOR 8 YEARS 
WHY SELL AN IMITATION? 


With Scripto pencils, leads and 
erasers the Stationer has a line of 
economical, dependable mechan- 
ical pencils and sUpplies which 
meet every requirement of his cus- 
tomers. here is a pencil and a 
lead and eraser pack for every pur- 
pose. Samples and stationers’ 
prices are gladly supplied upon 
request. 





No. 81 Eraser pack—Retail price 10c 
Holds6 erasers which fitall 
Scripto and Sharpont pencils. 





No. 131 Long Lead pack—Retail price 15c 
Contains 12 four-inch black leads. 
degrees. 


SCRIPTO MFG. Co., ATLANTA, GA. 















No. 10 Sharpont 
vencil 

Retail Price—10c 

514% inches long. 
Loads with a 1 %-inch 
lead. Propels, repels, 
expels. as maga- 
zine to hold 12 leads. 
Round barrel in six 
colors. 


No. 33 Duopont pencil 
Retail price—25c 
Writesin twocolore. 

Loads with 1%-inch 

leads. Propels, re- 

pels, expels. Round 
or hexagon barrels in 
several color com- 
binations. 










113 






















OFFICE APPLIANCES 






The many installations of EDCO DESKS in large offices are indications of their 
Corporation time saving convenience and rugged durability. A successful dealer in office 
- furniture once remarked that desks built well enough to satisfy the big corporation 
Quality could be sold to any smaller business, for nowhere is the proportion of quality and 
cost more closely and competitively considered. We are always glad to demon- 
strate to progressive retailers the superiority of EDCO DESKS as applied to their 

selling, or to send our catalog. 


EVANSVILLE DESK COMPANY « « EVANSVILLE, INDIANA 











NOTE BOOKS 


Qualities—rulings— bindings—sizes 
to meet all requirements 


STOCK BOOKS—6 x9 and 43 x9 
60 or 80 leaf —full count 
Manila Covers 


SPECIAL sizes—bindings—imprints 
promptly to order 





May we submit prices and send catalog showing all grades and rulings? 


ROCKWELL-BARNES COMPANY 


1511 WEST 38TH STREET CHICAGO, ILLINOIS 
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United States 
from Canada than 
200 United States 


buys more from the United States than the 
England more 
He said that 


commercial enterprises have branch establishments in Can- 


buys from Canada, and 
Canada from England 


ada, while only about 200 English concerns have branches 


there 
In closing, Mr. Dawson extended greetings from the 
Prime Minister of Quebec to the Boston Stationers Asso 


ciation, 
Garvin of the National Association 


He said that the period we 


Manage 


Stirring 


Gene ral 
gave a speech. are 
passing through now is along the way to better times and 
bigger things 
Following the dinner and the speeches, dancing was the 
order of the evening until a late hour. 
The for the 


quet included the 


success of the ban- 


Malcolm 


committee responsible 


following gentlemen: Dresser, 


chairman; Harry R. Bennett, H. Brooks Crosby, Albert F. 

Rebhan, Samuel B. Groom, William H. Greenleaf and 
4 - 

Waldo H. Ric uitieiieam 


Harvey Heads Seattle Typewriter Dealers 


By unanimous vote, the Washington Typewriter Deal 
ers Association elected J. R. Thomas vice-president to 
succeed H. O. Harvey, who became president upon the 
resignation of Mr. Moore. 

Committees appointed during the weekly January gath- 
erings were: adjustments and complaints, Messrs. John 
son, Moore and Grunden; membership, Messrs. Godd, 
Roper, Thomas and Anderson; entertainment, Messrs 
Hoyt, Martin and Walker. 


\t 12 Mr. Reinheimer, who is a 
member of the San Francisco Typewriter Dealers Associa 


Writing Machine 


activities of the 


the January meeting 


tion and connected with the American 


Company at San Francisco, reviewed the 
He told of a movement by the dealers 
to place the higher priced machines in the windows. Ata 


Seattle dealers took the same 


Bay City dealers. 


meeting two weeks later the 
plan under consideration. 
Chairman Johnson’s committee appointed to investigate 
the possibility of conducting a typing contest in city 
schools, reported that a tentative plan of action was being 


formulated. 


Edward N. Phelan of the Retail Trade Bureau of the 
Seattle Chamber of Commerce assumed the duties of secre- 
tary of the typewriter dealers on the recent resigna 
tion of G. F. Johnson. At the January 26 gathering, Mr 


Johnson was presented with a gift from the members in 


recognition of the good work he has done. 


One of the members, James C. J. Martin, was forced to 
absent the 
period, having been called to the home of his parents in 
Tonopah, Nev., of the death of his mother.—J. C. 
J. M 
Office 


Martin in sympathy over his bereavement. 


himself from weekly meetings for a_ short 


bec aus¢ 
friends of Mr. 


Appliances joins the many other 


—_<>——_—_— 
New England Travelers Celebrate Fourth Birthday 


The fourth annual meeting of the New England Trav- 
elers Club was held recently at the Chamber of Commerce 
building, Boston The following officers and directors 


were elected President, Malcolm Dresser; vice-presi 
dents, Robert M. Myers and Frank N. Fisher; secretary, 
Lee Paddock; custodian, Harry Bennett. Executive com 


Courtland J. Worth, James O 
and C, 


A. Krotz. For two years 
Horie and Guy Hart 


mitteemen tor one year 
Llobart, T. M. Stonehous« 
William Driscoll, Frank J 


The thirty members attending were welcomed by Charles 


P. Garvin, general manager of the National Stationers As 
sociation, who made a short address. 
The meeting was presided over by Frank J. Horie of 


the Boorum & Pease Company, president 


MILES 


| 
| 
| 
| 


The reports of | 
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Listen in on this — 








intercommunicating 
and calling systems 


Miles Communicating System is the 
first simple, foolproof system at a 
price to satisfy the modern demand 
in every office, factory, bank, store, 
restaurant, club, hospital, ete. Can 
be readily installed by anyone with 
the most elementary knowledge of 
interior wiring. 


Miles One Way Communicating Sys- 
tems are offered in six groups, rang- 
ing in price from $7.50 to $17.50. 
Two-way inter-communicating sys- 
tems, from $15.00 up. Loud Speaker 
calling-announcing systems in four 
groups, $67.50 up. 


Here’s that new idea you were look- 
ing for to bring you extra profit. 
Every dealer representative or dis- 
tributor of office equipment can 
make good with it. Write or wire at 
once! 


MILES REPRODUCER CO. 


26 East 22nd St. NEW YORK CITY 







_— BRING ME 
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$5 00 


Handsome 
Polished 
Bakelite case 


Base 334x iy 





What Day of the Week 
Were YOU Born? 


With an Executives’ 200 Year Calendar 
before you, ANY month of ANY year 
from 1800 to 2000 is instantly twirled 
in view when emergency arises—current 
month is before you rest of the time. 





No refills. Money back guarantee. 
Handsomely made. 


ACE MFG. CO. 


280 PLANE STREET, NEWARK, N. J. 








Clip-On Paper Clips 





Here is a better, stronger, more satisfactory paper clip 
for your trade, put up in inviting, colorful style—100 
in a box, 1,000 in a carton. Carton makes good ad- 
vertising display through design and lettering on the 
top and is neatly marked on the end, for shelf identifi- 
cation. CLIP-ON EVER FAST FASTENERS are 
made in three sizes, finished in brass or nickel. STA- 
TIONERS write for samples and prices. 


CLIP-ON CORPORATION 
Oswego, N. Y. 
= 
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the several officers were read and accepted. The secre- 
tary reported a membership of 102, while the report of the 
treasurer showed a satisfactory cash balance on hand. 

Mr. Horie paid a feeling tribute to the memory of the 
late William J. Chaplin, who recently passed on and offered 
a silent toast to his memory. 

Elmer Pape of the Connecticut Valley Stationers Asso- 
ciation gave a brief talk in which he expressed the willing- 
ness of the Connecticut Valleys to have the Travelers take 
charge of some of their meetings and present the stand- 
ardized talks arranged by the National Association. 

The meeting adjourned to attend the annual banquet 
which the Boston Stationers held that night. 

———— EE 


Northwest Stationers Banquet 

The Northwest stationers held their twentieth annual 
banquet on the evening of January 30 at the Hotel Lowry, 
St. Paul, Minn. Arthur Grayston of Minneapolis acted as 
master of ceremonies. 

The evening was a great success and the attendance was 
large and representative. Many attended, too, from the 
Northwest Travelers Club. 

Everyone sincerely regretted the fact that Regional Gov- 
ernor J. O. Davis, vice-president of the Miller-Davis Com- 
pany of Minneapolis, was unable to be present on account 
of illness. Mr. Davis was designated as toastmaster, but 
in his stead James T. Lacey was appointed and performed 
a very creditable job, indeed. 

Speeches were made by the following: Arthur J. Walker, 
National Stationers Association; 
Sterley Jerue, formerly regional governor; Karl Kiesel, 
Arthur Grayston and 


past president of the 


president of Northwest Travelers; 
Ed. Hanson of Minneapolis. 

\ few surprises were sprung, when the toastmaster, Mr. 
Lacey, called on the pencil quartette, consisting of repre- 
Their singing 


sentatives of various pencil companies. 


was enjoyed. The toastmaster also called on the loose leaf 
quartette, which offered a creditable rendering of not un- 


familiar ditties. 
—————— 
Shaw-Walker Finds Its Dealers Prospering 

The series of district meetings sponsored by The Shaw- 
Walker Company, Muskegon, Mich., for its dealers in key 
cities from coast to coast has found the members of the 
Shaw-Walker dealer family aggressive without exception 
and prospering in proportion, according to R. H. Mc- 
Gowan, one of the company executives in attendance at 
the meetings. The other company representatives were 
W. H. MeNiff, vice-president from the factory; T. E. 
Miller, vice-president in charge of branch retail sales, and 
managers of Shaw-Walker branches in the cities in which 
the meetings were held. 

Pictured elsewhere in this issue are seven of the nine 
group meetings at which the company’s new policy of 
dealer cooperation was outlined and aggressive sales plans 
for 1932 were developed. 

In the picture of the New Orleans meeting are: (Front Row) R. H 
McGowan; Frank H. Fargo, Frank H. Fargo Co., Bridgeport, Conn. ; 
Henry Levy, Henry Levy & Co., Vicksburg, Miss.; Mrs. Chambers, 
Eyrick’s, Jackson, Miss.; Miss Logue, Office Supply Co., Jackson, 
Miss.; Sterley Jerue, McClain & Hedman Co., St. Paul, Minn.; Clar- 
ence R. Smith, Clarence R. Smith & Co., Louisville, Ky.; A. V. 
Breard, Monroe Office Equipment Co., Monroe, La.; (Rear Row) M. 
P. Schlesinger, M. P. Schlesinger & Co., Greenville, Miss.; A. L. 
LeBlanc, H. C. Parker, Inc., New Orleans, La.; H. C. Parker, H. C. 
Parker, Inc., New Orleans, La.; W. H. McNiff; W. L. Coleman, Jr., 
E. L. White & Co., Fort Worth, Tex.; J. W. Campbell, Mississippi 
School Supply Co., Jackson, Miss.; A. W. Herrmann, H. C. Parker, 
Inc., New Orleans, La.; Albert W. Gill, Gill Printing Co., Mobile, Ala. 

Those pictured at the Minneapolis meeting are: E. C. Hyde, Fair- 
Sterley Jerue, McClain & Hedman, St. Paul, Minn.; 
Virginia, Minn.; F. C. Neu- 
Rudolf, 


mont, Minn. ; 
W. F. Burgher, Burgher-Williams Co., 
meister, McClain & Hedman Co., St. Paul, Minn.; W. T 











MARCH, 1932 


Don’t trifle with your cus- 
tomers good-will. Sell the 
Master Grade Underwood— 
the rebuilt typewriter with 
a matchless record for com- 
plete customer satisfaction. 


MASTER GRADE—THE ONLY AUTHORIZED REBUILT UNDERWOOD—PERFECT IN 
APPEARANCE — ORIGINAL UNDERWOOD PARTS AND PRECISION ADJUSTMENTS 


THE WHOLESALE TYPEWRITER CO. 


Factory and General Offices .. . 155 Sixth Avenue, New York City, U. S. A. 
Cable: SALETYPE, N. Y. 


PACIFIC COAST HEADQUARTERS ... 528 MARKET ST., San Francisco, Calif.: Cable: WHOLETYPE, San Francisco 








The Preferred Book for 


NUTES and RECORDS 


Record and Minute Books with Short-Pullrod Metal for— 


Corporation 

















Governmental 
Fraternal 
Minutes and Records 


TANDARD B & P Record and Minute Books have the 
neat, compact appearance of bound volumes, but have the 
added advantage that sheets may be removed and typewritten, 
thus permitting more data in each book. This also makes for better and cleaner records. They 
open perfectly flat. Just the thing for corporation or fraternal records and minutes. 


The metal is constructed of solid brass and all exposed 
parts, nickeled plated and highly polished. Equipped with 
new style (short pull) rod which pulls out only three- 
fourths of an inch making it an easy matter to remove or 


and right; flexible hinges; paged, or not paged, as required. 
Send for list of sizes and bindings. 


Book Lock for Record and Minute Books 


insert sheets. The rod is a permanent part of the mechanism 
which eliminates danger of rod becoming bent or lost. 
Made in two capacities: 150 sheets (300 pages); 250 sheets 
(500 pages). High quality heavy white Byron Weston 
waverly ledger paper with record marginal line ruled at left 


We supply a special book lock which consists of a plate ex- 
tending over the back of the sheets, which locks the covers 
securely, in conjunction with another plate slipping over 
the outside of the covers and held by a pad-lock, is known 
as Lock M. The price for the three component parts is $3.30. 


BOORUM & PEASE COMPANY 





P. O. Box 272 
City Hall Station, 
New York City 


CHICAGO, ILL. 
500-532 So. Throop 
St. at Harrison 


NEW YORK CITY 
349 Broadway 


BROOKLYN, N. Y. 
84 Hudson Avenue 


ST. LOUIS, MO. 
212-214 So. 7th Street 


BOSTON, MASS. 
29 Otis Street 





























OFFICE APPLIANCES 


118 


NOW! a sensational offer 
FRREE fierce staptes gamut 


a new improved No. 9 . 


“SPEGSTENER. 









as a tacker. 


Attractive Display Cards 
and Stuffers free! 













fastening also used 
ee. rk Reg. U.S 


PERPETUALLY GUARANTEED 


Just think of it! A brand new improved No. 9 
Speed Fastener retailing everywhere for $6.00 
absolutely free with a purchase of 5 boxes of 
staples (5M staples to a box). 


This combination is bound to stimulate your 
business—-bring in new customers and real 
profits. Act quickly se you can 
clean upin your territory. 


SPARROT SPEED 
FASTENER CORP. 


388 Broadway NEW YORA 














NEW 


LIFE TIME BASES 


FOR 


WORK-A-DAY CALENDARS 











TO RETAIL 
betes AT $1.50 
Simple in construction 
lie firm and steady on the 
desk Metal Base in 
STATUARY BRONZE 
No adjusting No fragile ae 
tog b l Finish 
arts tO en or reaKk. 
TO RETAIL P 
AT $1.75 REFILLS 
5x8 4x7 
$1.00 90c New Net Prices 


BASE OF 


BAKELITE KEITH CLARK, INC., 350 Hudson St. 


IN CABINET WOOD COLORS 
MAHOGANY—WALNUT—OAK New York City 
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nanager, Minnea} s bran Mr Langdon, Winona, Minn.; J I 
Gaftlaney, Uthce Specialities ( Fargo, N D.: W I Sundeen, Lund 
Nordal (¢ , Duluth, Mint I H. McKeever Aberdeen, S. D 

Pictured at the Beston meeting are ] D McKinney, manager, 
Boston branc : David Morse, manager, Providence branch; 0 ty 
Paquette, Commercial Pr s, Southbridge, Mass.; George Shaw, New 
England representative Arthur F. Plummer, Berry Paper Co., Lew 
iston, Me.: I. R. Dodge, North Shore Office Equipment Co, Salen 
Mass W. ¢ Pratt, Loring, Short & Harmon, Portland, Me.; W. H 
Stevens, Stevens, Fisk & DuPuy, Boston, Mass.; | M. Berry, Berry 
Paper Co., Lewiston, Me.; Edmund Little, The Edmund Little Co 
Haverhi Mass.; R. I I er, Master-Craft Division of Shaw-Walker; 
Frank J. Sparks, manager, Hartford branch; Frank S. Gutmann, Loring, 
Short & Harmon, Portland Me.; Kennet! Scofield, Boyd's, Inc., 
Malden, Mass Ralph Swat Nort Shore QO. I ( , Salem, Mass 

In the Indianay ; picture are M. W Parker, manager, Dayton 
brancl I. W. Coffin, N lson’s, Richmond, It R. N. Swadener, 
Logansport, Ind Clarence R. Smith, Clarence R. Smith & Co., Louts 





ville, Kv.; Rex Boyd, manager, Indianapolis branch: Carter McLaugh 
lin, Fort Wayne Printing (¢ Fort Wayne, Ind.; W DD. Ervin, man | 
ager, Columbus branch; Wm. I. Allread, Wayne Sales Agency, Green 


ville, O.; G, ¢ Megorde Wi Burford Co., Indianapolis, Ind 


Dealers from outside the Metropolitan area pictured at the New York Ps bed 
meeting are Fred Townser New York wholesale manager; George WwW oO come again eee 


Shaw, New England representative; F, | Frost, Frost & Reynolds, 

Schenectady, N. \ F. J. Stephans, Baker Printing Co., Newark, N. J.; | 

A G. Preston, Utica Office Supply Co., Utica, N. Y.; Geo H. Courter, 4k é / 

Niagara Falls, N. ¥ | n Scoville, Bradley & Scoville, New Haven, | rhe customer who comes 


Conn.; L. R. Maxon, Erie, Pa.; H. A. Tompkins, Scrantom’s _Roches again and again, because he 
oo, M. ¥.; Fo D. Com, Tes. B. 7: 5. S. Coe Eee knows that he is getting the 
Fargo Co., Bridgeport, Conn.; Horace Crandall, Pierson Bros., Bing ; e 
hamton, N. Y.: W. C. Horsfield, Baker Printing Co., Newark, N. J.; | finest to be had he is the 
pag mosey Mercer Aig Mice ee oe ao a customer on whom the profits 
owes, sradieyv ¢ = Lile ew aven, onn. ; T ierson, erso | 
Bros., Binghamton, N. ¥ D. M. Feldman, Norristown, Pa.; E. S. | are made. 
Howard, | S. Howard (¢ ()swego, N. Y.: Harold B Allen, Paterson, . 
N. J.: Norvin G. Winslow, Winslow & Wilson, Glen Falls, N. ¥ Grand Prize Carbons and Rib- 
Pictured in the grou t the Philadelphia meeting are Matthew a . . - 
Stothart, Ir., rrenton, N | K F Kamerer, manager, Baltimore bo ns are the finest that 
branch; F. E. Johnson, manager, Washington branch; Geo. P. Tillot- | twenty-nine years of experi- 
. mage a : Sec be yr —— I — - I e me | ence and a combination of 
Stover Office Equipment & Supply, Scranton, Pa G. H. Ervin, Ervin | the finest materials, can make 
Art & Book S o Waynesboro, Pa.; J. L. Roget manager, Richmond | them. They are consistently 
branch; 1 H Bover, Atlantic City, N | * e 
In the picture of the Dallas meeting one: G. B Lapel, GE | good; Dupont dyes and du- 
ee = ee SS ee > eee rable cloths and papers are 
ouston, ez.3 J NirkKnhan Nirkna : nc., uston, ex ° ® 
C. L. Parker, Parker Bros., Inc., Dallas, Tex.; Al. Jones, Parker Bros., used in their manufacture to 


: poe ae ~ Mr bis ~~ se Be ; om Dallas, 7: : insure the sharpest impres- 
iss Autrey, i art ex <usseti, Kussell Stationery o., ° 
Amarillo, Tex.; W. R. Martin, Master-Craft division of Shaw-Walker ; sions and the longest wear. 
R. 1} Miller. American Printing Co., Temple, Tex.; W I Thatcher, ‘ 
Thatcher Printing Co. Plainview, Tex.; R. C. Attaway, Tulsa Sta If your stock does not include 
tionery usla Ykla alker unn arren Publishing Co ‘ s . 
ee ae Oe ee alec the Grand Prize Line you are 


Pampa, Tex.; George R nolds, Lamb Printing & Stationery ( 


Beaumont, Tex.; Ben. Greig, A. C. Baldwin Co., Austin, Tex.; Bob missing profits that are right- 
White, I I White & ¢ Fort Worth, Tex.; W I Coleman, Jr., | fully yours 
E. L. White & Fort Worth, Tex.; V. T. Broaddus, Bartlesville | _ ait 


Stationery ) tartlesville, Okla I ndrew Smit! G owers ‘WT ‘ r we ° 
On ee ; oe | VV SUPER-WRITE—a new line of 


—_— carbons and ribbons for those 


The meeting at Chicag not pictured) brought together 
Zoeckler, Zoeckler’s, Davenport, Iowa; August Hunn, H. H. West Co., ; . } 
sees, ea > ee eee a ee who demand the finest. 
Wis.; J. C. Viets, Berndt Printing Co., Fond du Lac, Wis.; B. A. | Write for samples. 
Tuttle, Sout Bend, It Frank \ Tones, Tones I'vpewriter-Business | 
Furn. Co., In Madison, Wis.; H. W Lass, Wagoner Printing Co., v 
Galesburg, Ill.: Geo. Ritenour, Rockford, Il.; Geo. N. Davidson and | 


F. I Pearsall, Davidson-Pearsall Co., Aurora, Ill.; G. ¢ Melin, Joliet | 
Republican Printing Co., Joliet, Ill Harry Longnecker, Espenscheid’s, | 
Peoria, Ill; F. Brosk, Br ; Kenosha, Wis.; R. W. Magill, man- | 


At the Omaha meeting not pictured) were (Owen \ Teague, 
Sx ley Printing & Stationery ¢ Kansas City, Mo.; L. S. Hughes, 
Hughes-Sargent Pre , Yanktor Ss. D.: J. ¢ Hanes, Yelland & Hanes 


Mason City, lowa; J. O. Popple, Zaiser’s, Des Moines, lowa; ¢ I 





meen Nae hg Saye Soy Boog Eo oe CARBONS & RIBBONS 
Lewis & Emarine, Council Bluffs, lowa; R. C. Cofting, manager, Omaha 

branch, I R. Barr, Barr-Kuhlmazs Typewriter ¢ , Emporia, Kas.; Paci¥ic CARBON AND Rision Mra. Co. 

H. S. Miller, Zaiser’s, Des Moines, Iowa; V. T. Williams, Schooley 4. Ce, ae ee 
Printing & Stationery ( Kansas City, Mo.; R. I Brown, Brown 1451 HARRISON ST. SAN FRANCISCO, CALIF. 
Stationery (o., Scottsbluff, Lowa; Mr Leitler, Sioux Falls Book & Chicago Office: New Fore Otus: 
Stationery Co., Sioux Falls, S. D.; F. S. Lewis, Lewis & Emarine, 608 8. Dearborn St. Los Angeles Office: 
Council Bluffs, Iowa; F. E. Bates, Marengo, lowa; A. E. Coxe, Coxe Boston Office: 606 6. Main Be. 
Printing Co., Mitchell, S. D.: R. N. Stutsman, Zaiser’s, Des Moines, 93 Federal St. Pant St. 
lowa; George H. Ft weir lowa City Typewriter Co., lowa City, San Franctsco Office: 396 Flinders Lane, 
lowa; Charles R. Storey, Zaiser’s, Des Moines, Iowa; R. Hammond, 149 New Montgomery St. Melbourne, A ustralia 
Zaiser’s, De Moines, lowa 





v 
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(= new Luxon paper clip makes friends fast. 
It slips on so easily, and holds like a bulldog. Being 
flat, it occupies minimum space in an envelope, and 
will not damage contents. The size and shape of 
the Luxon clip make for convenient handling. 


With their cadmium finish, Luxon clips are rust- 
proof. Packed 100 in a modernistic blue and 
yellow box. 


An attractive counter display helps you sell them. 
Send for prices and samples. 


ART WIRE & STAMPING CO. 


16-20 Boyden Place NEWARK, N. J. 








“ 





~~ 


For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is coneptineslile valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 


6816-6824 Arsenal St. ST. LOUIS, MO 
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Northwest Travelers Club 
Northwest 
Paul on January 30 at the 


The semi-annual meeting of the Travelers 
Club took place in St 
hotel 


Northwest Stationers held in the evening of the same day 


Lowry 


The gathering preceded the annual dinner of the 


There was a good attendance at the travelers’ meeting and 
much enthusiasm 

At the meeting referred to, it was unanimously agreed 
that a committee be appointed to help secure employment 
for Northwest Travelers Club members who are out of 
positions. Application blanks are being sent to all known 
members now unemployed and these blanks when filled 
out will be forwarded to the secretary of the National 
Stationers Association as well as to the trade papers with 


Manu- 


facturers who wish to get in touch with men to cover the 


a view to obtaining their cooperation in the work 


sixth and seventh regional districts are advised to cor- 


respond with trade papers or with the secretary of the 


National Stationers Association or the second vice-pres- 
ident of the Northwest Travelers Club, L. Ed 
1640 Randolph street, St. Paul, Minn. 
———_——~<— -- 
Buffalo Stationers Reorganize Association 
18, the stationers of Buffalo, N. Y., held a 


Friedman, 


On January 


meeting at which it was determined to reorganize. The 
Buffalo Stationers Association was accordingly formed as 
an outgrowth of the old Buffalo Stationers Club. The 


President, Louis H. Hoel- 
Williams; 
Killeen; treasurer, Fred O. Dennis. 

L. H. Hoelscher heads the 
pany; Harry J. Williams is junior member of 
Williams, Inc.; Fred O. 
Dennis & Company, Inc., and 


following officers were elected 


scher; vice-president, Harry secretary, F. J 


Hoelscher Stationery Com- 
Ryan & 
founder and head of 
Killeen handles 
typewriter ribbons and carbon papers, typewriter, school 
books, etc. 

The association will meet once a month 

ee 

Atlanta Office Appliancers Enjoy Dinner Dance 

On Saturday evening, February 13, members of the At- 
lanta Office Appliance 
bled at the East Lake Country Club for the association’s 


Dennis is 
Francis J. 


and office papers, stenographers’ note 


Association and their ladies assem- 


Among those present were Mr. 


Mr. and 


annual dinner and dance 


and Mrs. F. R. Wood, Mr. and Mrs. J. P. Fagan, 
R 


Mrs. E. F. Valentine, Mr. and Mrs. D. R. Driscoll, Mr. 
and Mrs. E. N. Brown, Mr. and Mrs. J. B. Ranes, Mr. and 
Mrs. R. E. Smith, L. H. Rector, Mrs. A. C. Gottschaldt, 


E. G. Jackson and E. G. Cheek 

The evening was spent enjoyably by all. 

a eee 
Walnut Association Elects Officers 

The annual election of the American Walnut Manufac- 
turers Association was held at Indianapolis, Ind., in Feb- 
ruary. C. B. Stem, of the Pickerell Walnut Company, St. 
Louis, Mo.., Amos, of the 
Amos-Thompson Corporation, Edinburg, Ind., 
S. Brown, The Dayton Veneer Company, Dayton, 


was elected president; Roy 
vice-presi- 
dent; C 
Ohio, treasurer 


The organization has conducted a survey of the 


3urdett Green, Chicago, is executive sec- 
retary. 
visible supply of walnut in the United States. This dis- 
counts a belief entertained by some that the native supply 
United States will be exhausted soon 
—_———~ oe 
Chicago Stationers’ Club Elects 
The annual election of the Chicago Stationers’ 
held at the Midwest Athletic club, placing the 
in office: Robert Pieritz, Pieritz Brothers, president; H. 
W. Denner, Office 
Hurtig, Wicker Park Stationers, 
secretary-treasurer. 
The members of this club, which is in its third year, do 


of walnut in the 
Club was 
following 


Company, vice-president; S. 
1534 Milwaukee avenue, 


Supply 
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Kay-Dee Product of Exceptional Merit 
A sturdily built pull-out case 


A New 
Made in 16 sizes 
of exceptional strength and appearance, requir- 


Patent pending 





Announcing THE NEW DRAWRSTILE 
for the storage of inactive records 


Steel Reinforced—Stronger Than Necessary—Attractive 


ing less effort to set up and combining all the 
advantages of higher priced storage equipment 
into an economical unit within the reach of all. 


THE OUTER CASE 
Steel reinforced at all four front corners. Rigid, 
strong, collapsible. Finished front—no rough or 
ragged edges Attractive appearance, good 
enough for the front office 
The outer case or shell is made of Trisco Cor- 
rugated Board many times the strength of sin- 


121 







Patent pending 


with a heavy liner giving additional support to 
this unit. The front corners are reinforced with 
steel, adding great strength and rigidity. The 
shell and liner are both collapsible, easily and 
quickly set up, and when set up become a one- 
piece jacket having a smooth even front of at- 





gle-thickness board, and this again is reinforced tractive appearance 





THE DRAWER 


forced by a strongly constructed wood frame. 


ends, 
Back and front The surfaces of the drawer inside and out 


Drawer—Steel reinforced sides and 
double thickness side walls 
on strong frames, smooth surfaces through- 
out, great rigidity and strength, attractive 
appearance. The drawer is set up and is 
ready for use when unpacked. These are 
nested for shipment and occupy but little 
space in the store room. The side walls of 
the drawer are double strength and thick- 
ness, reinforced by steel to prevent buckling 
and add great strength and rigidity to the or 


are perfectly smooth. There are no haggled 
edges, sharp projections or fasteners to tear 
the fingers or interfere with easy removal or 
insertion of the contents. The drawers are 
close-fitting, dustproof, with no overhanging 
projections or flaps and present a pleasing 
appearance when used on the desk. The un- 
usual strength of the drawer is perhaps three 
four times that of any other similar 


Patent pending 





the drawer, its rigidity, its ease of operation, at once 
The label is attached. 





drawer. The front and back ends are rein- drawer on the market. The appearance of appeals to the prospect. 
STACKING Units bind together for and is easily accomplished so that as 
vertically and hori- many units as desired may be bound into one 


solid cabinet of great strength and rigidity 
as the units are added from time to time. 


zontally into rigid solid formation. Stacking 
and binding together of the units is provided 


THE KAY-DEE Co.. Lineolin, Neb. 
Manufacturers and Distributors of RECORD STORAGE EQUIPMENT 


Write for our new 60-page catalogue, showing more than 300 sizes and styles of Transfer 
and Storage Files, and other unusual Office Equipment Products. 


PRICES 

x 24, each, $1.40; Dozen, $14.00 
Cap size.....15 x10 1.80; Dozen, 18.00 
Check size... 9 x 4% x24, each, .85; Dozen, 8.50 
and 13 other sizes to accommodate all standard 


Letter size...12% x 10 
x 24, each, 


records. 














aaa DADA SRDS AAAAADADADAAAARA 


When the Big Boss Buys— 
he’ll SPEND in order to SAVE 


Compare Quik-Lok 


With ANY OTHER Storage or Transfer File 


for PRICE 
DURABILITY and 
CONVENIENCE 


in storing Invoices, — Letom, Cancelled 
Checks, Vouchers, Freight Bills, Hollerith 
Tabulating Cards, or any other forms you 
find necessary to store away for future 
use when accessibility is desired. 


MILLIONS 
NOW IN USE 


prove the SUPERIORITY of Quik- 
Loks—their saving of time 
and EXPENSE in stor- 
ing inactive records. 


93 STOCK SIZES 


meet every requirement of any 
office. Special sizes made to order. 














These days executives are 
watching small purchases. 
They are more interested 


in Eeonomy than price. 


The Ameriean Visible 


Here’s a unique numbering 
machine that returns you a 
higher profit while for 


your customer it saves 





Time and Spoilage. 
P s Sample upon Request 
A sample of your own selec- 
6 wheel, 3 movement $] 200 tion will be sent to you PRE- 
“Wiel ” PAID. It is returnable at our 
Visible” Model 41 expense Mf te Gees unt 
your requirements. 


The KAY-DEE Co. 
Box G-1484__— Lincoln, Nebr. 


Write for our FREE booklet. 
“RECORDS,” containing valuable 
information on the preservation 

and destruction of your records. 


654321 


Impression of figures retail 


American Numbering 


Maehine Co. 


224 Shepherd Ave. Brooklyn, N. Y. 

















prym’s EASY PICKING uwe 


OFFICE APPLIANCES 


Instant 
Suecess! 








COMPARISON OF OLD AND NEW PACK 


SAME NUMBER OF PINS—SAME WEIGHT 


Both our Distributors and their 
Large Consumer Accounts have 
placed their instant approval up- 
on the 


Prym’s Easy Picking Line 


50°), saving in storage space. No 
more pricked fingertips. No 
wasteful spilling. Every last 
SONOMOR Bank pin instantly 
available One-at-a-time. COST 


NO MORE. 


Sonomor Distributors find it in- 
creasingly easier to open and 
hold new business. 


William Prym of America, 
Ine. 


223 W. Jackson Blvd. 34-12 Washington Ave. 
CHICAGO Long Island City, N. Y. 














IS MR. 
MICAWBER 


Running 


Your Shop ? 


It's the industrial Micaw- 
bers who prevent you from 
doing more business 


Is Mr. Micawber running 
YOUR shop? If he is, he 
won't go aggressively after 
new business; he will be 
“waiting for something to 
turn up.” 


He won't recognize that 
you can charge more for 
business cards and supply 
them to firms and individu- 
als in your territory through 
stationers, as well as 
through your own salesmen 

if you make them up in 
pad form for Wiggins Com- 
pact Binders, on Wiggins 
Scored Card stock 












| = vine 


NaTiowar Box Company 
wecascts 


woort = awe vances 





This sounds and looks 
like an elaborate operation; 
but it is not. Only simple 
bindery-girl padding trans- 
forms the most common- 
place run of business cards 
into a really high-class 
piece of printing. 

Don't let Micawberian 
tendencies prompt you to 
“wait for something to 
turn up!"’ Send NOW for a 
complete binding outfit for 
this type of business cards, 
consisting of enough scored 
cards to try on a sample 
job, binding material, and a 
Compact Binder. 

Sent C. O. D. for $2.81 
less 10%, or billed to rated 
firms. 


The JOHN B. WIGGINS COMPANY 


1148 Fullerton Ave. 


Chicago, Ill. 








NEW 


TRANSPARENT 
GLASSINE MENDING TAPE 


Four hundred inches of good quality transparent 
gummed glassine (one inch wide) sold in a brand new 
package with a positive feed and steel cutting knife. 
Made of fresh pure adhesive that sticks fast. An ex- 
traordinary value at an unusual price. 


GUMMED MUSLIN SHIELDS 


Made in four sizes and two qualities, packed 1000 to a 
box. Scored for easy folding. Popu- 
lar steady sellers of good grade muslin 
cloth. Good grade 
of adhesive that 
holds fast. 


3 
WARSHAW MFG. CO. 










FREE. Send 
for free sam- 
ples and dis- 
counts. Unu- 
sual prices. 








WIGGINS 


BOOK FORM CARDS COMPACT BINDERS ) 


35 YORK STREET, BROOKLYN, N. Y. 
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MARCH, 
business outside the loop district in Chicago. They or- 
ganized for good fellowship, and in season meet frequently 
at different golf clubs in friendly rivalry 
<cstibiaansilliaietiemene 

N. Y. Office Machine Dealers’ Monthly Meeting 

Inspired by a forceful address by Ted Conger of L. C. 
the February meet- 
Deal 


Smith and Corona Typewriters, Inc., 


ing of the National Typewriter and Office Machine 


ers of New York was a decided success. 
President Louis C. Neuberger, reelected, upon resuming 
his task as chief executive of the association, expressed 


thanks for the continued confidence of the members, and 


urged complete cooperation of all. 
DeWitt 


whose 


Fellow-members deeply sympathize with Tom 
of L. C. Smith Corona 
mother passed away recently. 

Mr. Winters of The American 
pany Vice-President J. J. 
told of organization activities in assisting neighbor dealers 


and Typewriters, Inc., 
Writing Machine Com- 


and Cohen of the association 
in the Bronx and Brooklyn. 
Called upon by the chair, Ted Conger, vice-president of 


 < 


special invitation to dealers to visit a new series of window 


Smith and Corona Typewriters, Inc., gave first a 


displays that were being presented to the public on the 
ground floor of the New York He then 
sketched briefly his contacts with the active dealer groups 
He said that there are now six- 
typewriter of ten are 

He believed that one of the reasons why associa- 


Life building. 


throughout the country 


teen dealers’ associations, which 
active 
tions do not progress and grow in enthusiasm, lies in the 
fact that too frequently the meetings are given over to the 
airing of grievances 
At Mr. Conger’s suggestion a committee was appointed 


to arbitrate matters such as are likely to arise, such a com- 


mittee to be known as “The Committee on Competitive 
Practices.” Further, that a program committee be formed 
to confer with the officers of the association to carry 


through a constructive program to teach all how to make 
more 
Mr. Conger expressed the appreciation of L. C. 


and Corona Typewriters, Inc., for the cooperation that the 


money. 
Smith 


association has given and the generous spirit of the mem- 
bers in accepting the policies laid down by his company. 
The 


plause. 


members greeted 


The 


committees suggested. 


Mr. Conger’s remarks with ap- 


chairman immediately appointed the two 


Much favorable comment was heard on the constructive 


action taken. a 


Officers of Chicago Stamp Manufacturers’ Club 

The annual election of the Chicago Stamp Manufactur- 
ers’ Club, Inc., placed in office the following: 

Hans L. Hellesoe, president; Raymond G. Schmidt, vice- 
president; Harry D. Emerick, 34 
South Wells street, Chicago. The board of directors com- 


secretary-treasurer, 


prises: Henry Hanson, John Meyer, Frank Eyman, 
Charles Martin and E. A. Ludwig. 
ee 
Philadelphia Office Appliancers Move Luncheon 
Headquarters 


The Philadelphia Office Appliance Managers Association 
has moved its weekly luncheon to the Manufacturers Club 
where they have a very acceptable room and excellent 
facilities. 

—— 
Office Equipment Manufacturers to Meet 

The next quarterly the Office Equipment 
Manufacturers Institute will take place at the Hotel New 
Yorker, New York City, on Thursday and Friday, March 


10 and 11. 


meeting of 
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*“Pelouze”’ Postal Scales 


UIT IO 


6 eid tell automatically the exact amount of 

tage, in cents, required on all mail matter, in- 
cluding parcel post rates by zones. Warranted ac- 
curate. Beautifully finished in French gray or gold 


bronze enamel. 


WOAWNO/NNO/ NOs i1\ 


Made in Several Styles 


We); 


Intended for in- 
dividual desk, |i- 
brary, office or 
shipping room. 


TORUOROMOMOMOMOMOE 





MUIMUE 


NATIONAL 


WLS, 





Dealers Supplied 
by Leading 
Jobbers 


Send for 
Catalogue 


TOMOM 





“FAST MAIL” 


Pelouze Manufacturing Co. 


232-242 East Ohio Street, Chicago, Illinois 
Original Manufacturers Reliable Automatic Postal Scales 


BOROMOMOMOMOMOMOT 
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Business Man ° Motorist + Traveler 





Now one pocket map that 
sells all 3 of them! 


This new idea pares down your investment. .. assures 


better displays... nets finer profits! Rand M®Nally 
Pocket Maps alone meet the travel needs of everyone— 
business men, motorists, travelers. 

Each state folder contains an auto road map... com- 
mercial map... census figures .. . travel routing... postal, 
bank and hotel data. All for 50 cents! 

Start to profit now on Rand M®Nally Pocket Maps! 
Order from jobber, or direct. FREE—new Rand M¢Nally 
catalog, on request. 


RAND MSNALLY & GOMIPANY 


Dept. T-3. 536 8. Clark Street, Chicago 
270 Madison Ave.. New York 559 Mission St., San Francisco 
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SALES LETTERS 


| 
| Need the Support of 
| SALES LETTERHEADS 





Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. In appearance, it ought 
to be on a par with your best dressed 
salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 








American Embossing Company 
192-96 SENECA ST. BuFFALO, N. Y. 

















eee 
His my, Al 


Cee 


Our sales for January and 
February, 1932, were the 
largest inour history. The 
quality of our product must 
be responsible for the new 


records we are making. 


PHILLIPS RIBBON & CARBON 
COMPANY, INC. 


Factory and Executive Offices 


61 Halstead Street, Rochester, N. Y. 


BRANCHES 

New York Chicago Boston 
82 W. Broadway 303 W. Monroe St. 115 Purchase St. 

Philadelphia Cleveland Columbus 
1033 Chestnut St. 1209 Leader Bldg. 5 W. Broad St. 

Louisville Milwaukee San Francisco 
227 Citizens Bidg. 6114 Plankinton 417 Market St. 

Bidg. 











OFFICE APPLIANCES 


New York Stationers Adopt New Organization 
Plans 

In opening the meeting of the Stationers Association of 
New York on February 17 at the Arkwright Club, Presi- 
dent Blumberg expressed appreciation of the good attend- 
ance He called attention to a published statement of 
selling practice by one of the industry's leading manufac- 
turers, and then took up the evening’s work, 
1rganization plans involving by-law changes 


The new 
proposed last month and given consideration by members 
received the unanimous approval of those present. The 
number of new members added to the rolls was particu- 
larly gratifying 

Mr. Frank, called on by the chairman, gave a brief his- 
tory of association activities in the New York area. He 
paid homage to those who have contributed so much to 
the welfare of the stationery industry in New York in the 
conduct of the affairs of the Stationers’ Association. He 
acknowledged the contribution to the industry of the Re- 
tail Stationers Association of New York. With the hori- 
zon enlarged by changes in the by-laws, he said that the 
association is now by way of realizing its dream of an 
united front of all the elements of the trade 

Jack Applebaum pointed out unfortunate trade practices 
due in many cases to failure to understand good mer- 
chandising principles. 

J. Thomas Hill of the board of directors made a plea 
to non-members to join. 

Alexander Burger, president of the Art Steel Company, 
Inc., urged that manufacturers, dealers and wholesalers 
should have consideration for their competitors. He sug- 
gested that they introduce new ideas for merchandising 
rather than attempting to follow in the footsteps of others. 
He uttered a word of warning against the “leader” prac- 
tice. 

Mr. Pfaff of the Joseph Dixon Crucible Company re- 
minded those present that the manufacturers are depend- 
ent on the cooperation of retailers and wholesalers and 
have always been willing to cooperate in any practical 
movement to enhance the prosperity of the industry. Re- 
tailers should remember that the wholesaler is a necessary 
part of the scheme of distribution as well as the retailer. 

Sam Libien deplored the practice of some manufactur- 
ers who sell to consumers direct. He enumerated a num- 
ber of common grievances of the retailer. 

Other members voiced opinions and suggestions. It 
seemed to be the general opinion that, with the successful 
operation of the plans as now outlined by the association, 
evil practices can be gradually done away with, to be suc- 
ceeded by sound merchandising methods. 


— 


Pacific Northwest Association Advances Meeting 
Date 

The Pacific Northwest Stationers Association has set its 
meeting ahead to May 20 and 21, because of the early date 
of the National Association meeting this year. 

The Pacific Northwest convention will be a_ business 
meeting strictly, where the problems of the stationers in 
this section will be discussed. There are no misunder- 
standings among the Pacific Northwest group, nevertheless 
there are problems, at this time more so than ever to be 
taken care of. There will be no special talks, but the 
different groups will enter into sessions to iron out what- 
ever difficulties they seem to have. Convention headquar- 
ters will be at the Hotel Multnomah, Portland, Ore. 


—__ —~>.---- 
Blue Printers to Meet at New York 


The International Association of Blue Print Manufac- 
turers and Allied Industries will hold its 1932 convention 


at Hotel Pennsylvania, New York, May 23-25, inclusive. 
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WANTED 
DISTRIBUTOR 


manufacturer seeks business 
Must have good 
to earn 


National 
executive in every State. 
sales record showing ability 
$5,900 to $10,000 annually. 


We can offer him opportunity to become 
firmly established in his own permanent 
business. He must be able to organize 
territory and appoint sub-agents. Ours is 
an unusually high class patented prod- 
uct selling to every office and manu- 
facturing plant. It creates a most 
remarkable repeat business. Territorial 
rights are fully protected. 


Executive chosen must be able to finance 
himself commensurate with territory 
assigned, with investment not over $1000, 
secured by merchandise, absolutely guar- 
anteed. Executive ability and financial 
responsibility essential. State complete 
details and qualifications first letter. 
Information confidential. 


WRITE AT ONCE! 
J. P. LAVIN, Treasurer 


35 E. Wacker Drive, Dept. O0, CHICAGO 





USED IN 
Offices 
Hotels 
Lodzes 
Studios 

Churches 


USED FOR _ 


Pictures 


Blackboards 
Bulletin Boards 
Display Cards 
Drawing Boards 
Charts & Maps 


Manufactured by 


8316-46 Birkhoff Avenue 
CHICAGO 














300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 
417 South Dearborn Street 
Chicago, 111. 
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CLEENOLEUM 
A New Desk Pad Quality 
outclassing competition 


CLEENOLEUM is the new linoleum 
finish desk pad, washable — inkproof — 
soilproof — full felt back, flexible — re- 
quires no blotter, and made with genuine 
leather padded corners or panels in four 
sizes, brown or green, with or without 
gold tooling from 80 cents up (list) 


STATIONERS—Write for price list and 
details regarding attractive window and 
counter display. 


SAINBERG & CO., INC. 


Manufacturers of Desk Pads & Office Accessories 
37-43 West 26th Street, New York, N. Y. 





APPLIANCES 


OFFICE 


Paul 
Roth 
& Co.. 
Ine. 


presents 








a new quality line of fountain pen and lamp desk 
sets—-at attractive prices. 
To see these new creations in their rich, harmoni- 
ous color effects is to desire them. The subtle 
charm and beauty of genuine onyx and marble 
coupled with the attractive design and English 
bronze finish of the lamp is irresistible. The foun- 
tain pens are writing instruments guaranteed to 
give long and enduring service. 
The number illustrated here is only one of this new 
line with bases of light green and dark green genuine 
Brazilian Onyx; black and white marble, and White 
Mexican Onyx. Both single and double post models. 
Send for our new catalog. These num- 
bers will sell and bring you good profits. 


Paul Roth & Company, Ine. 
600 W. 44th Street New York 
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NON-CELLULOSE 


PELICAN-O-TYP 
DRY STENCILS 


prevent eyestrain—subject matter easy to read 
while typing, eliminate static in operation of 
duplicator, produce beautiful work also with 
Noiseless typewriters and are practically odorless. 


PELICAN-OTIN INKS insure deep black copy. 


Ask for price list and dealership proposition 


Mani hattan 
Stencil Corporation | 


the 








401 BROADWAY ces NEW YORK -2 





THE 


OHIO 
LINE 


STEEL 
STORAGE 
CABINETS 

and WARD- 

ROBES 


DEALERS: 
No. 
plies; 





for profits. 
5501 shown here holds an enormous amount of sup- 


Feature this better value line 


regularly equipped with four shelves adjustable 
on 3 inch centers; dimensions outside are 36 inches wide 
by 78 inches high by 18 inches deep. This size is also 
arranged as a wardrobe and as combination wardrobe 
and storage cabinet. We also make a one door cabinet 
18x78x18 inches, and a desk height storage cabinet 
18x3014x23'% inches equipped with two adjustable shelves. 
All cabinets are welded, re-enforced construction finished 
olive green (grained finishes at slightly additional cost), 
with chrome nickel hardware and equipped with para- 
centric key lock in the handle. Literature and prices to 
dealers on request. 


We Also Make a Complete Line of Office Files and 
Furniture 


THE CANTON ART METALCO. 
CANTON, OHIO 
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Adding Machine Stolen B ad p A 
On February 10, at 744 Bowen avenue, Chicago, Charles oun apers re 


S. Lippmann’s car was broken open and Burroughs cal- 


culating machine No. 5-442190 stolen, as well as Mr. Lipp- ACCO FASTENERS BIND EASILY, 


mann’s overcoat and memoranda, 


Mr. Lippmann will appreciate hearing from anyone find- TIGHTLY, SAFELY 


ing the Burroughs calculating machine. His home address 


is 5209 Ingleside avenue, Chicago That’s Why They Sell So Well! 
Philadelphia Dictaphone Headquarters Move 


The Dictaphone Sales Corporation, C. E. Hallenborg, 


Because ACCO FASTENERS are so easy to use and so 
25 Sonth Fif ; effective in use, they find immediate favor and steady 
anager, has over rom 225 ; 1 et 3 
manager, is move ! n uth ifteenth street an repeat sales with executives everywhere. 


1421 Locust street to 1520 Locust street, Philadelphia. 
. . a P -apers e tightly bound with the Acco Fastener 
h oO : as f — ore ‘ » ‘ Papers are tigntly « « ce astene 
Here the company has fifty per cent more space and a in the Renaiaies af Gee eumateeens AEaicanad 


better layout and facilities for rendering service. Open they CANNOT mix, become loose or slip out 


/ 






ous as on Februar 0 i : TS ¢ ‘ 
house was held on February 10 and 11 and customers and These straps slide easily yet they are 


positive in action—dquickly locking 
- the contents of the fastener by a 
simple move of the fingertips, un- 
locking the contents again when de- 
sired, as quickly 


other friends were invited to inspect the new offices and 


examine some of the newest Dictaphone developments 


saode gq ayes 


—_—_<———_ 
U. S. Treasury Buys Twelve Hundred 
Bates Staplers 


The accompanying illustration shows 1,200 Bates staplers 
and 2,400 refills stacked up in the factory of the Bates 


The binding compressor is held in 
“Sem, place by the prongs of the broad 
base, and the ends of the prongs 
are quickly secured by the sliding 
. . , . : straps of the compressor 
Manufacturing Company, Orange, N. J., ready for ship ' — 


tear nor cut through 


Samples, prices and discounts on request ACCO Fasteners 


are nationally advertised! 


ACCO PRODUCTS, INC. 
39th Ave. and 24th St., Long Island City, N. Y. 


ar The base is broad. Papers compressed against it will not 


asteners 


——e : 


BLACK BOARDS 


| | 
| 
| 


SELOC 
SLATE 














ONE ORDER OF 1,200 BATES STAPLERS AND 
TWELVE MILLION STAPLES FOR THE U. 8 
TREASURY 





ment to fill an order taken by Charles G. Stott Company, 
Inc., Washington, D. C., for the United States Treasury. 
Several other government departments are also using Bates 
staplers eas 


The Business of Tomorrow 
“Is there now justification for the belief that American 






SILICATE 


NATURAL 
SLATE 


business has passed the crisis; that we have entered upon 
a period of recovery, and that commercial activity is bound 
to increase?” asks Benjamin Dahlke, Dahlke Stationery & 
Manufacturing Company, Buffalo, N. Y., in a little bro- 


BLACK- 
BOARD 
CLOTH 


chure the company recently prepared for the use of those 


desiring firm-name-imprinted copies to be sent to cus 


tomers. | 






Che question is answered in the affirmative. Authorities Fremed or Unframed 
Hanging Type or on Rollers 
Also 


Silicate Book Slates 


CORK 
BULLETIN BOARDS 


are quoted who aver that evils begotten of too much pros- 





perity are being overcome, and unsound situations cor- 


rected. Business, therefore, will soon take the ascending 






road 






The Dahlke Company will give terms on request for | 
quantities of these booklets imprinted as ordered. 
| 


— 
Canadian Manager Visits Parker at Janesville 
Victor Smith, managing director of The Parker Pen 





Company, Ltd., of Toronto, Ont., Canada, was a recent 


visitor at the home office of the company in Janesville, 


Oak finished frames or unframed—A\ll Sizes: 18x24 inches and up 
Wisc. 


Mr. Smith has long been identified with the writing N.Y. SILICATE BOOK SLATE co. 
uipm “and fc |] 2O VESEY STREET: - - - - NEW YORK CITY 











equipment field and for more than a decade has repre- 








sented Parker in the Dominion. 
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Comfort is necessary ~ 


in correct posture 


















ERE is « posture back 
typewriter chair that is 
also exceedingly comfortable 


and good looking as well. It 
is constructed according to the 
finest standards, insuring its 
durability and continued use- 
fulness over a long period. 
In this chair we are offering 
our dealers many added talk- 
ing points plus an increase 
in the actual dollar value. 
Write for particulars. 


In Four Finishes 


Quartered Oak 
(light oak finish) 


American Pecan 
(walnut finish) 


Hard Maple 
(mahogany 


finish ) 
Quartered Oak 


(steel green 
finish ) 
HIGH POINT BENDING & CHAIR CO. 
SILER CITY, N. C. 


oe 
brompt 


Service 


DIEMER cooperates with the sta- 
tioner in serving the heavy envelope 
requirements of his trade, enabling 
the dealer to reduce stock invest- 
ment to a minimum and maintain 
a high grade service. Red rope and 
jute envelopes in flat and expand- 
ing styles, panel and compartment 
envelopes, box envelopes, file 
folders, etc., in all standard sizes 
always ready for shipment. Special 
imprinting if desired and at mod- 
erate cost. Catalog with full de- 
tails on request. 


John F. Diemer Co. 
II9 Broadway 


New York 





No. 8314 
Walnut Finish 

















Weare par- 
ticularly well 
equipped to make 
special items in 


either large or 


small quantities. 











OFFICE APPLIANCES 








FURNITURE 





Atlanta, Ga.—The Atlanta Office Equipment Company has been estab 
lished on Pryor street, opposite the Kimball house This business, 
established by Arthur L. Harris, buys and selis used furniture Mr 
Harris had been connected with the office of the secretary of state 
twenty-one years 

Chicago, Ill I. Edelson & Company is a new used furniture business 
established at 126 West Lake street 

Chicago, !1!.-Riley & Stafford is a new office furniture and equipment 
store at 315 South Wabash avenue 

Chicago, !11..-Monroe Benbrook & Company has filed an amendment to 
its corporate charter, changing the name to the Monroe Furniture Com 
pany 

Chicago, tli._-W. H. Curran, representative of The Bentson Manufac 
turing Company, has moved his office from the Merchandise Mart to 124 
West Lake street, telephone Franklin 3787 

Chicago, ti!.-The Office Furniture & Equipment Mart, Inc., 136 West 
Lake street, has been chartered to conduct a general furniture business ; 
capital stock, 1,000 shares no par value; incorporators C. H. Otto, E. A 
Otto and E. 0. Boettcher This business was established by C. H. Otto 
to handle the credit accounts of the Office Equipment Clearing House, 
operated at the same address 

Hammond, Ind.—-Groves Stationery Store has been chartered to conduct 
a genera! stationery, office supply, furniture and office equipment store, 
including gift and art shop; capital stock, 100 shares no par value; in 
corporators—C. 8S. Hoover, Donald K. Groves and Louise Groves 

indianapolis, Ind.._The Denshe Equipment Corporation has been char 
tered to deal in office supplies, etc capital stock, 100 shares no par 
value incorporators—-Frederick A. Hanning, John A. Densmere, David 
D. Shepherd, William H. Hanning and Mary Florence Hanning 


Wesley & Company has been 


$20,000; C B 


Long Island City, Long Island, N. Y.-L 
chartered to deal in office furniture capital stock 
Schwanda, charter representative, Long Island City 

Los Angeles, Calif..__The Steel Furniture Manufacturing Company, Bald 
win Park, has opened a display room in the Chamber of Commerce 


building 


New Haven, Conn.—-Edward Granfield, Inc., 184 Crown street, is a new 
office equipment house here Edward Granfield had been a traveling rep 
resentative for The General Fireproofing Company the past fifteen years 
He has the local representation of the ““G-F’’ lines 

New Orleans, La.--F. R. Hansell & Bro., Ltd., 404 Carondelet street, 
have leased the property at 131-33 Carondelet street After remodeling 
the company will occupy the new space about June 1 

New York, N. Y.—The Carl A. Braun Furniture Company, Inc., 164 
William street, suffered a fire loss February 7 

New York, N. Y.—Fred Valleau has been appointed metropolitan rep 
resentative of the Johnson Chair Company, with offices at 122 East Forty 


second street 

New York, N. Y.—The Collateral Commission Corporation, 7 West Burn 
side avenue, carpets, rugs and office furniture, has been petitioned into 
bankruptcy 

New York, N. Y¥.—-The Schwartz Woodwork & Fixture Corporation has 


100 shares com 
Park row 


furniture ; capital stock 
representatives, 15 


been chartered to deal in office 
mon; Wheeler & Rosenberg, charter 


Philadelphia, Penna._-The Heywood-Wakefield Company has leased the 
entire first floor, 23x171 square feet, at 503 Chestnut street, for display 
rooms 

San Francisco, Calif..-The Walter Hall Furniture Company, Inc., has 
succeeded the Hall-Glockler-Prost Company, 146 Front street. The com 
pany represents the Macey lines 

Wilmington, Del.__The Shaw-Walker Company has appointed Matthew 
Brothers, 105 West Ninth street, exclusive representatives in this city 

Youngstown, Ohio.._Frank E. Hannon has been placed in charge of 
aluminum chair sales by The General Fireproofing Company 








MARKING DEVICE §S 





Chicago, Ili._-The Eagle Stamp Company has established a new plant 
at 162 North Franklin street Its former shop at 169 West Lake street 
was damaged by fire December 5, 1931 

New York, N. Y.—-The Superior Type Company, Chicago, has opened a 


New building, in charge of George R 
Smith 

New York, N. Y.._The New York office of the Fulton Specialty Company 
has been moved to Room 453 in the Fifth avenue building, 200 Fifth 
avenue Louis Tavernier, sales manager, makes his headquarters there 

Orange, N. J The Bates Manufacturing Company taken over the 
Mun-Kee line of silent stamp pads and fillers 

Philadelphia, Penna.—-The Wholefoot Hosiery Stamp Company, manu 
facturer of hosiery stamps, 1310 North Lawrence street, has been registered 
as a commercial title in the common pleas court by David T. Berlizheimer, 


2020 North Park avenue 


York office at 404 Fifth avenue 


has 








-_ wwe CLEA F 





National Blank 
Johnstone Com- 


with the 
White & 


formerly 
the 


Johnstone, 
has joined 


Chattanooga, Tenn..-C. H 
Rook Manufacturing Company, 


pany, successor to Sterchi-Fowler-White Company 

Chicago, tll..-The T. M. Sheppard Company, formerly at 538 South 
Dearborn street, has moved to Suite 610, Buckingham building, 59 East 
Van Buren street 

Holyoke, Mass.—-Eldon C. Shoup, who had been in charge of sales 
promotion for the National Blank Book Company, has become executive 
secretary of the Distribution Research Association, with headquarters at 


Springfield 


Memphis, Tenn._-E. H. Clarke & Brother conducted a loose leaf fair, 
under the direction of "Gene Clarke, to remind business men of the 
versatility of loose leaf devices for handling routine 

Milwaukee, Wis.--H. S. Dean, formerly sales manager of the system 
division of Remington Rand, Inc., at Atlanta, Ga., has been transferred 
to the local branch P. Fagan succeeds him at Atlanta 


Winnipeg, Canada...C. Vernon Nobbs, western representative of Luckett 
Leaf, Ltd., has been re-elected secretary of the Winnipeg Stationers’ 
Association 


Loose 
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Stock and Display 
W. C. BULLETIN BOARDS 
and BLACKBOARDS 


vv VW 


They bring you 
quick turnover 
.». profitable sales! 


FFICES, fac- 

' tories, banks, 
schools, churches and libraries are regular 
users of Bulletin Boards and Blackboards. 
Office supply dealers and stationers who 
stock these year ’round sellers can be cer- 
tain of a substantial, profitable volume. 





Free Globe 
“Globes of the 
gives detailed descriptions 
and prices on a fast selling 
line of Globes of the World. 
Write for your free copy. 


Weber Costello Co. 


¢ Wii's CHICAGO HEIGHTS, ILLINOIS 
- Makers of 
GLOBES, MAPS, BLACKBOARDS, ERASERS and CRAYON 
For Nearly A Half Century... 


Catalog —_ 


Write for descriptions 
W orld,” 


and attractive dealer 
prices on this profitable 
merchandise. Address 


Dept. B248 
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Never have I seen 
anything like this 


“LITTLE” 
COBWEB 
CARBON 


Here speaks a consulting 
law 


rapher, a veteran typist and type- 
writer supplies salesman, in short, 


ing 
evidence as to 
“LITTLE” COBWEB CARBON 
alter FORTY YEARS on the 
shelf. Forty years ago! Even 
then, “Little” carbons and rib- 
bons were ae STANDARD OF 
COMPARISON. Way back 


still remaining and found it in 
such excellent condition that he 
wrote us a letter and enclosed a 
copy made with this forty-year 
carbon paper. 


TIME DEFYING QUALITY 
—top service for typewriter 
users! “Little” offers a profit- 
able connection for men who 
can sell, who can show a record 
of worthy service. Write us in 
detail. 


A. P. LITTLE, INC. 
Rochester, N. Y. 


New York office: Bible House, Astor Place 

















More Speed 


Business demands quicker methods these days, because 
fewer people must do the same or more work at less cost. 
You can easily convince any business man that Cook’s 
Signals save time, money and worry, by instantly reveal- 
ing desired data. More speed in your sales, too—Note 
how fast these useful Signals sell, and especially how fast 
they repeat! 

They are used on all types of visible card, book, and index 
systems, and practically all manu- 
facturers specially recommend 
them. Easily attached—not acci- 
dentally removed. 


Stainless steel, 12 colors, plain or printed 
with numbers, days, months, and alpha- 
bet. Send for samples and prices. 


THE H. C. COOK CO. 


18 Beaver Street, Ansonia, Conn. 
























critical user. 





DEALERS: Write for full particulars on 


this steady seller. 


ath 





plus the finest reproduction, are acknowl- 
ne features of “BRUECO” DUPLICAT- 
ING INK. It is quick-drying, of unusual 
color strength, and will operate at high 
speeds without clogging. 


Sold to give absolute satisfaction to the most 


BRUECO SALES CO. 
141 East 29th St. 
NEW YORK 


MORE 
MILEAGE 
FROM 
EVERY 
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Needed in Offices 
To Hang up Things 


* BUSH-LESS * PU SH PINS 
HANGERS 


ae oe ee 


HANG UP THINGS 





Moore 
Push-less Hangers & Push - Pins 


Dealers who display these small 
Style ““C”’’ Counter Cartons report 
increased sales. Your jobber can 
supply you promptly. 


MOORE PUSH-PIN COMPANY 
PHILADELPHIA, PA. 


















Feature the clear, lasting impressions 


VICTORY STAMP PADS 


Your trade will appreciate the extra — in 
Victory Stamp Pads. Made of high grade, long 
wearing materials, inks of brilliant hue and fast 
color. Six sizes, from 2 x 334 inches to 4x9 
inches. 








YOUR OWN BRAND 


ean bo aund to stp aD seus etter sume - 
ment and to ed your entire business. our 
items can be put up under your imprint. Our 
price-list (sent om request) includes many sta- 
tionery items: 

STAMP PADS INKS MUCILAGB 


PASTE SEALING WAX 


Luther Ink and Stamp Pad Co. 


55-57 BAST PARK ST. NEWARK, NEW JERSEY 





























OFFICE APPLIANCES 








A new letter tray that is far more artis- 
tically designed than the ordinary tray 
—but costs no more. 





Let your money buy the best value. 
Send for our new price list No. 37. 


IMPERIAL METHODS CO. 
FOREST PARK, ILLINOIS 


Western Wholesale Stationers, Ltd. Gerard D. White 
307 East Third Street 1859 Greenwood Ave. 
Los Angeles New York City 






















THE 
MODERN 
NOTE... 





Series 19 Book Style 


THE TOUCH OF COLOR + 
ON THE OFFICE DESK 


Supplied by Columbian-Success Calendar Bases, gives the 
dealer an added sales advantage. 


Color is the modern note in today’s merchandising. The 
dealer who is alert to this demand will profit in far greater 
measure. Let the handsome. sparkling colors of the 
Columbian-Success line help you win this extra business. 


The Improved Columbian-Success Calendar Bases 
are lacquered in lasting colors of Chinese Red, 
Olive Green, Mahogany Brown and Satin Black. 


Write for complete illustrated catalogue and prices. 


COLUMBIAN 
ART WORKS 
1024 JUNEAU 
MILWAUKEE 
wis. 
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RIBBONS AND CARBONS 





Grand Rapids, Mich.—The Grand Rapids Copywriter Company, Federal 
Square building, has been chartered to market a typewriter attachment 
for making multiple copies without the use of carbon paper 

New York, N. Y.—-The Continental Carbon & Ribbon Supply, conducted 
by Sam Axelrad, has leased space at 200 Broadway 

Philadelphia, Penna.-The Legion Ribbon & Carbon Company, 1700 
Walnut street, has been registered as a commercial title in the common 
pleas court by Thomas E. Hobson, 1921 East Thayer street 

San Francisco, Calif..—J. D. Stanton, who was formerly connected with 
the Schwabacher-Frey Company, has joined the sales force of Mittag & 
Volger, Inc., at 591 Mission street 

San Francisco, Calif.—-A busy place in the city is the shop where the 
Pacific Carbon & Ribbon Manufacturing Company is located at 1451 
Howard street. Here also is the Grand Prize Carbon & Ribbon Company, 
manufacturing carbon paper, ribbons, register rolls, and Elliott-Fisher 
rolls. Grace W. Williamson is sales manager 

San Francisco, Calif.—W. G. Huston, the Pacific coast manager for Mit- 
tag & Volger, Inc., reports that the interest in the display window con- 
test has been fine in this territory, and the dealers have manifested live 
appreciation of the sales help extended by Mittag & Volger. The prizes 
of $25.00, $15.00, and $10.00 with $3.00 for each accepted photo not 
qualifying for a prize, is a generous inducement; and numbers have 
availed themselves of the cross-word puzzle proposition 
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Avon Park, Fla.—O. C. Wilkes has been appointed a distributor by the 
Woodstock Typewriter Company. 

Charleston, W. Va.—-Thomas 0. Laird has added the Woodstock type- 
writer to his selected lines of offiee machines and equipment 

Chicago, Ill H. S. Gilbert, who had been manager here fourteen years 
for the L. C. Smith & Corona Typewriters Inc., has opened a real estate 
office at Glen Ellyn, Ill He has lived in that suburb eighteen years, 
and was president of the village two terms 

Chicago, tt!..-H. C. Farringer, formerly with the Philadelphia office of 
the L. C. Smith & Corona Typewriters Inc., has joined the Chicago Sales 
organization Edward Goldblatt, formerly of the Remington service here, 
has taken a Smith-Corona territory R. L. Mueller, who had been a 
member of the Omaha organization, is now working a Chicago territory 
George Foxcroft has been promoted from office manager to assistant man 
ager; W. H. Hauer, formerly manager at Jacksonville, Fla., has been 
appointed assistant manager, in charge of the Chicago office; | M 
Temple, a Chicago salesman, has been transferred to the Chicago retail 
store; Glenn Lawless, who had covered a territory, has been appointed 
retail supervisor of the Zone A territory; Miss A. R. Paul has been 
transferred from the Cleveland branch to the Chicago retail store; Miss 
Irene Enders, formerly of the secretarial staff, has been placed in charge 
of the employment service 

Cincinnati, Ohio.—-The Copywriter Sales Corporation has been char- 
tered; capital stock, $25,000; incorporators—Charles F. Wissel, Arthur 
P. Becker and Edwin G. Becker, 611 American building 

Cleveland, Ohio.—-Edward H. Kaiser and F. D. Eddington, experienced 
typewriter men, have joined the local branch of the Woodstock Typewriter 
Company 

Hibbing, Minn._-Frank Rowe, 2020 Seventh avenue, has been appointed 
dealer for the Remington Typewriter Company's lines of office machines. 
His territory comprises St. Louis county (with the exception of the city 
of Duluth, and Itasca and Koochiching counties) He has been connected 
with the Remington Rand organization the past three years One year 
was spent at the home office at Buffalo, N. Y., and the rest of his service 
was with the Denver branch, handling public utility and insurance ac- 
counts 

indianapolis, Ind.—The Royal Typewriter Company, Inc., has filed a 
notice of change of state representative with the secretary of state. Walter 
F. Teer, Indianapolis, was named 

Jersey City, N. J.—-Mass Production Corporation, Baldwin avenue and 
High street, has started the manufacture of a new portable typewriter 
George F. Rose, the vice president, was connected formerly with another 
typewriter manufacturer 

Long View, Tex.—-E. N. Maledon is operating a typewriter exchange 
here 

Medford, Wash.—-Paul Smith, who had been dealer for the Woodstock 
Typewriter Company at Olympia, is now engaged with the same line here 

Middletown, Conn.—-The General Typewriter Exchange, Inc., has been 
chartered ; capital stock, $50,000 ; incorporators—Arthur S. Wheeler, Basil 
W. Long and James A. Morgan 

North Adams, Mass..-The Typewriter Exchange has been opened in 
Room 402, New Kimbell building. This business is conducted by M. K 
Armstrong and J. L. Pacetti, formerly of Norwalk, Conn Both members 
of the concern had been agency men for the Underwood Typewriter Com- 
pany at Jacksonville, Fla., Havana, Cuba and Norwalk, Conn 

Philadelphia, Penna.—-The first floor and basement of the four-story 
building at 133 South Eleventh street has been leased for the occupancy 
of the American Writing Machine Company 

Portiand, Ore.—-The Oregon Typewriter Company has increased its 
capital stock from $5,000 to $10,000 

Salem, Ili.—-The Illinois Office Supply & Machine Company, operated 
by Jack O’Haver has moved from North Pearl street to a location on 
Broadway 

Salem, Mass.—_The Typewriter business of H. L. Sargeant has moved 
from the Y. M. C. A. building to 247 Essex street 

San Francisco, Calif.._The Guaranty Typewriter Company, 17 Second 
street, has a well-established business that offers a good gauge of actual 
trade in the city That gauge indicates that there is enough steady day 
by day trade to justify the feeling that there is a better turn ahead. 

San Francisco, Calif.—0O. H. Rice, representing the main office, is visit 
ing the Remington-Rand offices on the Pacific coast He was manager 
of the New England area for the Remington-Rand until promotion to his 
present position. It’s a fine display the local office is making of their 
‘*Free-wheeling type-shift Remington.’’ 

San Francisco, Calif._-F. G. Fink, manager of the Underwood branch, 
reports that the boys are feeling mighty cheerful. It's increasing business 
that counts, and the records show thirty per cent more orders taken 
and delivered during the first eighteen days of February than during the 
same period in January. Orders taken for later delivery run about the 
same percentage. This reverses the past in this territory, where for 
about fifteen years February has run lighter than January 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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Digging Up Business 


A really sound idea—this vigorous 1932 
method. Try it with a Post-o-graf—crisp, 
vital and frequent sales news direct from you to 
your customer. 


with 
Post-0-Graf 
Duplicators 


beeause of 


beauty of printing, ease of operation, excellence 
of registration, economy in purchase and of 
operation, desirable speed and a most compre- 
hensive line for selection. 


The Menu Printer 
Fine for Postal Cards, Menus, Price Lists, etc. 
The Letter and Legal Sizes 
with or without the | 
New Automatic Paper Feed 


Rubber Impression Rollers tor all makes 
of duplicators. Interesting prices. 


POST-O0-GRAF, INC. 
WILKES-BARRE PENNSYLVANIA 
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What do we mean 
—Service 


Hundreds of typewriter dealers know that 
SERVICE, as interpreted by the U. S. 
Typewriter Parts & Supplies Co., Inc., 
means— 


QUALITY. Every item in our stock is 
rigidly inspected to insure high standards, 
and is sold to you fully guaranteed:— 


PLATEN GRINDING. Every platen re- 
covered in our shop is absolutely the 
smoothest, perfect, suede-finish platen you 
have ever seen:— 


PROMPTNESS. Every order is shipped 
the same day it is received. Our working 
day closes when all orders are shipped. 


That's what service means to us. Are you 
getting it now? If not, try us, now. 


U + TYPEWRITER PARTS 
a apa & SUPPLIES CO., Inc. 
CHAS. H. AMES, President 


6 Murray Street, New York 


A complete line of platens, 
parts, tools and supplies 








TYPEWRITER 
RIBBONS 


CARBON 
PAPERS 


An Opportunity 


for Stationers 


One of the functions marking a leading 
stationer is the exclusive merchandising of 
quality lines. More than a mere symbol 
of position, such arrangement is evidence 
of recognition by the manufacturer and is 
frequently an aid to greater profits. 

Bucki supreme typewriter ribbons and 
carbon paper have been sold thru dealers 
for over thirty yeare—always high grade, 

roduced by processes developed in life- 
long study of available materials and of 
business requirements—conceded by com- 
petent authorities to be among the best 
upon the market. 

In certain cities Bucki ribbons and car- 
bons are now handled by the leading 
dealer on an exclusive basis. If you are 
interested in establishing a Carbon and 
Ribbon department, specializing in the sale 
of these products, and building a profit- 
able business, better write us; we may 
have a proposition to offer in your terri- 
tory. 


The BUCKEYE 
RIBBON & CARBON CO. 


1458-1468 East 55th Street Cleveland, Ohio 


























OFFICE APPLIANCES 


Syracuse, N. Y.—The City Typewriter Exchange has been chartered here, 
with capital stock of $10,000 

Toronto, Canada.—C. Hunt, formerly manager at London, Ontario, for 
the Remington Typewriters, Ltd., has been made manager here He suc- 
ceeds C. F. Mattice, who has been made Canadian sales director 

Valdosta, Ga.—Leonard Baldwin has become a distributor for the Wood- 
stock Typewriter Company. 

Washington, D. C.—-The stocks and good will of the M. S. Ginn Com- 
pany have been bought by the United Typewriter & Adding Machine Com- 
pany, Ine 

Winter Haven, Fla.-C. K. Hoffman, of the Office Supplies Service, is 
now distributor for the Woodstock typewriter 








ADDING MACHINE 'S 


Chicago, Jli._-R. J. Smith, 6 East Lake street, has been appointed 
distributor in the Chicago district for the “Rapid’’ and the Brunsviga’”’ 
calculating machines, handling sales and service 

Cincinnati, Ohio.—-The Monroe Calculating Machine Company has leased 
one-half of the third floor in the building at 119 West Central Parkway 

New York, N. Y.—-Ralph Allen has established offices at 40 Rector 
street, selling the line of the Rapid Calculator Company 











OTHER MACHINE S$ 


Chicago, t!!.—-Reichart & Weber, 2007 South Michigan avenue, has dis- 
solved This addressing machine business is being continued by Joseph 
Reichart as the Reichart Company 

Chicago, tll..-Joseph Weber, 537 South Dearborn street, has established 
the Weber Addressing Machine Company, dealing in used and rebuilt 
addressing machines, stencils and supplies Mr. Weber had been con 
nected with Reichart & Weber 

Drexel Hill, Delaware County, Penna.—-Thomas B. Cannon has been 
appointed traveler by the Compo Manufacturing Company, Westport, 
Conn He covers Pennsylvania and New York states, with the exception 
of the New York metropolitan area 

Philadelphia, Penna.—The Dictaphone Sales Corporation has leased the 
third floor of the building at 1516 Locust street, as sales and executive 
offices 

Philadelphia, Penna.—-The Dictating Ediphone Machine Agency, 1015 
Chestnut street, has been registered as a commercial title in the common 
pleas court by Rodney L. Austin, 428 West Durham road 

Philadelphia, Penna.—The Mailing Equipment Company, 1601 Chestnut 
street, has been registered as a commercial title in the common pleas 
court by Hiram B. Grone, 4300 Spruce street and Clinton G. Dickinson, 
Wissahickon apartments 

San Francisco, Calif.—Ernest Wallace, representing the Bates stapling 
machine, visited San Francisco the latter part of January and did a 
good business with the new model He is also now representing the 
Koh-I-Noor Pencil Company, and “Gloy”’ and ‘‘Dex’’ paste 

South Bend, Ind.—The E. W. Crouse Sales Company, Inc., has been 
chartered to manufacture cash registers, check printing registers, adding 
machines and similar devices; capital stock, 1,000 shares no par value ; 
incorporators—-Edward W. Crouse, Bessie 0. Crouse and Jeanne M 
Crouse 





Opportunity for Business 


Philadelphia, Penna..-The Speedy Service Multigraphing Company, 
4612 Frankford avenue, has been registered as a commercial title in the 
common pleas court by D. D. Saggese, 7728 Fayette street, and J. J 
Fraties, 5932 Augusta street 


STATIONER Y 


Abilene, Texas.—-The Pender Company has moved from 926 North First 
street to 273 Cypress street 

Atianta, Ga.—-Charies H. Hucke has been appointed southern repre 
sentative of the Oakville-American pin division of the Scovill Manufactur- 
ing Company He succeeds Norman Rauch, who has retired from the 
stationery business 

Boston, Mass..-The Industrial Stationery Company has moved into a 
new location at 111 Summer street 

Brookline, Mass.—-M. T. Bird & Company, 5 West street, Boston, has 
opened a branch here at 1286 Beacon street 

Chicago, ti.—William Gamble, stationer, of Waukesha, Wis., visited 
with the Chicago trade in February 

Chicago, !!!..-Bernard Ward has joined the sales organization of Schiller 
& Schmidt Mr. Ward had been with 8S. D. Childs & Company since 
1925, having served previously with F. S. Timmins & Company, Elkhart, 
Ind., and with the Commercial Stationery & Loose Leaf Company, Chicago 

E! Monte, Calif.—Morris Dorshkind, formerly with Jones & Company, 
Los Angeles, has been made manager here of the Shucart Stationery Com- 
pany A. Shucart, whom he succeeds, has been transferred to the main 
store, 4578 Whittier street, Los Angeles 

Evanston, ill..-The Evanston Chamber of Commerce has instituted a 
series of ‘“‘three minute talks’’ on individual business problems The 
first of these talks was made by Thomas F. Airth, who spoke of his retail 
stationery business 

Jackson, Miss..-The Mississippi Stationery Company has moved from 
129 Pearl street to 165 East Capitol street 

Long Beach, Calif.—The store of Winstead Brothers, Inc., 244 Pine 
avenue, has been remodeled and expanded, a handsome effect having been 
attained 

Los Angeles, Calif.-The Savel-Kellough Company has established a 
commercial stationery business at 1122 Maple avenue. The owners, Joseph 
A. Savel and Albert H. Kellough, had been with the H. 8S. Crocker Com 
pany, Ine 

Los Angeles, Calif...James Mallon has become assistant to Floyd E 
Wiedemann, manager of the systems division of the Schwabacher-Frey Com 
pany Mr. Mallon had been engaged in the stationery business at New 
Orleans 

Miami, Fia._-H. H. Bryant, Jr., has established the Bryant Office Supply 
Company at 155 Southeast First street. This has succeeded the merchan- 
dise business formerly conducted by the Printcrafters 

Milwaukee, Wis..-The Columbian Art Works has appointed new repre- 
sentatives to handle the territory of the late Phil Webster. E. C. Clifton 
will cover territory East of the Mississippi river, and also Louisiana; 
W. H. Silliman will handie business in Texas, Oklahoma and Arkansas. 
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The One Desk Buyer is Important 
from Point of Volume, Too 





No, 551-F 


This Alma No. 551 Desk contains a special 
appeal to the economy minded professional man 
who needs and appreciates the pleasant atmos- 
phere of quiet and dignity created by the proper 
furnishings. 


In the Alma Line are many numbers that present oppor- 
tunities to cultivate the one desk buyer. No sale is too 
small to be important, and in one desk buyer in the aggre- 
gate offers a large market. Write for full information re- 
garding the Alma No. 500 Line with which to specialize 
on the professional man; doctors, dentists, lawyers, recep- 
tion rooms, real estate men, etc. 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 























Aa THER scoop for Bos- 
ton anda real sales ad- 
vantage to those dealers who recog- 
nize the value of selling ‘the leader.”’ 


The new Boston Speed Cutters offer 3 more 
cutting edges—15 solid steel blades ground to 
scientific exactness that speed performance, lengthen 
life, effect economy and improve efficiency 25% 
and more. 

After March 10th every Boston Pencil Sharpener 
at $1.50 and up will be equipped with the New 
Speed Cutters. 

Order today to insure prompt shipment. 
C. HOWARD HUNT PEN CO., Camden, N. J. 
Manufacturers of Hunt Pen, Clips and Speedball Products 


BOSTON 


PENCIL SHARPENERS 








NOW! 

ASCO CARD 
CABINETS 
meet every 
card record need 






There is no need for inquiry on special 
numbers. The ASCO card cabinet line 
is complete. Order right from stock. 


AS 


With the addition of these six new 


Box Files... Bond numbers in one, two and three drawer 
Boxes ... Cash Boxes units for cards 8” high x 5” wide, and 
Fine Coke Ape PE 9” high x 6” wide, there is an ASCO 
legal, combination, stock unit for every card record re- 
storage in desk, counter quirement. 

or standard heights . . . 

pte ae When your customer says “card cabi- 
Cabinets. . . Transfer nets” think of ASCOQ—the complete line. 
es ae Casgreece 

. . « Stationery Storage 

Cabinets... Electro ART STEEL co., Inc. 
Cabinets... Letter 300 East 145th Street 

rays... Shelving . . . 

Wardrobe Cabinets... NEW YORK 

Typewriter and Office 

Tebles .. . Waste Pape 











Baskets, etc, 


Did you get our 
latest catalog on 
the new **200” 
series of filing 

cabinets? 



























NEW “<«Clear View” 


Portfolios and Envelopes 


Zipper on two sides admits clear view to contents— 
a de luxe convenience at prices that will popularize its 
safety and accessibility features. Three sizes, eight 
leathers; retail $1.25 up. 


Dealers who have not yet stocked these cases are 
especially invited to check up on this profitable Stein- 
Way Zipper line. Illustrated catalog showing various 
types and grades of brief cases, zipper cases and pockets, 
sent on request. 


Now is the time to cash in on this necessity. 


STEIN BROS. MFG. CO., INC. 


701-709 W. Washington Bivd. CHICAGO 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 


Typewriter Men Recommend 
SHER-MAN Quality STANDS 
L 













Better Tops Better 
and Shelves Structural 
Features 









EBo SEALS SPECIMEN IMPRESSION LEVER SEALS 


bat 


Self - Inking Numbering 
wy Deter Rubber Stamps Machines 






S-ply veneer, 
quartered oak, 
walnut or ma- 
hogany finish. 
Convenient, 
quick - acting 
hinged chetves, 
flush or 2% 

in, extr a 
height, right 
or left, inter- 
changeable, 








er, cleaner. 


Special joint 
construction 







giving extra 
strength and 
rigidity with 
light weight. 








with strong, 
rigid supports. 


Greater rolling 
> stability, t i p- 
ping prevented 











Tubular steel, 
stronger, light- 


by means of 
offset casters. 





NAME PLATES 
BADGES METAL CHECKS 


MANUFACTURED BY 


BETTER CASTERS AND BASE: Quick action trip lever 
operates patented foot locking device, shifts weight from 
four easy rolling casters to four smooth metal feet. \ 


MEYER & WENTHE - CHICAGO steady foursquare base which cannot mar floors or cut 
OFFICE & FACTORY - 24to30 S. Jefferson St. — “< SS ee end re a meagre ' 
LOOP STORE . 31 North Clark Street sew catalog ready Marc : rite for your peo 
WEST SIDE STORE - 30 S. Jefferson St. Sherman-Manson Mig. Co. 
Catalogue of Complete Line will be sent upon request 621-631 S. Kolmar Ave. Chicago 





























OFFICE 

BLACK || naires 
DIAMOND || *= 
q+ ¢ ¢ © © & «4 


CARBON 
PAPER 


The Peak of Perfection 


A featured carbon paper 
of quality, to bedepended 
on at all times. It sells 
and re-sells. 


Write today for samples 


and prices. No. 401 Quartered Oak 


Progress in the turniture department often can be accelerated by 





Rochester Ribbon & CarbomCo. | | isi inate fein on mason 
Incorporated Jasper Seating Company 





hicagc Louis H. Farb 
40 Browns Race, Rochester, N. Y. Se any = ye hanny 5 wes} Jasper. Ind. 
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New Haven, Conn.—David C. Lewis has been appointed store manager 
by The Tuttle, Morehouse & Taylor Company 

New York, N. Y.—The Tunnel Stationery Company has been established 
at 205 Hudson street by L. Opochinsky 

New York, N. Y.—-The Bell Stationery Company, 100 Worth street, has 
increased its capital stock from $5,000 to $50,000 

Philadeiphia, Penna..-The Alatol Company, school supplies, 18 West 
Chelten avenue, has been registered as a commercial title in the common 
pleas court by Robert T. Gardner, 36 West Gowen avenue 

St. Louis, Mo.—The E. J. Lessard Stationery & Printing Company has 
been established by E. J. Lessard at 418 North Third street. Mr. Lessard 
is well known in local trade circles, and has made an auspicious start 
in his new business 

San Francisco, Calif._-W. A. Elliott is the new addition to the sales 
force of The H. 8S. Crocker Company at 565 Market street He was 
formerly Pacific coast representative of the Holmes Company, Chicago 

San Francisco, Calif...Jack Douglas is now connected with the Craft 
Sales Company, Inc., 143 Second street, operating as outside salesman 
He has long been well known to the stationery trade of the Pacific coast 

San Francisco, Calif.—Walter Willoughby has moved from Room 740, 
Call building, to Room 628 in the same structure. Among the lines repre- 
sented by Mr. Willoughby are those of the Robinson Manufacturing Com 
pany and the Erie Art Metal Company 

Santa Paula, Calif.__W. W. Edwards has purchased Ruppert’s Stationery 
Store, and is restocking with a complete line of office supplies and 
stationery 


PENS AWD PENCIL SGE 


Atlanta, Ga.—Bruce Gerrant, formerly traveler for The Conklin Pen 
Company, has joined the Hirshberg Company He will travel the state 
of Georgia 

Chicago, !!i.—The Camelon Fountain Pen Company has filed an amend- 
ment to its charter, changing the capital stock from $100,000 to $10,000 

Los Angeles, Calif._-Claude M. Moore is now one of the Pacific coast 
travelers for The Eagle Pencil Company He had been formerly with 
Kingsley, Mason & Rogers, Los Angeles, and later with the successor 
concern, The Schwabacher-Frey Company 

New York, N. Y.—The Majestic Pen Company has moved from 1214 
Broadway to 1199 Broadway 

New York, N. Y.—The metropolitan office of the W. A. Sheaffer Pen 
Company has been moved to 16 East Thirty-fourth street The former 
location was 80 Fifth avenue 

San Francisco, Calif.—_E. J. Humphreys, representative of the C. Howard 
Hunt Pen Company, has gone through a siege of typhoid 

San Francisco, Calif..-Howard J. Neison, one of the representatives of 
the Eagle Pencil Company on the Pacific coast since 1927, has gone east 
to take up other duties with the company there. Claude M. Moore, until 
recently with the Schwabacher-Frey Company, is taking his p'ace 

San Francisco, Calif..-S. M. Last, representing Cahen, Davis & Com 
pany, 105 West Sixth street, Los Angeles, distributors for A. W. Faber, 
Inc., Newark, N. J., made the bay district trade recently Cahen, Davis 
& Company have added the Moore Pen Company line, Boston, Mass 

San Francisco, Calif.—Oliver Pierce, Pacific coast manager for The 
Conklin Pen Company, 101 Post street, notes that the orders received 
so far this year have been larger than the orders for the same period 
last year Mail orders have also been larger Another encouraging fact 
is the featuring by the dealers of higher-priced models of pens and 
pencils rather than the cheaper ones 


SAP @ 2 E's 


United States cxports in the office machines, equipment and supply fields, 
during November, 1931. Where mechanical devices are listed, when 
driven by electric motors, the value of the motor is included with the 
machine. By the division of statistics, United States Department of 




















Commerce. 
Metal Office Furniture Exports—November, 1931 
Sheet metal Sheet Sheet metal 
lockers and metal Sheet metal fire or 
storage shelving filing burglar- proof 
cabinets and wall cases cabinets 
Countries Number bins Number Number 
Austria 1 $ 35 1 $ 48 
Belgium ‘ : er 10 219 . vandal 
Denmark baecenens 2 $ 46 $ 63 4 90 2 80 
Pn caneceneeeene . sees ‘e . 5 310 
PORMBS .ccccccccceess 2 30 i8 78 
Germany eweue , 2 114 
GOGED cecaccecccses 44 1,211 42 1,317 
Irish Free State ; cman 12 260 
DET cue dbs Seduedeene l 67 10 l 35 
Netherlands . : 564 4 110 - oom 
PCR ee e< 48 1,375 51 3,773 
Poland and Danzig... 2 110 
Rumania ‘ ones : : 3 243 
BOER ccsccesese , ) 12 210 20 Se. . wax see 
Sweden . a on 303 46 3,172 56 3,374 
United Kingdom..... 4 26 103 24 773 38 649 
CEE cc ccsdenciaee Be 704 514 136 2,156 14 835 
British Honduras.... . pees secs 1 36 
Guatemala : then 1 33 a: 
Honduras ....... oe 2 22 l 25 2 136 
Panama —_ Tr 6 115 34 39 1,353 a 
Salvador - 3 a écen salads 
Mexico a eee 62 15 272 3 438 
Miquelon & St. Pierre 
RE ucseabeosecee Ee 241 
Newfoundland & Lab- 
FOGSE nc cccce pew : ; niga 1 16 
Bermudas ........... 54 413 sabe 3 84 
Trinidad & Tobago... ; sis - l 32 
Other British W. I.... 2 16 , 
CD cnciccnecscces 145 225 467 i 122 
Netherland W. Indies. 22 63 ae ase " mall 
Haiti, Republic of.... , . ‘ ‘ 1 130 
Argentina eet Te ; 440 13 526 15 884 
Brazil onsesee , wnat 30 705 ee 
Ge ake cccsccctases : : obese 36 Sk: eae = ie 
aa : ; 98 pained 1 142 1 44 
Ecuador 2 30 aiid eas een eee soe 
Peru ) 54 Xs 339 13 814 


Uruguay . : “ “ne one "60 3 95 10 481 
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Nothing amasing 


about the way you run into Vul-Cot 
in practically every office you visit. 
It’s simply the best waste basket 
money can buy—and most business 
men know it. At your stationers in 
maroon-brown, green and wood grains. 
Guaranteed for a full five years. 
NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware 
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Vertical File 
Pockets 

and 
Expanding 
Wallets 


The only line made with 
cloth reinforced flaps — an 
exclusive patented feature. 


VERTICAL FILE POCKET 


HE combined features, the cloth gus- 

sets and the cloth reinforced flap, to- 
gether with the high grade Red Fibre 
paper make the FIBERTEX line the most 
serviceable offered to the critical user. 

And it is priced right. Send for FIBER- 
TEX samples, prices and catalog. 


JOSEPHSON MANUFACTURING 
622 BROADWAY, NEW YORK 


Chicago Office and Stockroom 
173 WEST MADISON STREET 


Expanding, flat, mailing and panel wallets, vertical file 
folders, pocket containers, etc. 
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1 36 


Venezuela . 1 145 3,146 14 397 
British India 10 230 12 6 180 3 244 
China : ; : : : : i 170 
Java and Madura 203 i4 234 
Other Netherland East 

Indies . , ) 285 
French Indo-China 10 1X0 
Hong hong b 121 72 6 0 2 109 
Japan i 925 40 | 2 256 
Persia ’ 54 
Philippine Islands 6 207 27 1,523 2 123 
Siam 2 34 14 108 
Australis 1 106 
British East Africa 10 287 

1 1,160 


Union of So. Africa 
EE  usccaseens : 
Algeria & Tunisia.. 


Other Portuguese Afr , ; 
Canary Islands. 2 30 369 ? ‘ 
75: 2 $16,789 





PRODUCTS PLEASE ese eda Stagg 
Shipments from the United States to: 
Letter trays and waste paper baskets, all Hawaii sseveee 90 $1,001 ar - tr tie i 
. . *orto Rico e ° o< 28 » 29 39 2 : 
sizes, mail and tape baskets, space baskets, os 
built up trays, locker baskets, PEERLESS ond. 
paper burners, wire globe guards, office p——— 
vaults furni Other 
and ture metal 


partitions, wire guards, etc. SPECIAL Safes of an 
WIRE GOODS MADE TO ORDER. —e Numer = emt. «fixtures, ture 





Belgium : ; ; —e $ 41 
Czechoslovakia ‘ : 199 
Denmark ; $13 655 
Finland 37 

784 


PFS SO WIRE France 78 

. Germany ‘ . 41 ; 

~_ ; 7 Greece a® . 223 $ ll 

O60 6 O4y: Italy , 8] es 
RRO GOODS CO, | Seis igs a 

PASAY . Norway .. e 5 ; 2 060 9 

45 Sonn 


» 
i | Rumania P : 
/ Spain 124 


RQQay 2720 Ferry Street Sweden... ieee | Da 383 33 











AA ay 
wah h W b ; Switzerland .. oan ° 
f ERR EERE United Kingdom : 179 9,973 908 
ral WY v vy Canada .... ; eee 2 Sa 2,306 1,815 10,089 
ZONK gaa ay LAFAYET TE, British Honduras 2 80 , : 
wwe 7 ¥ ae. Honduras . : 2 SY 195 10 
eel INDIANA Nicaragua l 84 ; 124 : 
R| 5 SANITARY \ Panama .. ; devesec ‘ ° 384 779 
esa Salvador ; 66 
Mexico sii ip . 20 767 1,392 326 
Newfoundland and Labrador.... ‘ 18 &5 
Bermudas ........ oe 87 
Other British West Indie . l 100 . 17 53 
Cuba ‘ , ‘ ° , ; 830 110 
Dominican Republic ; ‘ ‘ 9 eae 
Netherland West Indies. ohana , 123 118 
Haiti, Republic of bee : 70 4 
Argentina o< 294 
Bolivia . : : , . : 10 
Chile . ‘ ‘ ‘ 2 ‘ " , 129 . 
Colombia ‘ ‘ . 234 5,009 
Ecuador . 955 
Peru ; , 3 3 60 
Venezuela ‘a , 171 
British India . P . 41 
China 21 1,959 231 
Java and Madura , : 6 
Hong Kong R79 
Japan ‘ l 125 38 11 
»ATELLITE sre > > 
. . . There are several! Palestine : . ° 123 
nee models of “SATELLITE Persia .. ~ 168 , 
a rey SOE + ete mished stands, for various office Philippine Islands 17 683 83 903 446 
alien menogeny or machine purposes. Top Australia 339 a. 
= can be supplied with New Zealand 917 94 
check table and sliding Union of South Africa 136 251 
baseboard Egypt 51 “ 
Total siwiatabbons 149 $6,855 $3,411 $21,475 $19,505 
Shipments from the United States to: 
Hawali : 3 $157 $846 $4,135 $4,232 
Porto Rico a 163 1,378 
Typewriter Exports—November, 1931 
Standard, New Portable, New Used & Rebuilt 
Countries Ne N No Parts of 
Tak Austria 39 $1,677 35 $1,260 129 $2,470 $154 
ake any one of your customers that has a typewriter in Belgium 14 9,955 72 2,542 36 1,465 902 
use, either continuously or intermittently through the day. Czechoslovakia .. 926,635 100 3,801 16 529 671 
Tel them about “SATELLITE’—the vibrationless type- —— ar ae r —— = 1,123 on 
writer stand. Explain what a steady platform » petiee Finland 2002614556 )6= sisi; 24 
the simple height adjustment—how easily “SATELLITE” France 992 49,444 628 22.356 400 14,707 1,885 
can be moved about the office. One hour's use will con- — ily ~~ ie Milian: -° ine dla es — 
vince them that never before was the full convenience and Hungary ye hi 10 1440 45 | A aa 
service of the typewriter available. Iceland 2 140 15 40 
SATELLITE" presents an opportunity for office machine as oo 13 ‘4 552 
, . “ i’ b rh 
and equipment dealers. Full details on request. eed : 70 +7 aaa 
Netherlands 214 14,281 36 1,296 333 7,254 956 
ADJUSTAB Norway 221 14,718 167 6,180 418 1.902 10 
s pens ' Danzig t75 23.914 767 27,527 18 288 499 
: : *ortuga 17 3,415 44 1,580 
Dept. OP., 55 Mt. Vernon Ave., N. W., Grand Rapids, Mich. Rumania 4 630 "34 
Sov. Russia in Eur s 717 1,380 
Spain - 186 11,317 173 6,068 50 1,800 33 














MARCH, 1932 


















“KILIAN” 


Unground Ball Bearings for the’ 
Metal Office Furniture Industry 
(PATENTS PENDING) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatso- 
ever.) 

For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 

95% of filing cabinet drawer slides in United States 
and Canada operate on “Kilian” unground bear- 
ings. 

Samples made to your specifications. 


KILIAN MANUFACTURING CORPORATION 


107 North Franklin Street Syracuse, New York 





































The SANYMETAL 




















‘YANYMETAL Steel 
J Costumers last 
longer because they 
are all hollow metal 
construction—with 
cross-locked base se- 
cured permanently to 
mem loaeed comes 
oose)—with bronze 
hooks anchored to post 

with life-time baked 
enamel finish in plain 
colors or grained. Hun- 
dreds of dealers con- 
stantly sell these cos- 
tumers. Send for 
illustrated folder and 


rices. ~*~ ; 





Encouraging 


TiIpP-TOP 


The New Posture Chair 


Activity 


The well known and justly famous 
GUNLOCKE trade-mark on the 
TIP-TOP Posture Chair is a de- 
pendable pledge of quality. GUN- 
LOCKE standard office chairs and 
upholstered executive furniture 
have long occupied a position of 
leadership. That TIP-TOP meas- 
ures up in every practical way to 
this standard, can be proven by just 
a few days’ trial. Check up, for 
yourself, on the up-to-date excel- 
lence of the design, the quality of 
materials and structure; send in 
your order for two TIP-TOP 
chairs for display and demonstra- 
tion. 





























WwW. H. GUNLOCKE 
CHAIR CO. 
WAYLAND, N. Y. 


New York showroom with salespeople 


THE 





al your service 
138 Grand St. Phone Canal 6-5931 








7 





















OSTUMER 








THE SANYMETAL PRODUCTS CO. 























1695 URBANA RO. CLEVELAND OHIO 


























The 
Steel Combination 


Telephone and Storage Cabinet 


The Business Man’s Friend 


(Write for Full Particulars and Illustrative Matter) 


THE BENTSON MFG. COMPANY 
AURORA, ILLINOIS 
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QUICK AS A FLASH! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 








Melilicke ready-made answers to routine problems cut calculat- 
ing time in half for Western Union. Western Electric and many 
other users. Any employee can use Meilicke Systems without 
training. There are no keys to punch, no levers to pull. Just 
turn the card and copy the answer. 


The Meilicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 
Pay Roll Calculators 
Bonus Calculators 
Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 
Vertical Cataloging 
Phone Indexes 
The Dictaform for letters, 
paragraphs and al! data. 





Meilicke Systems meet every need. and special Calculators can 
be supplied to meet any special requirements. Let us show you 
without obligation how Meilicke systems can save money for your 
business. Dealers, send for our new catalog. 


eilicke Systems, 


Re OY 


3471 No. mos St. 


Chicago, Illinois 





























The 
GUSSCO LINE 


beats competition 


The Complete Line 
Filing Folders for 
every system—In- 
dex Cards—Index 
Guides—Press- 
board Guides— 
Metal Tip Guides 


Competition, that exacting task- 
master of the present era, de- 
mands quality at low prices. 

Every dealer must have a line of —Celluloid Tip 
filing supplies which will meet — and Fold- 
all competition. 


With the Gussco Line you can 
meet competition and still make 
a reasonable profit. You 
should examine our sam- 
ples, prices and catalog. 


Send for them now! 


GUIDE SYSTEM 
& SUPPLY CO. 


335 CANAL ST. 
NEW YORK 


“THE HOUSE THAT 
STICKS TO THE TRADE" 













Look for the Blue Metal Edge 
Box. Be sure it's GUSSCO 








OFFICE APPLIANCES 


Fine Profits! 


When customers re-order 
over and over again, Ribbons 
and Carbons pay fine profits. 
Every typewriter in your terri- 
tory uses $15.00 to $30.00 an- 
nually in these supplies. Get 
that business—and repeat— 
with CROWN. Your city may 
be on the “open for representa- 
tion” list. Ask us. 

Crown Ribbon & Carbon 
Mf3,. Co. 


Rochester, N. . @ 



















PERFECTION 
DAILY 
REMINDER 





THE PERFECTION DAILY REMINDER is made in three 
sizes: 4x63%4 inches, 5x8 inches, 6%x10 inches, and can be had 
in five finishes: Black Enamel, Olive Green, Mahogany, Statuary 
Bronze, and Brush Brass. The bases are made of steel and 
equipped with rubber plugs at the four corners which prevent 
the metal from scratching the desk. The pads are printed ona 
high grade 16 lb. bond paper. At the top of each sheet appears 
the past, the present and the coming month 


Reminder can also be used as an ad 


The Perfection Daily 
Imprint prices and 


vertising medium by imprinting the plate. 


further details on request. 


- —— “The House of Service” 


“DEFIANCE > 


Sales Corporation 














Stationers’ Glassware, Hardware and Specialties 


72-78 Spring Street New York, N. Y. 


























MARCH, 1932 139 























Standard, New Portable, New Used & Rebuilt 
Countries N No N 
DE saceteaces 275 18,483 201 7,326 30 540 
Switzerland _ 149 10,344 12,462 cess 
United Kingdom... 2,368 137,756 4 50,149 2,711 73,193 
Yugoslavia & Alb 23 1,635 32 1,152 10 255 
Canada ..... ; 60 3,485 83 3,677 129 3,305 
Br. Honduras : 3 173 nade , l 24 
Costa Rica . l oF at sees ; 
Guatemala ...... ll 123 : 
Honduras i 359 10 390 2 23 
Nicaragua . eee l 60 2 100 
Panama 3 272 2 92 11 128 
Salvador : 5 350 dete ‘ oe , 
Mexico : 33 2,075 at : 59 1,632 
Miquelon and St 
Pierre Isl , 1 70 5 180 
Newfoundland & 
Labr : ee see ‘ stae sees 3 92 
Bermudas ‘ l &5 
Trinidad & Tobago 4 290 
Other British W 
Indies oduee 1 90 1 50 2 148 Kees 
Cuba ... paneoe 2 165 ; — : ; ‘ er 
Neth. W. Indies.. 3 155 15 540 2 69 beee « ae ’ 
Haiti, Republic of 3 160 5 as -enk biein anes Don t Be Misled! 
Argentina , : 121 8,892 1 36 _ oees 621 
Brazil ..... » eese ¥ = “O60 sx aud 575 ; - 
 Reeetep pend 3 bea” nape Sk ae The Regal-Royal is not just 
Ecuador . eae 11 TSB - cscs . ame . sens : . - 
French Guiana... 6 234 : , ave rr another rebuilt typewriter. 
IGE cdpunschoke 3600 2,571 24 894 cal 700 Itisa modern, accurate, easy- 
Venezuela ieee 5 352 25 975 14 410 stad o.8 r be 
British India . 202 16,296 : TTT 26 1,220 847 writing, genuine Model 10 
— Malaya... ) 402 4 144 oon — 2 “s Royal, completely and accue- 
China .. a ae” 23 876 2 70 90 rately rebuilt at the factory. 
Java & Madura.. 65 1,373 40 1,442 ; vou 183 
French Indo-China ri Me weak a4 ae ee: jody Why take a chance on infe- 
Hong Kong ... 18 1,261 9 324 one 135 im - “ 
Japan .... . 53 3,838 58 1,980 2 eo rior rebuilts? Sell your cus- 
a. cS. oe eS ne mw eae tomers Regal-Royals and you 
Syria ...... vial 8 572 5 206 =... et will make staunch friends. 
Turkey ‘ -_ 13 987 15 510 . . . . 
Australia ....... 3 210 12 bien 666 Get our price list now! 
British Oceania... . oes ohne l 50 sues 
New Zealand s 18 1,260 15 541 j 80 . 
Belgian Congo... 311243 1 Regal Typewriter Co., Inc. 
Un. of S. Africa. 70 5,367 132 5,377 20 754 148 : ~ . 
Gold Coast ..... ‘i3 r 360 431 Canal Street, New York 
Nigeria : o« 3 7 . . : . : . . TT 
Egypt , : 24 1,710 13 468 Gers 30 
Algeria and 
Tunisia sees 3 210 . tT 
Other Fr. Africa. 13 1,038 21 764 
Morocco . . ee 1 280 8 288 
Mozambique : 13 1,063 10 360 
Other Portuguese 
Africa _ ‘ 3 191 
Other Netherland 
East Indies..... 7 193 
Total : 6,623 $410,839 6,524 $243,036 4.422 $128,824 $42,339 
Shipments from the United States to: 
Hawaii : wee 67 $4,894 51 $1,960 12 $521 $ 84 
Porto Rico osee 11 2,603 7 256 3 65 39 
Adding—Calculating—Billing—Tabulating Machine Exports— 
November, 1931 
Listing Typewriter 
adding bookkeeping Non-listing Listing 
bookkeeping billing adding adding 
machines machines machines machines 
Countries Number Number Number Number 
Austria ; 2 $436... mr 59 $2,933 
Belgium ven 2 $1,505 ; 2,005 7 $528 11 1,577 
Czechoslovakia 2 2,262 $ 2 390 34 2.970 
Denmark . l 1,101 l OTS sete 29 1,881 
Finland seneew nes _ peenl ewe ons 10 780 
France Gaia 6 6,098 34 cS) ae sean 66 6.977 
GePMRARG <ccccces 3 3,714 15 Gee | cae ee 73 7,276 
Greece ‘ 3 3,123 7 », 290 l 195 
Italy ses , se l 1,086 12 7,950 .. pees 73 8,192 
Latvia ..... Leute Yoee sexs bee case awe , 1 75 
Malta, Gozo and 
ae ' posh see awe 1 154 
Netherlands ..... l 1,176 3 2,016 .. ns 26 1.910 
Norway o<aeen l 921 6 ik yr » 2B 8,513 
Pol. & Danzig... ... ae oul tie eee 47 3,675 
Portugal .. ean . a ee = jie 2 402 
Rumania 6een. ene ; <s_e se0e - 5 495 
Sov. Rus. in Eur. ... , — eT ; 1 80 
Spain ie<ee 04s , 2 . aes ene 1 300 
Sweden .... — 6 6,261 3 1,049 - oon 9 1,491 
Switzerland : : a) fc ee, ; 14 1,99) 
U. Kingdom io oe 13,779 49 11,985 ... , 16 4,235 
CED neeessaes vee : 4 1,695 2 122 23 2,005 
BOGE wccccse ee coe een 006s 1 100 6 450 
Nicaragua ; : 2 245 
Panama Parr rT en «ee nes nae rene 2 213 
Mexico ..... — 1 4,149 2 2,650 l 135 4 225 
Trin. & Tob ae ‘ e : peed . 2 165 ears — i a 
Oth. B. W. Ind ; , ‘on eses l 50 
0 2 2.706 l 823 1 105 4 .» > . 
_-- eee a an oe Your Customers Deserve the Best 
Sar ‘cee can ji cae potas “then 28 2,904 
Colombia beses ose pees 3 Rae” ces asee. sen sees — Since 1905 — 
BOURESE .ccccccce ee osoe ene obey 600 ee 1 134 
Peru - se ‘ eae vee 9 810 
Venezuela . Ks cea 11 765 Write now to 
B. India.. ‘ , sie aan 2 246 % a 
China .... 3 3,034 3 264 MUNSON SUPPLY COMPANY 
Jav. & Mad.. wes : . l 153 ~ 
F. Indo-China... 11 1,989 ... 5 363 348 Hudson Street, New York City 
Kwantung ; ° : ‘ l 60 
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| Listing Typewriter 
| adding bookkeeping Non- listing Listing 
d hookkeeping billing adding adding 
Polar Desk To eli and Pa ~ } machines machines machines - machines 
Countries Num bet Number Number imber 
of Lino Phill. Is are on 802 
| Turkey 6 6s sehe ne wes 3 480 
Australia ene 4a 26.025 10 7,385 20 2,437 
New Zealand 5 966 
Belg. Congo 3 18) 
Union of South 
| Africa .... : 2 1,992 2 148 32 2,628 
| 
Total 100 $77,089 179 $86,730 13 $1,033 774 $73,049 
Snpneats from the United States to: 
Hawaii l $903 : 14 $2,199 
Porto Rico : l 81 
Card punch Parts 
ing, sorting Other for a 
and including counting 
Calculating tabulating used and and cal 
machines machines rebuilt culating 
Countries Number Number Number machines 
The most durable and economical working surface Austria : . — : . 1 $ 50 ee 
Polar linoleum protects the desk top and practically Belgium 35 $4,882 9 $2800 5) 96 $1774 
eliminates the eye strain common to reflected glare Czechoslovakia 30 2 805 a 4.510 12 138 39 
from polished wood or glass. Polar has in stock and Denmark 2 .—l aan 5 450 113 
ready for shipment at all times four grades of lino France 5 7.770 38 10.730 258 9.340 1,491 
leurn desk tops in fifteen standard sizes, and can Germany 17 1.789 17 22'853 1683 
supply special sizes at short notice Polar makes Greece ce 50 
twenty-two styles of linoleum desk pads for offices Hungary ; ; at aie 1 19 ane 
as well as linoleum desk pads for hotels and clubs Italy i7 6.750 28 27.750 57 2.650 215 
and for spinet and other type home desks Nethe rlands l 280 1 16,000 7 148 397 
There is a consistent demand for linoleum desk Norway ... 3 2 760 3 102 22] 
pads and tops, due to their practical economy The Poland and Ds anzig : nie 6 
wide variety available in the Polar line offers ex Rumania l 390 ; a 
traordinary opportunity for office equipment dealers Sweden 10 1.800 28 1.320 150 
Catalog and details on request. Switzerland 16 1.642 : 221 
Polar Manufacturing Co. © — Kingdom. ae = 6,600 1 142 28.348 
goslavia 4 yanis 3 — ‘ : —— ‘ seen 
Makers of over 100 Quality Canada Se soR 5 858 7 2.676 29 28 9,401 
Office Items Honduras 3 225 
Nicaragua ; 0 
401 N. Broad Street Panama 2 170 i 
Philadelphia, Pa. Mexico ee 728 319 
Trinidad and Tobago aid ae 20 
Cuba ° 2 600 se on 91 
| Argentina : migtuan 6 1,366 923 
| Brazil 2 132 15 2,925 
| Colombia 1 180 — 
Peru 134 
| Venezuela os ‘ 52 
| British India.. l 225 
DD descaccnncsieacs OO 1,060 ER 
Java and Madura..... 81 
Other Neth. E. Indies ‘ ene ee 209 
SE ccc cvenes - i 385 109 568 600 
| Philippine Islands. 3 525 9 
Turkey . ‘ 10 
Australia ae - : 2 275 277 
| New Zealand.. , 2 96 314 
Union of So. Africa 3 733 74 
Egypt ..... 6 260 
| Total 284 $42,025 125 $94,370 516 $16,166 $50,295 





LOOSE LEAF 
HOLDER 


Business firms use it for the 
safe, compact and accessible 


storage of uniform records. 
Stationers who demonstrate 


and recommend F. B. holders 
enjoy large and profitable vol- 
ume. It is the simplest, most 
useful transfer binder you ever 
saw, most economical of time 
and cost. Sample on request. 


























$350 


per dozen sets 
retail F. O. B., 
N. Y. 


Adjusab sizes of 
rds< and « distances 

of centers. Capa 

exzulated by inter 


changeable posts 


EB.MANUFACTURLING CO. 


I22S iNT 





RVALE AVE. NEW YORK 











| Shipments from the United States to: 
obsee0s l SESe coe see & 62 


Hawaii “A 
Porto Rico 


Ribbons, 


Countries 


Austria 

Belgium 

Czec hoslovakia 
Denmark 

Finland 

France 

Germany 

Greece 

Hungary 

Italy ; 

Netherlands 

Norway 

Poland and Danzig 
Rumania 

Spain 

Sweden 

Switzerland 

United Kingdom _ 
Yugoslavia & Albania A. 
Canada 

British Honduras 
Costa Rica 
Guatemala 
Honduras 
Nicaragua 
Panama 

Salvador 

Me xico 


Newfoundland & Labr 
Bermudas 

Jamaica 

Trinidad & Tobago 


Cuba ‘ ; 
Dominican Republic 
Netherland W. Indies.. 
Haiti, Rep. of 
Virgin Is. of U. S 
Argentina 

Bolivia .. 


Filing folders, 
index cards, 
and other 
office forms 


Pounds 
145 $ 42 
78 15 
82 21 
321 69 
1,947 125 
252 67 
1,121 1,998 
4,280 823 
189 95 
159 36 
428 309 
5,350 1,050 
,. 972 1,369 
19,079 7,009 
63 328 
80 92 
193 144 
2,579 2,192 
902 423 
4,219 1,665 
100 70 
2,525 1,355 
176 126 
41 98 
1,485 554 
286 114 
3,361 1,573 
1,725 894 
1,905 961 
130 62 
195 42 
192 69 


Carbon paper 


Pounds 
35 $ 19 
510 303 
39 64 
756 600 
73 100 
709 611 
591 532 
57 33 
975 655 
1,587 1,423 
2 062 1,488 
34 168 
210 115 
112 66 
1,035 619 
586 598 
16,711 11,454 
91 57 
1,37 3.023 
68 80 
10 17 
&5 181 
216 RI 
50 95 
544 $55 
102 113 
245 ‘4 
1,065 739 
1,248 756 
2,948 3,108 


Carbons and Filing Supplies Exports—November, 


$102 
21 


1931 


ewriter 
ybons 


$116 
2,134 
10 
347 
2.013 
3,196 
126 
180 
293 
2,638 
2,046 


cn 
CS: 


68 
159 


653 


63 


“854 
14 
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rARIGs 


A long-term 
Gilt-edge 
Security 


Faries Lamps and Lighting 
Equipment will continue to 
pay you interest, in the greater 
efficiency of your office per- 
sonnel, long after the reason- 
able first cost has been marked 
off and forgotten. 


No. 793: For the There are many designs and 
modern office,anew _ sizes of Faries Lamps for office 
type castmetal use, in every price range—eac 


Faries Lamp, with =. sound investment. 
modernistic shade. 

eotented wipe In writing for literature, 
pees ag lean. Please indicate your lighting 
ing. 











New Air Mail Accuracy 






t) Requires 
New 


Scales 





The Post Office Department now permits a variation of only five 
grains instead of one-thirty-second of an ounce as heretofore. Old 
scales will not weigh to that fine precision. It is found in the new 
improved Triner Model 9 T Beam Postal Scale for weighing and 
checking air mail, foreign mail, and general mail. The United 
States Post Office Department has placed an initial order for 11,250 
and since we received an additional order for 7,500 of these scales 
for use in various post offices. 








Air mail with insufficient postage goes by rail. Many letters which 
apparently require five cents according to old scales, will require an 
additional ten cents because of new government exactness. This 
new scale will save costly delays and embarrassments. 
A LIVE OPPORTUNITY FOR STATIONERS 

This improved model is the finest as well as the only one which will 
meet the new requirement for accuracy within five grains. Impor- 
tant refinements which will appeal at once to intelligent business 
men have made this accuracy possible. 

Inform your sales staff of the new government accuracy in postage requirements. 
and build new friends now by featuring this new Triner product. 


Triner Scale & Mig. Co. 


2714 W. 2ist Street, CHICAGO 


Standard in Quality since 1880 


FARIES MANUFACTURING CO. 
Decatur, Ill., U.S. A. 
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usiness Always Ready 
for Quick Notes 


is “getting down to brass tacks” 


Industry is adjusting its pro- 
cedure to new conditions. Effi- 
ciency is demanded. Graffco 
products fill the need for de- 
vices to lighten routine, make 
work more effective. 





SIGNALS Ordinary memorandum pads have the habit 

for of disappearing when most needed. Or else 

Gr ad CO Visible they are badly cluttered with earlier notes. 
MADE MARK REG USAT OrF Systems 


sities , Not so with the attractive and efficient Adams 
VISE and VIZ Memo. It uses a standard wide roll of adding 
machine paper and a slight pull produces a 


Signals clean, new surface instantly. 


Finished in Brass, Bronze, Olive Green and 





ot neg ee ane of credits, Mahogany. Large soft rubber feet protect 
sales, stock, production, collec- : 

tions, on card or visible indexes. the finest surface. A convenient holder for 
VISE Simple, durable, eye-arresting .. . pen or pencil is pivoted to the side. 


SIGNALS in colors and sizes to fit every need. 
: se Tell your customers of the thou- ‘ 
for sand ways in which Graffco prod- Adams Memo—the most sensible and most useful as- 


Card Index ucts are useful. They'll buy! sistant for any desk. Write for details and prices. 


_—— 
Systems W rile today for dealer proposition 


THE SEYMOUR PRODUCTS COMPANY 


George B. Graff Company Seymour, Conn. 


64 Washington Ave. Cambridge, Mass. New York Office: Room 1807 Chanin Bldg. 
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... for Profits! 


Your customers will want the 
THIS MODEL **‘Bump”’ because of its low 


$ 3 00 cost, economy in operation, 


142 


convenience and quick action. 
Four models—two styles. They 
nee are profitable for you, too. 


Write for Dealers’ Proposition. 


THE BUMP PAPER FASTENER CO. 


DEPT. O LA CROSSE, WISCONSIN 





Eastern Representatives 
Seymour-Conover Co., 350 Broadway, New York City 


We pe Ade = » Domestic an ——~ | Loose Leaf Rings 
ahs we ae ees 


No Large Brass 




















Joint to Tear Nickel Plated 
Paper FIVE SIZES 

Inside Diameters 
P 144"—1.35 Per 100 

Open Easily, y’"—150 “ “ 
Close 1 | .75 cr) ct) 

l 1 % "—= 2.65 “ “ 

Securely 2-350 “ “ 


For loose leaf books, binding reports, blueprints, etc. 


For More and Better Copies, GRAPHIC ROLLS, in all Write for information 
sees, on yey Og fit all Makes of Duplicators. Cloth on our line of...... Loose Leaf Metals 
. i 


a SR APHEG DUPLICATOR es The E. W. Carpenter Mfg. Ce. 
- ‘ a Bridgeport, Conn. 


~ Gelatine Sheets + + Refill in Tins » » Hektograph Cleaning 4-4 
GRAPHIC DUPLICATOR CO. 270 A Lafayette St., New York, 


AZORA 


| Azora air cushions and twirlers, two 
highly practical accessories, are mak- | 
ing typewriting easier for thousands 
of users. Sales, both new and re- 
placement, are large. Write for 
prices and discounts. 































“FORCE”? PRODUCTS 
for PROFITS... 


Built to give the user long serv- 
ce; priced low enough to assure 






a good volume of sales; worth 
selling because “‘Force”’ gives the 
dealer a substantial margin of 
profit. Orders promptly filled. 


VWM._A. 


~» |[FORCE 





AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 











THE ZORA T F AzOR 
A HE AZORA : 
TWIRLER AIR CUSHION Automatic 
RING (Cross-Section View) Numberer & Cathe INT. 





PAT. DECEMBER 21. » 1915 


— 








105 Worth Street, New York, N. Y. 














INCREASED SALES nal PROFITS | 


IN TYPEWRITER RIBBONS AND CARBON PAPERS 
DOMITOR—GRADE-A—XELAR—ECONOMY 


Four outstanding grades of ribbons and carbons each the best in its class. They 
enable you to meet competition from every angle of quality and price. 


THE TYBON RIBBONER 


For winding your own ribbons at a substantial saving. 

Cuts your costin half. Over 1000 in use. 

For specialty selling. It repeats and repeats. 

A line complete in every detail. Manufactured to the my ideals of quality 
and uniformity, every item fully and unconditionally guarant 

AV AILABLE NO New and instructive sales helps. 

“Perfection in Correspondence” and **A real Saving in Typewriter Ribbons.”’ 
Also the 1932 Wholesale List and New Special Offers. 








The office 
appliance of real merit. 


1026 FILBERT STREET TYBON CORPORATION PHILADELPHIA, PA. 
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} ! Ider 
lex card 
and other Typewriter 
e forms Carbon paper ribbons 

Countries Pounds Pounds Dozen 
Brazil ; : 10 14 970 995 3: 146 
Chile : : 726 396 . 310 1,024 
Colombia 2,789 2,558 367 996 334 807 
Ecuador 4 18 tase 
Peru . ; 18 10 . . BS 395 
Uruguay .. ; . 1,037 194 y} 
Venezuela . . 960 913 218 230 39 163 
British India ' 682 142 1,576 973 659 2,022 
British Malaya 240 82 
Ceylon ohne 115 36 : 
China . . : : - 1,637 298 827 678 92 276 
Java & Madura “res 75 30 525 524 299 650 
Hong Kong ‘ . : 270 159 121 116 3 146 
Japan . 1,297 987 10,627 1,428 97 215 
Philippine Islands » 1,836 690 939 542 63 134 
Siam , 122 51 t i8 
Turkey beeddu 15 3 ean 
BMOETOTA 2c cceces 95 79 2,525 1,598 151 608 
French Oceania sees ‘ 50 23 _ 
New Zealand i 8) is 1,287 901 56 156 
Belgian Congo 6S 154 
British E. Africa.. . 12 31 
Union of 8S. Africa ; 585 584 282 71 
OE cagunrennkets ss 862 334 54 35 36 82 
Algeria & Tunisia 84 60 53 121 
Other French Africa... 30 13 10 17 
Other Portuguese Afr 112 36 160 101 14 34 

Total .. .. 72,361 $30 750 58,081 $40,022 13,502 $35,468 

Shipments from the United States to: 

Hawaii ‘ : coe See $9,244 750 $624 99 $347 
Porto Rico cos oe 1,358 973 186 96 312 
Writing Instrument Exports—November, 1931 

Refill 
able 
pencil 
and Metallic pens 
refill Other pencils except gold Fountain pens 
Countries lead Dozen Gross Dozen 
Austria naan $ 55 240 $4,096 
Beigium : .. 1,099 12 o4 
Czechoslove kia 38 651 
Denmark eeeees 181 336 $ 97 108 2,636 
France ‘ as > 004 18.000 1.626 368 4,016 
Germany ove 375 — 50 $ 25 7 63 
Italy ‘ 252 801,791 
Netherlands r& | 144 34 54 27 13 312 
Norway oa i 157 ; : 15 176 
Poland & Danzig.. 25 7 171 
Spain eeee 147 60 9 1 101 
Switzerland . . 232 - 15 i179 
United Kingdom... 6,376 16,680 2,706 52,287 25,145 1,671 17,110 
Yugoslavia and Al 
bania eee . t 108 
Canada , ‘ - 7,175 19,692 1.415 1,096 608 1,052 2,060 
British Honduras.. 108 67 ; 
Costa Rica... 7 . $0 15 . : 
Guatemala eon 39 1,728 110 50 28 6 185 
Honduras .... . 9 a ae 10 378 
Nicaragua : 57 3,166 542 39 34 1 150 
Panama : : 625 2.339 725 112 8S 38 1,055 
Salvador ; 21 7.076 1,721 0 10 -6a sen 
Mexico - 1,389 32.594 1,237 386 250 139 4,395 
Newfoundland and 
Labrador ....... 39 190 135 21 592 
Bermudas ........ R4 22 
Jamaica thbeen 10 168 55 20 16 39 98 
Trinidad & Tobago 28 3 . oes sone 
Ce ssee . ees 276 13,594 3,198 1,100 815 17 178 
Dominican Repub 
it wandiniaede de $4 204 66 13 368 
Netherland West 
Indies .... 21 aeons 5 176 
Virgin Is. of U. S 20 180 11 1 11 
Argentina , : 367 5,980 1,281 100 60 27 577 
Brazil buna 193 1,700 233 72 135 73 1 630 
Chile énbesee 438 432 206 33 1,182 
Colombia “ aie 67 8.315 1,246 109 2.104 
Ecuador ... ‘a 230 », 952 133 : , 1 33 
DEE cndneneex _ 36 8.974 970 69 35 10 242 
Venezuela ........ $82 4,002 436 240 148 9 253 
British India..... 144 120 195 38 851 
British Malaya.... 24 1,200 150 5 110 
Ceylon bansee ab 38 168 17 ily : 12 346 
China peasenes 272 7,656 3,344 137 82 222 2.918 
Java & Madura.... 129 ss 150 3,674 
Other Netherland 
East Indies.... 107 175 26 11 299 
Hong Kong bows 373 25 15 47 947 
Japan oesce : i9 2.094 1,006 - 9 124 
Philippine Islands. 382 5.652 1,393 209 108 26 682 
Me Becbawies a 62 . i8 1,442 
Australia _ ee 514 46,893 2,491 7 600 
British Oceania... if : 2 114 
New Zealand...... ‘ 144 28 one reef 
Union of S. Africa 62 3,790 1,581 152 6 2 16 
Other British South 
Africa ..... . 60 21 
So wad dene " 17 on 
Egypt dienvaes 31 2 50 
Mozambique ; . 276 94 
Other Portuguese 
EU wcate vdaa 43 6 187 
Canary Islands.... 92 30 1,207 
We cho eeeen $25,962 220,156 $37,972 56,348 $27,755 4,806 $61,668 
Shipments from the United States to: 
EE ocd nue ce oe $422 12,926 $2,257 17 $ 16 189 $1,762 
Porto Rico.. bove 307 19,244 3,151 76 55 117 1,915 
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Sales Books 
/ Keep blank sales books on 
| 1 hand always. Big, steady 
| Se demand; long margin. Get 
| stron _________ == | our prices before you buy. 





Also ask for liberal dealer agency 
See . on printed sales books, manifold 

. . . books, cafe checks, ete. Orders 
easy to get, easy to handle. Bet- 
ter quality, quicker service, 
closer co-operation. 


Let us quote on books for your 
own use, too. 
ADAMS BROTHERS 
COMPANY 
Sales Book Makers Since 1890 
TOPEKA, KANSAS 





























ele} 4 
LEAF 





Grand Rapids Loose Leaf Equipment 
earned for it the title “The Loose Leaf 
Principle in Its Highest Development.” 


l The Design. The design of “Proudfit” 


Loose Leaf Binder Equipment is installed 
the purchaser can be assured there will 
be no replacement for many years. 


y The Material, When Grand Rapids 


The Line. The Line is so broad that it 
3 permits standardization. 


Grand Rapids Loose Leaf Binder Ce. 
Grand Rapids Michigan 


— ee 








write to 
Harriman-W elts Products Co., 
200 Summer Street, 






paste that rubs off your fingers 
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Highest Quality 
Office Machine Stands 





THE MARK OF QUALITY 


The TUSCO line provides a stand for practically every office 
machine requirement—unexcelled in quality of construction and 
finish__containing the highest value in its price class. 


Write at once for literature and prices 


TUBULAR SPECIALTY MFG. CO. 


1940 Stanley Ave., Detroit, Mich. 






EXPORT DEPT.—41 Water St., New York, N. Y., U.S. A. 
Easter lypewriter Circle Co., Western Pac Wholesale Sta., Ltd., 
MODEI —Y¥ ) 399 Broadway, Rep. } 307-309 E. Third St., 
101 / New York City, N. Y. ( Los Angeles, Calif. 











for stamp pads and daters! 


Dealers featuring Fulton-made 


—— EBRUARY, by the calendar 
“TESTED PROFIT- MAKER’ ~ ORE al j F ne of the biggest months 














Over % arotype in >a That's what we 
mean Se Bare daters and stamp pads, America’s 
But i addition Clarotvpe—a staple product—offers the proht of greatest sellers, get the lion’s 
b specialty Fi as r, Clarotype is a steady repeat item That's what share of the business and the 
we mea ny ! naker pr hts! 
If you're not carrving them, write 
Stamp Pads are or wire Fulton. There's still time 
selling wor sagt, in at this year's 
The Modern Type Cleaner for All Office Machines Daters are selling 
Value sells Claroty It actually provides the eco vical, practical Now’s the Time to 
and simple way to clean type That why thous sande of stenog ~ 
aphers « ro ‘ ' hee necess ler a dozen tod: and Hi? 
ron oa I be 7 7 my = hs it 1933 "Ti desir d a ithe a, will be F eature B oO T ? Fulton Specialty Co., Elizabeth, New Jersey 








gladly supplied on request before you order FUI TON 
New York y . 


THE NS tet lew Dinero eet CO., INC., 16-C Hudson St., 
Daters & Stamp Pads 


TYPEWRITTEN =] MAILING LISTS 




















guaranteed. Tell us about your business. We'll 
No obligation for 





help you find the prospects. 
consultation service. 








AT A PENNY APIECE — Pave the way to more sales with actual names and ad- 
containing names, ‘ dates, ‘or other specific refer- 


dresses of Live prospects. Get them from the original 
lf you are paying for 75 hand typed repetitive 
letters a day you can save $600.00 more than 
the price of an Auto-typist in a year 
The Auto- -typist ny individually type- 
ences, at about a penny apiece Reduces over- 


60 page Reference Book and 
Mailing LIST CATALOG 


Gives counts and prices on 8,000 lines of busi- 
ness. Shows you how to get special lists by 
territories and line of business. Auto lists of all kinds. 
Shows you how to use the mails to sell your products 
and services. Write today. 


R. L. POLK & CO. pron Piles. 


- a Branches in Principal Cities 
: World’s Largest City Directory Publishers 
Aso teeit Mailing List Compilers. Business Statistica. Producers of Direct Mail Advertiving 


compilers of basic list information—up to date—accurate— 
head—gets results. 








American Automatic Typewriter Co. 
232 West Schiller St. Chicago, Ill 

















Keep a Tab on Everything | p . . 
EFFICIENCY is the key word today. I 4 UF 
AIGNER’S We - v- 
PATENT CUT INDEX TABS || : ATALC 
save time in quickly selecting the place de- | | AND F 5 20C 


























Tabs obtainable in Alphabetical, Numerical, 
States, Months, Bookkeeping or any subject. 


of office machines—specimens of typewriter type—how to 
test adding machines for accuracy, etc., etc.—at a nominal 
price of only 25c. 

Send for your copy today! 


RELIABLE 


52 pages of information including illustrations of all types 





anes. > No.70 
| 





G. J. Aigner Co. | 


Manufacturers 


Indexes, Binders, Loose Leaf Specialties | «mi TYPEWRITER & PYelell 1c MACHINE CORP 
503 S. Jefferson, Canal Station, Chicago. 303 W MONROE ST.. CHICAGO. ILL.. 
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U. S. TYPEWRITER RIBBON MEG. CO. 





RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 











Sansom at Tenth Street Philadelphia, Penna. 
SRO. |e & 8 @ 


N22 
TIP-TOP PAPER CLIPS 


: Brass, nickel finish and ten attractive colors 
INDEXER STRIP 


TRANSPARENT = Imprinted Boxes a Specialty 
25M or more no extra charge 


The Tip Top Mfg. Co., Inc. 
SYRACUSE, N. Y. 











MARKILO Envelopes are made in all ring-book sizes. 


MARKILO INDEXER Strip (blank-label) ready-to-cut. Canadian Agents — BROWN BROS., Ltd. 
Transparent signals, card cases, etc. Sample on request. ° 
The Dozen System vs. Decimals, Booklet Mathamerica 25c TORONTO 





MarkiloCo., Mfts.,936c W. 63rd St., Chicago, U.S.A. 








Gardner’s Pull Tab Leather Lines 


Card Cases, Bill Folds, 
raise Playing Card and Cig- 
Pie arette Cases. Keep 


contents absolutely 
- clean. Easy to get at. 









Efficient and economical. 
Will keep correspondence 
and papers always on hand 












tf 


1 GARDNER'S HOT 








TTERING 
and properly arranged. The GOLD LE 

most efficient desk file on MACHINES 

the market. Made in four 

sizes. A very profitable Write for Semnpiee and 

item for stationers. 

P. A. GARDNER 

Stanley R.Bristow LEATHER WORKS 





24 Central Ave.West Orange,N.J. 














The Stationer’s Brand 


Ink Eradicator BRUSH-PUNNETT, INC. 


Keeping your name in plain sight on 

the bookkeeper’s desk is good business 

for you: most office supply purchases 

passing thru the bookkeeping dept. can 

be inclined your way; your name, phone 

and address on the H. A. style ink eradi- Sentry Safes 
cator is a constant memorandum of your 

service H. A. quality speaks well for 

your other lines, too! 350 members of 

the National Stationers Association buy 

their ink eradicator from us. Ask for 

2 545 West Ave., Rochester, N. Y. 





H. A. INK ERADICATOR CO. 
1545-47 West Farms Road NEW YORK, N. Y. 


666646444444 dtd td. 
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TIMELY! ¢ * * HISTORICAL 
BLOTTER 
SERIES 






DANDY 
WW ENVELOPE 
SEALER 










| 
| 
| 
| 
| EFFICIENT 


RAPID 
Fine absorbent desk blotters decorated with bust 
of Washington, Lincoln, and Franklin. Set of 
3in envelope. 12x19 - Blue, Green, Brown, Rose. Cc . , . , oe a a . 
ice c . aw > . Stack envelopes in tray, turn the crank and watc ne sealed mal 
Attractive counter display box of assorted colors. (Set of 3) pile up. Office equipment dealers write for liberal sales proposition 
Twelve sets to box - four boxes to carton. : and sample machine on approval. 
S: . . " S 
a sean ees 39 st Oe THE OFFICE APPLIANCE CO. 
STATIONERS SPECIALTY CORPORATION 503-35) Dovensiive Ss, Secten, Mines. 
151 LAFAYETTE ST Derr. D1 NEw YORK CIiITy 


MARTENS TYPE CLEANER 


The exclusive patented 
applicator (combining felt 
and brush) in every bottle 
of Martens Type Cleaner 
meets with instant approval. 


Free Introductory Offer! 


Write for liberal discounts 
and free introductory offer. 


RETAIL PRICE 50 CENTS 





A Distinctive Line 
that will hold your trade 
TURNER & HARRISON 
STANDARD, SILVER-ALLOY 
and GOLD-PLATE PENS 


Smoothest, slickest pens made 
Catalog on request 


TURNER & HARRISON PEN MFG. CO., | 


Established 1876 


PHILADELPHIA, PA. MARTENS TYPE CLEANER CO. 
IMPRINT PENS A SPECIALTY 121 East 27th Street NEW YORK 
























5,000 Staples in 
(1) Loading 


N° wobbly tin gadget, 
this Eveready Stapler. 


DEALERS WANTED 


for a patented typewriter 
= key, with advan- 
and merits no other 


key esses. You'll get 
ORE ah ~*~ — ty 


The Master Key 


(No Rubber to wear out) 


No, sir! It’s built to 
work right, and finished 
to do credit to any desk. 
Makes its own staples — 
cannot clog or jam. In 
attractive enamel Olive 
Green finish. 


“The Result of Long 
Experience and Knowl- 
































— ae MODEL A edge of Requirements” 
Speed Key Mfg. Co. Inc., EVEREADY MFG. CO. oF soston 
— -' - 34 Southbridge Street, Worcester, Mass. 

memes Pitti ttt ttt ttt tt] 





For the Dealer 
in Office Furniture 


New and greater opportunities in our Sturdy- 
Built line of business furniture await your 
investigation. WESTERN now offers six grades 
ranging from executive suites down to a com- 
plete office utilities group. Beneath the greater 
eye-appeal and attractiveness is the everlasting 
staunch construction and value. Your request 
for information is invited. 


Western Furniture Company 
ST. LOUIS 


Factory Representatives 


Matt M. Corbett, 1206 Santee Street, Los Angeles 
John Hood Millar, 328 Union Ave. S. E., Grand Rapids 


BINDAH 


Easier to Operate 
Prongs 
rongs 


Material that permits 
excessive prong 
bending has no ad- 
vantage, but has the 
disadvantage of in- 
creasing prong kink- 
ing. =» » « - 





BINDAH PRODUCTS INC. 
3645 Montrose Ave., Chicago 


SoS oso dest oso b-t s-seb totes sotet eso tetete tet te te) 
bebotot-$ob- dos -toted-s-set- teste sete sess tote sete ge) 
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“STEEL-STRONG” 


Coin and Currency Handling Supplies 


Sold 


Exclusively 


old style with tapered or 
gummed edges, tubular, and automatic. Made 
of northern spruce raft, unequaled for 
strength. Ask about free bank imprint 
Currency Bill Straps—colored or 
style. Ask about free bank imprint 
Currency Racks — Coin Wrapper & Bill 
Strap Cabinets. 

Coin Trays and Lift Pans—made of sheet 
steel; trays are colored to identify contents, 
lift pans are olive green 

Coin Bags, Coin Bag Seals & Seal Presses. 
Manual Coin Counters. 

Teller’s Moistener. 

Dealers: Write for catalog and sample case 


Journals 
943 Clark Street 


e THE C. L. DOWNEY CO. Sincinnti, oii 


| THE COLYTT “REDI-ROLL”’ 


TELEPHONE MEMO 


A neat, compact writing shelf, 
with paper roll, for attaching 
to the telephone stand—for 

memorandums. sf 


Coin Wrappers 


thru Dealers 


Federal 


Nationally 
idvertised in 


Leading Bank 















Has continuous writing sur- / 
face for standard paper roll 
Sharp cutting edge for tear- 


ing off. 

Takes up small space 
leaving room for =} : 
hand grip on tele- 


phone. 
Easily attached. PRICE 


Nickel and black $1.00 
finish. 


Dealers Write for Discounts 
THE COLYTT LABORATORIES sé6s5s W. Washington St. 


( Engineering) Chicago, Ill. 











Templar — 


The 


aVatiiele ti of iWastelts 


N RED) CEDAR 


fcnte fc ame) a dat 


LINE 


) ERASERS. 


GiYom eeltictam 


RELIANCE. 


r N¢ LS. PENH ANI 


RE L I. ANCE PENCIL CO. 


ENERAL OFFICES 
New York 


) Broadway 





The New No. 4 Model . 


EXCELLOSCOPE 
STENCIL TRACER | 


Complete *7.50 


For tracing pictures, cartoons, de- 
signs, ruled forms, ete., on stencils for 
reproduction on ANY Stencil Duplicator, or with ink 
for Gelatin film or composition Duplicators. 
Completely equipped with Sty'us, Screen for shading, Writing 
Plate, Electric Cord, Plug, Socket, Socket Holder, Assort ment of car- 
toons, Art Designs, Complete Instructions, Scope and Aut for $7.50. 


OTHER FAST SELLING PRODUCTS FROM OUR DUPLICATOR DEPT. 
Excellograph Rotary Stencil Scope Lighting Equipment , 
Dupheator $37.50 Pooney Eraser and Brush Holder  .25 
Legal Two-faced Gelatin Film Dup. 7.50 Modern Note Copy Book Holder 1.75 
No. 5 Double Glass Excelloscope. 11.00 Key Ring Polisher 1.45 


PITTSBURGH TYPEWRITER SUPPLY CO. 
Suite 572 James P. Durkin, Gen. Mer. 
339 FIFTH AVE. Liberal Discounts to Dealers PITTSBURGH, PA. 
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TucKER’S 
FOUNTAIN PEN 





~ HOSPITAL 


Most Complete Shop in State 


Work for the Trade a Specialty 


Mailed Same Day as Received 
Your Repair Service Helps the Sale of Pens 





i a i i i i i i i i i i i 


Call for Price List and Window Cards 
800-802-804 CHESTNUT ST. PHILADELPHIA, PA. 















DESK 
ORDERLY 





A very handy desk com- 
panion for distributing 
letters, orders, ete. Six 
adjustable partitions 
with provision for two 
more. A great time 
saver. Finished in rich 
olive green baked 
enamel, grained mahog- 
any and walnut. Popu- 
larly priced. 

A complete line of steel 
office accessories and 
equipment in stock. 
Special equipment made 
to order. 





=e 


Write for catalog and price list 


COLE STEEL EQUIPMENT CO. 


33 CRESCENT STREET 


BOEHNER 


Improved 


CARD HOLDER 


Stationers and. printers 
use it to build up their 
volume on business and 
personal cards. It takes 
the regular loose cards, 
holds them firm, keeps 
them clean. Holds 

one as securely as a 

full case. Imported morocco binding—metal parts highly 
nickeled—28 different sizes. 

We manufacture leather novelties only—we do not compete 
with engravers or printers. Please mention size in asking 


for prices. 
Address, Depertment OA, 


mproved Boehner Binder der Co. 


Fox Street 


LONG ISLAND CITY, N. Y. 









m. 


















OUT OF SIGHT—SALES STOP 
Display COIT’S —— Lettering 


The Right Pen for Every 
Kind of Lettering 
DEALERS: Send for assort- 
ment of 12 pens 3 of each 

popular size on special coun- 
ter display card for 30 days 
sales trial, prepaid. 
Dozens of stores in your 
neighborhood need COIT’S 

PENS and will buy Se 
from you when — ~~ 

ASK YOUR JOBBER 
THE BRIDGEPORT PEN 
COMPANY 


Bridgeport, Conn. U.S. A. 
POOL POP LL LLL OLD DOLLOP! PLOOLDOLS 
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MANY Successful 
TYPEWRITER DEALERS 


assure satisfaction to their cus- 
tomers by depending exclu- 
sively on AMES as a source of 
supply for typewriter parts, 
tools and rubber platens. By 
concentrating their needs for 
these supplies in one order, 
they save valuable time and 


much trouble and expense. 


Branch offices, conveniently 
located, provide quick service 
in supplying tools, rubber 
platens, and wide selection of 
parts. Orders for these goods 
are shipped 24 hours after 
they are received. By devot- 
ing our service to the trade, 
we leave the retail field en- 
tirely to our dealers. 


When you buy AMESCO or 
AMES FLEXIBLE platens, 
you assure your customers of 
platens of the highest type, 
and you know that we give 
every order utmost attention ; 
why not obtain the same serv- 
ice for typewriter parts and 
tools? Remember that 


AMES MEANS EXCELLENT SERVICE 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


Branch Office and Export Dept 
50 Lispenard St., New York 
79 and 80 Queen Street, London E. C 


Great Britain Office 
Longs, Ltd. 


Branch Office 


583 Market St., San Francisco 


i, England 








TYPEWRITER PARTS—TYPEWRITER TOOLS—RUBBER PLATENS 












As pioneer desk makers of 
Jasper, Indiana, we can offer 
you the best in high quality 
desks, time tried and quality 
tested for fifty-two years. 





The JASPER 
DESK CO. 


New No. 800 Series Chairs in 
Solid American Walnut: A 
Pleasing Design, with a Deep, 
Rich, Durable Finish. 


and 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. 


JASPER, INDIANA 


The JASPER 
CHAIR CO. 


We solicit your inquiries. 








= - F Desk Co., Louis H. Farber, 7020 fi Blvd. (Pho Pla 785 
CHICAGO REPRESENTATIVES: For Jeseee Chsic Go”, Willian, H. Beown, 450% 8. Welle St. (Phone Boulevard 7957) 
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Announcing 
AN IMPROVED 4000 LINE FILE 


Exceeds in value any low priced file 
now on the market 


28 In. Deep Overall 

Full Roller Extension Suspension 

Cast Bronze Hardware 

Reinforced Drawers Box Heads 
Increased Filing Capacity 

Reinforcing Spreaders Between Drawers 
Cap Top 

7/16 In. Front Edge 

Reinforced Case and Base 

Positive Locking Followers 


Baked Enamel Finish 


You Would Not Believe That a File of Such Quality 
Would Carry a Price so Low. 


DO NOT FAIL TO INVESTIGATE AT ONCE 


THE STEEL FIXTURE MFG. CO. 


Topeka, Kansas 








Greetings and Good Wishes 
to the Trade 
Buy Ribbons for Addressozraph Machines 


from the factory having, the lar%est experi- 
ence in their manufacture. 





Buy ribbons which are demonstrable in 


**THE COMPLETE LINE” 











their superiority. Vc 
A ood article will always sell. Instruct 

your salesmen to solicit ribbon. orders for ° 
Addressin3, and Duplicating’ Machines. wae 
This is a fertile field for new and profitable micur coone 
business. ine 


FOR THE 


H. M. STORMS COMPANY = ™="" 


. 
Makers of the Complete Line of Carbon Papers and Inked Ribbons 
561 Grand Avenue Brooklyn, New York 
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The Line of Lowest Ultimate Cost 





















An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 





Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U. S. A. 








MMTOUGNONS CAPONE DLT LACAN MPT PNET ETE 


a |) | B 99 To us “M. B” stands for “MON BUREAU” 
e £%- To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 
American goods are extremely popular in France and much needed, too. This 
especially applies to office furniture and all modern business appliances. 
To sell your goods in France, you should advertise in the 
right French medium. Now, this right medium is M. B. 
because it is the progressive business publication “‘par 
MON excellence.’’ As a matter of fact, M. B. was the first to 
BU RE AU advocate highly efhcient business methods in France and 
UE MAGAZINE DE LORSANSATION was the pioneer of modern office equipment in this country. 
COUNERCIALE € MOSSTRITLE So it is no wonder that it is read all over France, Belgium, 
Switzerland, Spain, Italy and Rumania, by the most 
progressive firms, that is by the firm that is likely to be 
interested in your goods. 


LUIEQUIUUULUUUSONAUA LL 004A 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 

Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 


ment will write ads that pull for you or translate your copy into 
French just as you like. 


“MON BUREAU,” 186, Faubourg St-Martin, PARIS, Xeme Arrt. (FRANCE) 


MUU UOLLAULLUL LAGUNA THNTLCiDOMEEH Ett TLULULLLUULULUUL0C LUT LRT 





ALLAN 000M 


OLA 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE $700 POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business that he may be 
interested in al the time. The subjects run all the way from 
account books to window dressing and are written in such a 
way that the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome —The British Printer. 


4 good idea in ilself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Ltp. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 


i 











The leading 


trade paper 


for the 
Office Equipment Industry 
in 


Germany 





BB 






“Biiro-Bedarf-Rundschau 


(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 
Specimen copy free 


Biiro-Bedarf-Rundschau 
Berlin-Charlottenburg 5 
Germany 
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Open Public Demonstration 


The unquestionable evidence of quality. 


A selling influence which attracts attention, im- 
pels respect, creates confidence, holds good will 
and builds business. 


The salesman’s positive proof of merit. 
The buyer’s dependable assurance of worth. 


For more than a quarter of a century Open Public 
Demonstration has helped the makers of good 
office methods and equipment turn their selling 
claims into buying facts for thousands of Friendly 
Prospects—at the 


NATIONAL BUSINESS SHOW 


Now is the time to plan your exhibit. 





New York At the Grand Central Palace 
October 17th to 22nd, 1932, inclusive 


Chicago At The Stevens Hotel 
November 14th to 19th, 1932, inclusive 


“Tt’s the personal contact that counts” 


NATIONAL BUSINESS SHOW COMPANY 


Incorporated 


Frank E. Tupper, President 


50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 














A 








Doubdle- Duty Efficiency 


in Office Equipment 


1. Providing Increased Profit from Office Production 


2. Permitting Business Expansion Through Increased 
Advertising at Lower Costs 


UNITED BUSINESS SERVICE 


UNITED BUSINESS SERVICE BUILDING 


2/0 Newbury St. Boston. Mass 


Addressograph-Multigraph 
Cleveland, Ohio 


Gentlemen: 


Since we do not employ salesmen, we must 
look to direct mail to get not only inquiries 
but actual orders and checks. 


By combining the use of the Addressograph 
and Multigraph, we address envelopes, write 
sales letters with personal fill-in, write 
collection letters, if necessary, make out 
invoices, head statements, and fill in other 
business forms with great speed and economy. 


We have used your equipment for over 
twelve years, and to us it is almost indis- 
pensable. 


Sincerely yours, 


President 





This letter from the United Business Service organization 

indicates the typical economy and sales- building ability 

of Addressograph and Multigraph, as applied to modern 
business needs. 


Addressagraph 


TRADE MARK 





risk i) gi Ue Sabres ae ae ae 
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La ENTAL HEADS, business owners 
and executives find the dual ability of 
Addressograph and Multigraph an unusually 
profitable source of income. 


Through Multigraph ability to produce office, 
sales and factory forms; advertising folders; 
enclosures; booklets; sales letters; etc., at 
savings to 40%, its efficiency can be carried 
through into administration . . . purchasing 

. . collections . . . and service operations. 


Whether you maintain a few business 
records ...or thousands ... or copy names 
and other information from these records 
frequently or infrequently, on statements, 
bills, premium notices, literature, envelopes, 
cards, orders, checks, and other business 
forms ... Addressograph can save money 
for you by doing this 10 to 50 times faster, 
with 100% accuracy. A representative will 
prove these facts to you without obligation. 


Addressograph Company e Multigraph Company 


Divisions of ADDRESSOGRAPH - MULTIGRAPH CORP. 
Cleveland, Ohio 


° Multigraph 


TRADE MARK 


Addressograph Sales Agencies and Multigraph Sales Agencies in Principal Cities of the World 








For the Big Business... VOLUME 
for the Small Business... FLEXIBILITY 
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M One Elliott-Fisher user keeps a thousand and 
more accounting machines busy writing bills and 
orders alone. Another easily handles with a single 
machine several sets of separate and unrelated 
records...a complete accounting set-up. Different 
needs... but one machine. 

Whether your accounting problem is one of pro- 
ducing a single type of record in great volume or 
many different records in small volume, Elliott- 


Fisher will bring to your work the same econo- 


Elliott 





. for EVERY business, economy 


in time, effort and money 


mies that these two users enjoy. Economies of time, 
effort and money. Savings that always accompany 
Elliott-Fisher accuracy, simplicity and speed of 
operation, and flexibility of application. 
Elliott-Fisher’s exclusive flat writing surface, its 
unusual manifolding power and speedy insertion 
and removal of forms with no handling of carbon 
paper, are distinctive features that produce distine- 
tive results. Investigate these results...in terms of 


your requirements. There is no obligation. 


-Fisher 


Flat Surface Accounting-Writing Machines 


PRODUCT OF UNDERY OOD 


ELLIOTT FISHER COMPANY 


Marketed by General Office Equipment Corporation 
342 Madison Avenue, New York, N. Y. 


Sales and Service Everywhere 


“UNDERWOOD, ELLIOTT-FISHER, SUNDSTRAND...SPEED THE WORLD’S BUSINESS” 








